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DY-TO-TACK-UP 
KITS 
NDOWS AND DOORS 


the have a complete 


WARP’S FLOOR 
DISPENSER 
No. WM-500 


Also availabie 
is a counter 


“THE OLDEST AND LARGEST MANUFACTURERS OF : ; 7 type, No. M400 
PLETE LINE OF )F WINDOW MATERIALS IN THE WORLD—ESTABLISHED 1924” a Seecere 


who lack floor 
space. 
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King Coffon 100% NYLON 
BRAIDED COR 


(MASON’S LINE) 





MASON'S LINE PICTURE or MIRROR CORD 
CHALK LINE CRAFTS & HOBBIES 

PLUMB LINE DRAPERY CORD 

FISHING LINE DECORATIVE WORK 

PULL CORDS SMALL BOAT ANCHOR LINE 
INDOOR CLOTHESLINE ® BUTTONHOLE EDGING 

® DO-IT-YOURSELF PROJECTS 








CLEAN | . .. Looks clean and 
stays clean. Doesn't absorb 
moisture, dirt, mortar, etc. 


NYLON CORD is one of those HOT items... and there's 
so much to talk about that it's hard to know where to 


begin. First of all, everyone has asked for a 100% 


NYLON BRAIDED CORD ...so here it is... it’s new 


[uses | . . . Thousands, and 
we've listed just a few on this 
...it's a value... it's bound to be a big seller. — 

| sizes: | 18 and 21 on 100 ft. 
spools packed in this colorful 
display box. 18 and 21 also 
supplied on 250, 500 and 
1000 ft. spools. Other sizes, 
other put-ups supplied on 
special order. 


AND, LOOK AT THESE ADVANTAGES: ... This beau- 


tiful, white cord is really tough stuff, it will take a terrific 
beating and still hold its own. More than four times 


stronger than Cotton Chalk or Mason's Line. 


Ask your jobber 
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for prices and 


CORDAGE 


~ JOHN H. GRAHAM & CO., INC. 
105 Duane Street * New York 8, N. Y. 


additional information 


See Us In Booth No. 2 
al the Hardware Show 








A new home buyer’s first impression is often the most lasting, 
and builders everywhere are “Dressing Up Their Door-Ways” 
with KWIKSET’S new “400” line 5” backset. 

The use of this inexpensive styling feature on Entry Doors 
adds dramatic distinction to new homes by enhancing the 
beauty of the lockset design. It also prevents the possibility of 
“knuckle nicking” on door jambs. 

This latest addition to KWIKSET’S “400” line offers greater 
volume to dealers and jobbers, and is ancther major develop- 
ment by one of the World’s largest producers of 
high-quality, low-cost locksets. 

The Trim Rosettes are made from wrought brass, 
polished to a jeweler’s finish and plastic coated for 
lasting durability. They are available in all popular 
finishes. 

#2897 5-Inch Display Mount — An attractive 
point-of-purchase sales aid for displaying the 
One-piece 5” Backset Latch and the 54%” Trim 
Rosette is also available. 


The Quality Lock For Budget Building 











4 “QUICKIES” 


NICHOLSON X.F.SWISS PATTERN NEEDLE 
FILES. The “X.F.” on Nicholson Swiss 
Pattern files means Extra Fine. Hobby- 
ist’s delight! . . . the largest selling 
brand in the field of Swiss type files. 
The popular Round Handle Needle as- 
sortment shown here comes in an attrac- 
tive 2-color plastic case; in 4”, 542” and 
6%” lengths; cuts Nos. 0, 2, 4 and 6. 










for holiday sales 
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NICHOLSON ROTARY FILES AND BURS. Shown 
here is the Rotaset Kit No. 88 consisting of 18 
assorted shapes of Hi-Speed Steel burs with 's 
shank. For use in small drill press, hand power 


NICHOLSON ‘‘4-IN-HAND” RASP-FILE. An item of 
a hundred uses; the hardwareman’s prize-of- 
the-moment in useful hand tools. Four differ- 
ent filing surfaces . . . Flat rasp and Flat file 


NICHOLSON “HANDY FILE.” Truly the handy 
man’s friend! Two files in one . . . single cut on 
one side (for smoothing and edge sharpening); 
double cut on the other (for fast metal remov- 





on one side; Half Round file and Half Round 
rasp on the other. 8”, 9” and 10” lengths. 
(Also in Black Diamond brand.) 
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ing). Forged-on orange-colored handle with 
handy hang-up hole. Over-all length 1112” 
Also in Black Diamond brand.) 
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drill or flexible-shaft operation. 


Also Rotakit 


No. 40 containing 5 burs and 5 files in Hi-Speed 


Steel with 14” shank. 
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REVERE COPPER AND BRASS INCORPORATED 
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1100 6 Pc. Eleven Purpose Set 
1400 8 Pc. Kitchen Jewel Chest 
X-20 7 Pc. Beginner's Set 
914 4 Pc. Mixing Bow! Set 
924 4 Pc, Handy Pan Set 
1215 1.Qt. Sauce Pon and Fryer 
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i Just Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 





Is there a Santa? 


Virginia’s famous question of some years ago, “Is there a Santa?” is probably 
also being asked by many hardware dealers as they look ahead to the Christmas 
selling season. The answer to the query, in both cases, can be fairly well summed 
up in the statement that “Santa is pretty much what you make him.” 


If you have been reading the comments of various authorities on the outlook 
for business this Fall (see p. 14), as they have appeared in HARDWARE AGE over 
the past month, you will know that most observers are convinced, by all the signs 
now visible, that consumer spending this year will be very heavy. It will also be 
more competitive. More people will be working harder to get a share of each 
consumer dollar. How will you make out? 





tomers does not come to us because of any inherent right to that business. The 


' 
Sometimes I think we tend to forget that the business we get from our cus- 
business comes to us only as we earn it. 





There are many different ways of earning the privilege of having a consumer 
; spend his money with us. But experience has shown that if we leave all our 
chances to luck, we will go bankrupt very quickly. 


a 
a 


| 


In the course of our reporting events of the hardware trade, we have a first 
class opportunity to observe hundreds of stores at work; we know how their 
management works; we know how they do their merchandising and buying; we 
know what their books show. 


In looking back over these many case histories, we can see so tlearly how 
important it is to have a definite plan for what you will do in the operation of 
your store. We have seen on many occasions two stores, just short blocks from 
one another, show entirely different sales results over a given period. We have 
observed stores where over the years the volume had been steadily declining, 
but in comes a new owner with new ideas, and the volume and profits begin to 
move upward. 


Out of all these observations has come an appreciation of the importance of 
thorough, store-wide planning as the foundation for the profitable operation of 
any hardware store. 


THT ReeeperPeTT TTT 


A plan for Santa... 


What is a good plan for a hardware store, especially for the Christmas season? 
What are the key elements in such a plan? To help answer those questions the 
1954 HA Christmas Merchandising Guide, which begirs in this issue on p. 77, is 
devoted largely to store-wide planning for better Christmas profits. 

It is not possible, within the scope of the Guide, to cover every factor that goes 
into a good store plan. But the Guide does outline the important fundamentals 
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of a good holiday sales plan. The suggestions in the Guide are based on the 
practical experience of the many dealers and other hardware authorities who 
have consulted with us in the preparation of the articles. Rudy Wild, HA mer- 
chandising editor, under whose supervision the Guide was written, set two basic 
requirements for each article in the Guide; it must be practical and it must be 
usable by as many stores as possible. No article was set in type until it met 
this measurement. 





a 
ig 
.. 


An effective merchandising plan cannot be set up over night. It takes time and 
thought; two heads are better than one in working out a plan. The suggestions 
contained in the Christmas Merchandising Guide will help you get started on 
a plan for your specific store. The rest is up to you. 


There is one field in which the chain competition is definitely superior to the 
independent. That is in the field of planning. Right now, most mail order chain 
retail outlets, the auto store chains, etc., know exactly what they are going tc 
do every day from now until Christmas. The store manager must follow this 
plan; he has very little leeway. The plan covers every phase of store operation. 


Here, indeed, is one big difference in the chain and independent operation. It 
is a difference that has great importance in the competition of the two groups. 
One has an over-all store plan, the other works in a haphazard fashion. 


This difference can be overcome by the independent; he can turn the experi- 
ence of the chains to his own advantage, and have the added benefit of greater 
flexibility. There is nothing to prevent a hardware store from doing the same 
kind of careful, store-wide planning that marks the chain operation. His prob- 
lem is to convince himself that it is important and then make the time to set up 


a plan. 


Wholesalers need it, too... 


Dealers are by no means the only hardware people who would welcome a good 
healthy Christmas volume. Many wholesalers, too, could use an increase in sales. 
But it seems sometimes that some wholesalers feel that all they have to do is to 
send a few salesmen around and collect orders. There’s lots more to it than that, 
as we all know, but some practices are being permitted to develop that can seri- 
ously affect a wholesaler’s future. 





For one, outs and back orders are getting out of hand in some houses. The 
uncertainties of the past months has led to tighter inventory control; in many 
instances this has become too tight. 


You are not performing a wholesaler service if each dealer’s order is shipped 
out with a high percentage of outs or BOs. One of the responsibilities of a whole- 
saler, wherein he earns his margin, is the maintenance of adequate stocks. Ex- 
cessive outs unfairly penalize a dealer; it is vital that they be kept to a minimum, 
particularly during the holidays. 


An especially unfortunate form of outs is that which occurred this summer 
in connection with promotions in the form of consumer broadsides and catalogs 
prepared by wholesalers. There is certainly nothing quite so exasperating to a 
dealer or so damaging to a wholesaler as outs on a promotion item. 


We all talk about the service we render, and are paid for. It’s a good idea to 
take a few moments now and then and check up on exactly what sort of service 
we do deliver. Some wholesalers might be very much surprised at what they 
discover. 
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=| SENSATIONAL NEW PROFIT ITEM 
for Xmas 7 selling 































Here’s a sure-fire hit for the gift season ahead. The ILCO Ty-Kee is 
a brand new idea, loaded with glamour and extra profits. (You make 
over three times your normal profit on every key you cut!) 

Ty-Kee’s smart, novel, fashion appeal, plus the wonderful con- 
venience it offers, makes it the ideal gift . . . the perfect answer to 
where to carry that emergency key for the front door, car, office, 
lodge, or what-have-you. Tie clasp slides into milled groove on back 
of key bow; snap catch engages hole in bow. Key is usable without 
removing clasp. 


COMPLETE COUNTER 
MERCHANDISING DISPLAY 


Put this attractive merchandiser on your counter and 
you’ve got a new, high-profit gift business. Merchandiser 
contains blanks, clasps, special gift cards and trans- 
parent envelopes. You have your choice of 4 key blank 
assortments: 3 with 12 cylinder and 6 automotive 
blanks; the fourth with 6 automotive numbers only. 


Don’t miss this chance for easy, extra sales. Get the 
full details on ILCO Ty-Kee from your jobber or write 
direct. 





, 1954 HARDWARE AGE, SEPTEMBER 30, 1954 9 








ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Threat of Producers’ Sales Tax The survey, which covered residential property with 


less than five dwelling units built before Jan. 1, 1954, 
Looms As Federal Revenue Drops was the first time the Census Bureau has sampled 
this market. To be published later are figures on 
New efforts to secure a national manufacturers’ materials and tools purchased, their cost, and how 
sales tax will be made when Congress returns in Jan- they were used and for what purpose. 
uary. The Administration, glumly watching the gap For the first four months of the year, more money 
between income and spending climb again, is looking was spent on alterations, additions, and improvements 
for new sources of revenue. but in May, more went for repairs and replacements. 
The proposal will be termed a “non-discriminatory” 
tax on the “wholesale value of manufactured prod- OUTLOOK—Hardware dealers will find real 
ucts,” to remove the public objection to a sales tax. tips in this new reporting service as the tech- 
An increasing number of industries will drop their 7 nique becomes improved. Especially valuable 
opposition to the tax if it is applied uniformly to all will be specific information from the test 
products. areas to be released in the year-end report, 
But retail representatives, generally, seem to be still which will show local fix-up patterns. 
opposed to any “hidden” taxes, preferring that they 
be collected at the retail level so that the consumer 
will know how much the item costs and how much tax 
is being added to the price. Better Local Housing Market 
In its annual budget review for the fiscal year one ° 
which began July 1, the Treasury Department re- Data Urged as Retailing Aid 
ported that the deficit will run about $4.7 billion, $1.7 
billion more than last year, as a result of reduced 
corporate profits. 


Hardware dealers can benefit by spark-plugging a 
movement in their communities to set up a committee 
to collect and distribute local housing market data. 


Such data, according to the Federal Housing .and 
Home Finance Agency, if combined with other eco- 
nomic information on each community will provide a 
sorely-needed source of local statistics from which 
dealers may plot future business. National statistics, 
the Agency says, do not always hold true for each 
locality. 


OUTLOOK—The Eisenhower Administra- 
tion is determined to balance the budget, 
® which means that new sources of revenue will 
have to be found. Many treasury officials be- 
lieve a sales tax is the best source. 


Most local business groups, planning commissions, 

Spending for Home Improvements municipal departments and lending institutions com- 
— pile various sorts of information. What is needed 

Reaches $6 Billion-A-Year Rate is a central clearing house to combine and interpret 
figures for volume of mortgage loans, foreclosures, 

Home fix-up has become a $6 billion-plus business characteristics of new houses built, building materials, 
yearly, much of it a natural target for hardware store prices, labor supply, wages and vacancies. 
promotions. 

A government survey discloses that home-owners OUTLOOK—One major problem any such 
spent an estimated $3 billion for repairs, improve- effort will run into, the Agency says, is in 
ments, alterations, and additions to their homes in tearing down local ‘“‘go-it-alone” attitudes 
the first five months of this year. 3 among various categories of business. But 

This includes do-it-yourself and contract outlays. once this is accomplished, the results can 
In May alone, home-owners spent $832 million. mean money in a dealer’s pocket. 
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“Forged [von (abinet harhuare 


by McKINNEY 


the original re-creator of historic 
forged iron designs since 1926 


A complete line of quality forged iron cabinet hardware for 
every room in the house — in three fine finishes — Dull Black, 
Swedish (relieved) Iron and Olde Copper. 


McKINNEY 


McKINNEY MANUFACTURING COMPANY fe aT 
1715 Liverpool Street, Pittsburgh 33, Pa. id Bare ba) 


TR eT 


























LATEST INFORMATION ON NEW PRODUCTS AND SERV ) 





Reflector Type Heater 


This new Chill-Chaser reflector 
type heater is lightweight and port- 
able. Six hundred watt Nichrome 
wire element is placed in exact re- 
lation to the focal point of the re- 
flector. The 12 in. buffed aluminum 
reflector of model 712 can be rotated 





to a vertical or horizontal position. 
Features include a tubular base of 
polished aluminum which makes 
unit almost impossible to tip over 
and a chrome-plated wire guard 
over heating element. Lists for 
$7.50. Also available is model D 715 
which has 14 in. reflector and 1000 
watt element. Lists for $8.50. 
Toastmaster Products Div., Mce- 
Graw Electric Co. 


For more data circle No. 1 on postcard, p. 139 


Book Holder 


No. 540A magazine and _ book 
caddy has reinforced V-shaped 
frame, side legs and handles, rub- 
ber ball feet and diamond pattern 
expanded metal lining. Measures 
3x8x6in. Lists for about $1.19. 
Model B540A book caddy comes 
with black bonderite finish and 
lists for about $1.59. Also avail- 
able is 52-7A candle warmer with 
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Can 


3 


new railing guard. Has _ three- 
legged stand, center top ring 3 in. 
in diameter, outside ring 5%4 in. 
in diameter, twin ring railing with 
ball supports. Comes with 10-hour 
candle in glass holder with rubber 


ball feet. Measures 6 x 4 in. and 
lists for 84¢. Artistic Wire Prod- 
ucts Co. 


For more data circle No. 2 on postcard, p. 139 


Glass Coffee Servers 

This new Mardi Gras gift pack 
consists of four, 12 oz, matched 
glass coffee and beverage servers. 
Each of the four servers holds two 
full cups of coffee or any other 
beverage. Around the neck of each 
carafe is a band of heat-proof plas- 
tic. In addition, the servers have 
black plastic stoppers which can be 
removed while serving beverages or 





just pulled up slightly and allowed 
to remain in place while pouring. 
Accompanying each carafe is a 
washable, wheat-colored plastic 
coaster. Set is gift packaged; lists 
for $4.95. Cory Corp. 


For more data circle No, 3 on postcard, p. 139 


Electric Tool Chest 


Electric tool chest designed spe- 
cially for Christmas gift giving 
comes with a colorful Christmas 
sleeve. Chest contains 4 in. util- 





ity drill, wire cup brush, paint mix- 
ing attachment, rubber backing 
pad, three sanding discs, lambswool 
polishing bonnet, and 7 high-speed 
drill bits. Black & Decker Mfg. Co. 


For more data circle No. 4 on postcard, p. 139 


Seven Sportsmen's Kits 
Each of seven sportsmen’s kits 
includes hunting knife with blade 
forged of carbon manganese steel, 
leather handle or stag handle, water- 
proof match box, and pocket or pin- 
on compass. Six other kits include 
waterproof match box and pocket 
pin-on compass. Also available in 
gift package is safety axe, with 
either metal or hickory handle. In 
addition, a gun cleaning kit is avail- 
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in hardware merchandise... 





able with jointed rod, heavy duck 
rod pouch, nitro solvent oil and 


cotton patches. Marble Arms Corp. 
For more data circle No. 5 on postcard, p. 139 


Garden Cart 

This new cart for lawn, garden 
and general use around the home is 
designed for easy loading and un- 
loading of materials. Dust-Pan fea- 
ture simplifies the sweeping of 
leaves and trash into the car. Ex- 
tra wide tread on the tires makes 
easier rolling and protects tender 
lawns. Body is made of heavy gage 
steel and measures 28 in. long, 
18% in. wide and 14 in. deep. Has 
acapacity of 34% cu. ft. Shipping 
weight: packed one to a carton is 
27% lb.; three to a carton is 80 lb. 
Jackson Mfg. Co. 


Por more data circle No. 6 on postcard, p. 139 





FOR THE HARDWARE DEALER 





Melmac Dinnerware Line 
New Royale line of Melmac din- 
nerware features charcoal gray, 
flame pink and gardenia white and 
will be packed in solid colors or in 
a rainbow assorted set of mixed 
colors. Full line includes 20-piece 





starter sets to retail at $19.95; 41- 
piece service for six at $49.95; and 
a 53-piece service for eight at 
$59.95. Branchell Co. 


For more data circle No. 7 on postcard, p. 139 


Sliding Door Hardware 
New line of sliding door hard 
ware, the series 500, for residen- 
tial and light industrial usage is 
now available in complete unit- 
packaged sets, including track and 
all hardware to simplify the buy- 
ing and selling of this line. Only 
114% in. headroom is required. Doors 
from 34 to 13g in. in thickness can 
be accommodated, in single or mul- 
tiple installations. Hardware is 
available for openings up to 10 ft. 
in width. Track offers positive, 
non-derailing features and is of ex- 
truded aluminum. Hangers are of 
steel, either top- or side-mounted. 
They carry single or double, self- 
lubricating nylon rollers. Door 
stops are pressed steel with white 
rubber bumpers. Installation is 
(Continued on page 136) 
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TO HELP YOU 


SELL 





NEW DISPLAYS? 
AND OTHER DEALER 
SALES REGS 


Gift-Packaged Tools 

For Christmas gift giving, 19 
tools come gift-packaged in either 
red or black with gold snow-flake 
design. “To and From” label is on 
each package so that they need no 
additional wrapping or tags. Gift 








box covers fit over stock boxes and 
are easily removed. Stanley Tools. 
For more data circle No. 8 on postcard, p. 139 


Sealing Tape Merchandiser 
Deal T, a new mass-merchandiser 
that displays $13.50 worth of Seal- 
Stik tape takes less than one-third 
of a square foot of space. Deal fea- 
tures two top-selling sizes and six 
most popular colors of tape. Re- 
versible price strips allow the rack 
to be used in upright or prone po- 
sition. Each roll in display is cello- 
wrapped and pre-priced. Each unit 
has backcard illustrating the most 
popular uses of tape. Window 
(Continued on page 152) 
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4th Quarter Prospects 
Most Encouraging To 
Nation's Retailers 

The stage is set for retailers to 
enjoy one of the best fourth-quar- 
ters and Christmas 
they’ve ever had. 

Confidence exudes from all busi- 
ness reports these days, whether 
they emanate from Administra- 
tion offices in the Capital, or busi- 
ness or economic agencies. 

Besides retail trade, which has 
remained at satisfactory rates in 
most lines, through most of the 
year, there are now some Signs 
of an improvement in other fac- 
tors affecting the health of busi- 
ness. 

Business 
much better shape. 

Home building set a new rec- 
ord in August. 

Personal income may be $1 bil- 
lion higher this year. 

Consumers are again. buying 
heavier on time, although their 
total obligations are $1 billion or 
more than they once were. 
and are well within consumers’ 
ability to repay. 

Employment has been on the 
rise and at the same time claims 
for unemployment checks have 
reached a low point. 

President Eisenhower has 


seasons 


inventories are in 


less 


(Continued on page 186) 
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> Home-Fix-up Expenditures High 


>» Retail Inventories Reduced 


» July Hardware Sales High 


Who Wants Fair Trade? 


by Neil R. Regeimbal, Washington Bureau, Hardware Age 


Nobody wants Fair Trade, except the discounters, 
according to some Washington officials. Here is a 
first-hand report on the loaded dice that confronts all 
attempts to strengthen Fair Trade. Here also are the 
startling details of how two powerful Washington 
bureaus are fighting efforts of small retailers to get 


together to defend Fair Trade. 


This discussion of Fair 
Trade and discount prices is 
a special from the 
HARDWARE jAGE Washington 
Bureau. It reflects current 
thinking of Washington ob- 
servers on the Fair Trade out- 


look. 


report 


The retail price squeeze is on in 
earnest. It will cause many casual- 
ties. And Fair Trade, when its ef- 
fectiveness is needed most, faces a 
pair of loaded dice. 

That’s the opinion of retail ex- 
perts and other Washington ob- 
servers as the national economy 
moves into the peak selling period 
of the year. Fair Trade is inter- 
twined with many other factors in 
the current pricing headaches. 

The picture is further compli- 
cated, from the small retailer’s 
viewpoint, by the fact that strong- 


est opposition to Fair Trade now 
comes from two strong Washington 
agencies—the Justice Department 
and the Federal Trade Commission. 
Although Fair Trade first be 
came legal when the Miller-Tydings 
enabling act was passed in 1937 
(and strengthened by the McGuire 
Act in 1952), the present retailing 
problems, most observers believe, 
are a product of World War II. 
One expert says they grew out 
ot the early postwar years when 
some “operators” found they could 
sell any kind of appliances and 
jewelry from lofts at any price. 
Later, when name brands became 
plentiful and the pent-up demands 
of several years satisfied, these op- 
erators switched to the name prod- 
ucts and carried on by selling at 
cut prices. In recent years, accord- 
ing to this theory, they moved to 
(Continued on page 198) 
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How RBaW backs up the 
‘sellingest” fasteners you can handle 








NEW DRAWING CARD for the “Do-It-Yourself” market is RB&W’s 
pace-setting Handy-Man Bolt and Nut Kit. It boosts unit sales, 
saves customers’ time. Up-to-the-minute merchandising like this 
shows why survey after survey proves RB&W the best-known 
fastener brand, why it pays to stock and sell RB&W products. 





INDUSTRY’S BROADEST LINE of high-quality fasteners insures cus- 
tomer satisfaction. With RB&W carriage bolts, machine bolts, 
lag bolts and stove bolts, you can fill all orders promptly. And, 
uniformly accurate threading plus uniform strength make for 
easy application, tight holding power. 





Plants at: 





PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL.; LOS ANGELES, CALIF. Additional sales offices at: 









NEW STRONGER PACKAGES of rigid kratt-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another 
RB&W first) is fumble-proof, eases handling. Oversized labels 
speed product identification. New packaging is part of RB&W's 
continuing effort to help you increase sales. 





Rea ‘ “se 


HARDEST WORKING CATALOG is this RB&W sales aid with heavy 
flexible cover, first choice of countermen everywhere. Jammed 
with facts and double tab-indexed by product for instant refer- 
ence. Stock up on RB&W fasteners — the top-quality line. Russell, 
Burdsall & Ward Bolt and Nut Company, Port Chester, N.Y. 





a RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


ARDMORE (PHILA.), PA.; 


PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles agents of: SEATTLE. Distributors from coast fo coast. 
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PRODUCT OF BOONTON MOLDING COMPANY, BOONTON, N. J. 
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ASK Y 


HARDWA 


FOR FULL CHRISTMAS PROFITS! 











Full Mark-up 


Are you going to get your full profit thes year from the items you always 
sold for Christmas? BOONTONWARE carries full mark-up, gives you full 
profit on Christmas sales. 

















Volume 


BOONTONWARE has proved one of the largest volume-producing items 
in hardware-housewares stores. Boontonware Christmas sales gener- 
ate equal dollar volume for 90 days after Christmas. Merchants report 
40% to 60% of Boontonware volume done in December. 





BOONTONWARE, a proved lively gift item, offers price appeal for all your 
customers... gifts from as little as $2.25 up to $34.50! 


BOONTONWARE puts a powerful Christmas Campaign behind your sell- 
ing. This Christmas, 46 million people will see the Boontonware window 
shown here in big, full-color national ads in McCall’s, Ladies’ Home 
Journal, Country Gentleman, Living, and House & Garden... 





GUARANTEED 


LOW ©) AGAINST 
ul w CL BREAKAGE 
Melmac dinnerware at its finest! 

Written guarantee against 


breakage for one year! 


ullpduoitin — iu coilaleto you, end doom vit you dima 


ASK YOUR DISTRIBUTOR NOW FOR DETAILS! All prices slightly higher Denver and West. 
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America’s most complete line of popular- 
priced clocks and watches 





No. 120 
luminou 
counter 


[ New designs by Henry Dreyfuss 


Consistently advertised in POST, 
COLLIERS and LOOK 


» Brand new, profitable point-of-sale mer- 
chandising display deals 


American made and guaranteed by 
INGRAHAM 


Write Advertising Department, The 
Ingraham Co., Bristol, Conn., for free 
consumer envelope stuffers, counter 
cards, window streamers, and news- 
paper mats. 





lumina 
counter 
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PRICES AND 


MADE AND GUARANTEED BY 


INGRAHAM 


BRISTOL, CONNECTICUT, U.S.A. 


Satine LITTLE PAL 


40-hour miniature alarm. Easy to pack, 
doubles as bedside alarm for house or 
travel. One key winds time and alarm. 
Metal case in baked enamel ivory finish. 
Felt padded base. 


0-27 Little Pal Retail $ 3.95* 
0-28 Little Pal, 

luminous Retail $ 4.50* 
No. 120 Display Deal: three each plain and 
luminous dial “Little Pal” alarms with 
counter card Retail $25.35* 


8-day alarm. Handsome metal case in 
baked enamel ivory finish. Bold numerals 
and hands. Thumb-fit keys, can’t be over- 
wound. Felt padded base. 


Retail 
8D-199 Dawn, luminous 
Retail 


$4.95* 
$5.50* 
No. 42 Display Deal: four plain and two 


luminous dial ‘“‘Dawn”’ alarms with 
counter card Retail $30.80* 


Caitinel LITTLE STAR 


40-hour miniature alarm. Beautifully 
styled ivory-tinted Lustrex case. Legible 
numerals and hands, clear styrene crystal. 
Felt padded base. 


ee 0-41 Little Star 
rl Retail $3.95" 


gr \\ Se 

=| 0-42 Little Star, luminous 
ese Retail $4.50* 
| ie 
No. 150 Display Deal: three each plain 


and radium dial “Little Star” alarms with 
counter card Retail $25.35* 


Self-starting electric chime bell alarm that 
rings 1-2-3, then repeats. Distinctive see- 
deep ribbed sepia front, ivory case. 


Retail $5.95* 
Retail $6.95* 


SA-20 Memo 
SA-21 Memo, luminous 


Coitinel oapree 


40-hour alarm. Beautiful, durable ivory 
colored Lustrex case and base, gleaming 
brass plated bezel, shatter-resistant crystal 


PAPPER R-80 Dapper 
Qe Retail $2.98* 


= ~.) R-81 Dapper, luminous 
* Retail $3.50* 


ny 


No. 231 Display Deal: three each plain 
and luminous dial “Dapper” alarms with 
counter card Retail $19.44* 


Self-starting electric chime bell alarm that 
rings 1-2-3, then repeats. Handsome solid 
wood case in mahogany finish. 


Retail 
Retail 


$7.95* 
$8.95* 


$-187 Sage 
$-188 Sage, luminous 








PRICES AND SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE. * PLUS 10% FEDERAL EXCISE TAX. 





LITTLE GOTHIC 

ELECTRIC OR 8-DAY TIMEPIECE 
Traditional styling, beautifully decorated 
dial. Choice of rich mahogany or maple 
high, 634” wide. Self- 


starting electric or 8-day timepiece move- 


veneer case, 12” 


ment. 


$c189 Little Gothic, electric 
Retail $22.50° 
8D218 Little Gothic, 8-day Retail $22.50* 


IMPERIAL 
8-DAY TIMEPIECE 


Jeweled, 8-day timepiece. Distinctive solid 
brass case in brushed satin finish, con- 
trasting polished bezel and feet. Silver 
plated dial, pierced polished brass hands, 


beveled glass crystal. Gift carton. 


8D237 Imperial Retail $24.95* 


WAFER 
ELECTRIC KITCHEN WALL CLOCK 


Self-starting electric wall clock for the 
modern kitchen. Easy to read numerals 


and hands, red sweep second hand. Metal 


case in copper, chrome, or white. 


SK-174 Wafer Retail $4.95* 


CAPSTAN 
8-DAY TIMEPIECE 


8-day timepiece. Traditional ship’s wheel 


design, case in solid brass, satin finish. 


Marine scene dial. Felt padded base. Gift 


carton. 


8D236 Capstan Retail $14.95* 


PRICES AND SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE. 


cooK 
8-DAY KITCHEN WALL CLOCK 


8-day wall clock. Metal case finished ir 


copper, bright finished metal or whit 


enamel. Legible numerals and hands. 


8D234 Cook Retail $4.95* 


PRIDE 
40-HOUR ALARM 


40-hour alarm. Solid brass case in brushed 


satin finish, contrasting polished beze 
Cream tinted dial, raised brass numeral 
padded 


Easel frame. Felt 


carton. 


048 Pride Retail $12.95" 


* PLUS 10° FEDERAL EXCISE 


base. Gilt 


AX. 





PRICES ANI 





MADE AND GUARANTEED BY 


INGRAHAM 


BRISTOL, CONNECTICUT, U.S.A. 


hed ir 
whit 


ands. 


$4.95* 


BREWSTER 


Jeweled, shock-resistant movement. Anti-magnetic tem- 
perature compensating hairspring. Chrome plated case, 
stainless steel back. Chrome plated expansion band. Sil- 
ver plated dial. 


WW-284 Brewster Retail $5.95* 
No. 185 Display Deal: three each 
“Brewster” and “Regent” watches with 
counter card Retail $35.70* 


PRICES AND SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE. 


REGENT 


Jeweled, shock-resistant movement. Anti-magnetic tem- 
perature compensating hairspring. Gold color case, stain- 
less steel back. Silver plated, gold tone dial, radium 
numerals and hands. Padded calfskin strap. 


WW-283 Regent Retail $5.95* 


a 
a 


a 


oA 


_ 
\ 


“ f 


DART pe.xe 


Jeweled, shock- resistant movement. Anti-magnetic tem- 
perature compensating hairspring. Chrome or yellow 
metal case with matching expansion band. Stainless steel 
back. Gilt numerals and hour markings, silvered metal 


dial. 
Retail 


0 Spattinol 
Xi ww-259 Dart deluxe, yellow 


/ " SAV Give Deluse 
\ . Retail $7.50* 
; : No. 175 Display Deal, six “Dart deluxe” 


watches, chrome, with counter card. 
Retail $39.00* 

No. 176 Display Deal, six “Dart deluxe” 

watches, yellow, with counter card. 
Retail $45.00* 


WW-258 Dart deluxe, chrome 
$6.50* 


* PLUS 10% FEDERAL EXCISE TAX 





DART 


Jeweled, shock-resistant movement. Anti-magnetic tem- 
perature compensating hairspring. Chrome or yellow 
case, stainless steel back. Embossed leather strap. Gilt 
numerals and hour markings, silvered metal dial. 


Jol. WW-220 Dart, chrome Retail $4.95* 


ys WW-222 Dart, yellow Retail $5.50* 
ai No. 122 Display Deal, six “Dart” 


watches, chrome, with counter card. 


Retail $29.70* 
© No. 124 Display Deal, six “Dart” 
) watches, yellow, with counter card. 


Retail $33.00* 


SWEEP STOP 


Accurate, dependable pocket watch with ingenious stop 
watch feature. Conveniently located slide stops the action 
for split-second timing of athletic events, photography, 
etc. Shock-resistant. Chrome plated case. 


PW-245 Sweep Stop Retail $3.95* 
No. 220 Display Deal, six “Sweep 
Stop” watches with counter card. 

Retail $23.70* 


Handsome pocket watch with sweep second hand for 
accurate timing. Durable chrome plated case, unbreak- 
able crystal. Shock-resistant, rugged, dependable. 


PW-228 Sweep Retail $3.25* 
No. 160 Display Deal, six “Sweep” 
watches with counter card. 

Retail $19.50* 


One of America’s most popular pocket watches. Depend- 
able, shock- resistant movement, can’t be overwound. 
Rotating second indicator. Chrome plated case, unbreak- 
able crystal. 


PW-200 Click Retail $2.95* 
PW-207 Click, luminous Retail $3.50* 
No. 114 Display Deal, six “Click” 
watches with counter card. 

Retail $17.70* 
No. 115 Display Deal, six “Click” 
watches, luminous, with counter card. 

Retail $21.00* 


HARDWARI 
PRICES AND SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE. * PLUS 10% FEDERAL EXCISE AX. 
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the came thing Santa... 
MY IRONING 
TABLE! 


SoMETHING NEW, entirely new in Christmas merchan- 
dising ideas is ready to help you pile up extra sales this 
Christmas season! 

It’s Rid-Jid’s unique “‘Approved by Mrs. SantaClaus’ 
campaign featuring the bright, 4-color sticker shown 
above (actual size: 9” x 12”) plus smartly planned adver- 
tising in leading national magazines that will reach your 
best customers just at the time they’re in the mood to 
shop for Christmas gifts. 

Women the country over have indicated their over- 
whelming preference for the Rid-Jid Knee Room table. 

arr You can be sure they’ll be casting plenty of hints just 

letters re, “but oh, how before Christmas to make sure this handsome table pops 
ous Rid-Jid Kne up under the tree complete with a Rid-Jid Air-Flow pad 
He netper in every fori » and cover set. With Mrs. Santa Claus working on your 

hes at cc ironing you'll have to ot. sales force, the 1954 season should see you selling more 
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Another wonderful gift idea... 


Ridjid ALUMINUM 
STEP STOOL 


Handymen as well as housewives will appreciate 


4 koom this one! Featherweight aluminum construction. Dozens 
Nhe NING TABLE of household uses. Sturdy side rails for extra safety 

<TABLE ALE STEEL 1RO i ... plus rubber feet. Folds compactly. Individually 
anny we cuaee s packed in fast-selling display carton. 
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blu pride 





The only trade-marked 
nationally promoted line 
in its price bracket! 





Complete line of baking 
and household tinware. 








RETAILERS KNOW the profitable 
advantages of selling 
MASTR-LOK Stove Pipe — the 
original pipe with a patented 
















DRIPPING 
PANS 










FUNNELS locking device. Their cash registers 
give them regular proof that 
MASTR-LOK is the most-wanted, 


fastest-selling, and most profitable stove pipe! 











LOAF PANS 


CAKE PANS 











THERE'S EXTRA PROFIT IN 
BLU-PRIDE ELBOWS 







BISCUIT PANS 






That's because 12 elbows come nested in a 
special octagonal carton. This means less ship- 






ping costs...assures you of always receiving 






your elbows clean and dent-free...means your 






costs are less all the way around! 







Write us today for more information and the 
name of your nearest MASTR-LOK Wholesaler. 






DOUBLE 
ROASTERS 













BREAD PANS 





MILK STRAINERS FLARING 


PIPE 
sels PAILS COLLARS 
Cake, Cooky, 
and Muffin Pans, 


Colanders, Sieves, 
Flour Sifters, 
Drinking Cups, 
Wash Bowls, 
Flue Stoppers 


Send for Price List and Catalogs 






THE PARKERSBURG STEEL COMPANY 





PARKERSBURG, WEST VIRGINIA 


The Home of MASTR-LOK Stove Pipe, “‘blu-pride” Steelware and “‘brite-pride" Tinware 


24 HARDWARE AGE, SEPTEMBER 36, 1954 














Ther 
tion! 
becai 
begir 
to bu 


O 


HARDWAR 





arked 
d line 





PPING 
iS 








cUIT PANS 








. 30, 1954 








NOW..A three-slice toaster 


for king-size families! 


pina 












SUPER DE LUXE 3-SLICE 
WITH POWER-ACTION 


“Our 2-slice toaster simply isn't large enough 
for our big family. Why don't you produce a 
3-slice toaster?” One of your customers might 
have written that! It’s typical of many many 
requests we've received. And it proves that 
this new 3-slice model is really wanted! 

No newness for newness sake here! This 
3-slice toaster fills a real gap in your sales 
picture. The good old-fashioned family is 
back. And with it a need for more toast— 
quicker service. Here, too. is a powerful 
new gift appeal. It’s that “something dif- 
ferent,’ something extra special for some- 
Onc close. 

Like the new 2-slice Super De Luxe model, 
Ir takes the 





this toaster has Power-Action 
bread right out of your fingers. starts 1¢ toast- 
ing and brings it up perfectly toasted—all 


by itself! Here's an entirely new toaster with 






$39.50 


the unique appeal it takes to stir up today’s 


Get your order in today 


gift market j 





SUPER DE LUXE, $27.50 


NEW SUPER DE LUXE 
“TOAST 'N JAM” SET, $34.95 


NEW DE LUXE 
“TOAST 'N JAM” SET, $29.95 


DE LUXE, $23.00 


With this wider selection, more customers make a choice! 


NOW, MORE THAN EVER, YOU CAN ASK: 
“Which TOASTMASTER Toaster do you prefer?'"' 


There’s not much room for a “‘no”’ answer in this selec- 
tion! Your chances of making a sale are so much greater, 
because you meet more people's exact needs. Customers 
begin to pick and choose. And once that far, the decision 
to buy has already been made! 


Remember, only ‘Toastmaster’ offers such a com- 
plete line of toasters. And there's no more readily accept- 
able sales talk than to say: “It’s a‘ Toastmaster’* Toaster’’! 

Use this power of selection to build your volume! Order 
the complete line from your distributor today. 


Wilda 


Automatic Toasters 


Only “Toastmaster” Offers Such a 
Complete Line of Toasters 


***TOASTMASTER™ and “Toast 'N JAM" are registered trademarks of 
McGraw Electric Company, Elgin, Ill. © 1954. 
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Big News! 





~ 
ne ae - ° ] . \ fy Ih 
about Libbey’s 


Fall Hostess Set 
Promotion... 












In House and Garden 
In House Beautiful 


tating Oe 


66 9 


Og Cy 
© am. 


HOSTESS SETS 

















afedge 


Hene’s news about a brand-new Libbey pattern and 
the full-page, full-color Libbey advertising behind it: 
“Golden Rose.” Splashed with gold, flecked with 
white, one delicate rose blossoms in a bower of 
golden leaves. 









é Eunt® Pluses wath ite Saf 
mun designers satedye 








What a natural for tie-in promotion! Give “Golden 
Rose” prominent display. Let people know they can 
buy these colorful new glasses in your store. This 
striking new design by Freda Diamond adds 
glitter and “dress-up” to tables. Ageless pattern 
blends with all styles of dinnerware. 





Libbey backs this new pattern with full-page, 
full-color advertising just in time for your gift 
promotions. Take advantage of the interest 
this advertising will create. Give “Golden Rose” 











prominent display. Use the many other free cus 
merchandising aids that are available. 

Now 

Start making your plans now. Your Libbey MET 

distributor has complete information. onien 

Or write, wire Libbey Glass, Division pa 
of Owens-Illinois, Toledo 1, Ohio. 5 

In Saturday Evening Post smoc 

GIFT BOXED wom 





NOVEMBER 6G, 1954 
“Tumblers, priced to retail at about $42 hor 8 
Stemware, priced to netail at about $72 hor 8 


Prices slightly higher in South, West and Canada 








LIBBEY SAFEDGE GLASSWARE Owens-ILuLINoIs 


AN (@) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 





GEUDE 


. 1700 W. ST. 
26 HARDWARE AGE, SEPTEMBER 30, 1954 





HARDWAI 








IN IRONING TABLE 


Strong elastic 
around entire edge 
of cover keeps it 
tight and wrinkle- 
free. 





MODEL 72 
Pad and Cover Set 








Pads and covers 
have wide overlap 
on bottom of table 
to prevent slipping. . 





CUSTOM-TAILORED FOR ALL STANDARD 54-INCH IRONING TABLES 


Now manufactured in our own plants, the pad and cover sets that fit all 
MET-L-TOP Pad and Cover Sets offer makes of tables snug and tight. Just 
finer fit and better workmanship than the right thickness, just the right tex- 
| ever before! If your customers want ture—and the covers fit forever because , 

smooth, wrinkle-free ironing—and all _they’re Sanforized ! ss, 4 
women do—sell them MET-L-TOP— 















MODEL 107 
Table Cover 


ET-L: TOP 


PADS and COVERS 





OIS 


1, OHIO 


GEUDER, PAESCHKE & FREY CO. 


1700 W. ST. PAUL AVE., MILWAUKEE 1, WISCONSIN e EXPORT AGENT: 25 BEAVER STREET, NEW YORK 4, NEW YORK 
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MORE Dealers Sell MORE Electresteem Radiators 
Than Any Other Steam Space Heater on the Market! 





CAFE STEAM HEAT 
FROM ANY WALL PLUG t 


PROFIT-LOADED BECAUSE 
IT SELLS BIG. 


t Heater—no fire 
‘o exposed ele! 





alors 


nents 





World's Safes 
as i sats by frye 
Highest Efficiency —Ne° 

~nvection—delive 
" healthf yj) stean 


rs abd yndant, un 


heat evenly 


ry room 








throughout th 


5 
an 2¢ P : P 
j—less thon ¢ F ; 
onomica ‘ udiat @ 
Most Ec most areas— mor \| 
\ r to operate in sh) 
} | 
| | j 


heat for less th 
lightweight, w 


























Perfect Portability 


, | 
earrying hand deol. sup 
>) wALAL?) , finish eer for Yeken® 


\ j 4 
/ ; 
es ar nkle i 
Walnut wrinn y onywhere f i 8-Section Model $3995 
re) ementary “ 


handsome \! 


RETAIL 
10-SECTION MODEL $4495 





Stock, Display and Sell 
BOTH Models 


SOL 4 , Glectresteem 
DeLuxe Thermostat 


PROEITS QPP oi istic coins so oor 


heate ontrol range, 5 to 9 F 


differentia 2 to 2 SIVA Mm alolalomntl >) 


bY 0 bey 


RETAIL 


PRICED TO SELL 
ONLY 








| ELECTRIC STEAM RADIATOR CORP. 


Oe es cov or ce 0s oe” 1 ELECTRIC AVE., PARIS, KENTUCKY 
- —— oe ‘ 


Makers of Electric Steam Radiators, Thermostats, Vaporizers, Baby Bottle Warmers and Sterilizers 


—— 
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7. DEPENDABLE QUALITY 


« GENEROUS MARKUPS 





*s 
& 
J. REASONABLE RETAIL PRICE: 
7 


« STRONG NATIONAL ADVERTISI! 


Yes, sir, BOKER has its own 4-Point Plan! QUALITY so de- 
pendable that the sale of any one item paves the way for future 
sales of other Tree Brand Cutlery. MARKUPS that give you a 
“reason why” for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
Saturday Evening Post — 16,000,000 readers — that send ‘em to 
you “lookin’ and askin’” for BOKER Tree Brand. 





EASY “PINKER” SHEARS 


Removable hollow-ground precision 
stee! bledes, Duraluminum handles. 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 
a 
a ‘ An item women go for— every man 
- wants. Handsome to look at... razor 
sharp, hollow-ground blades. 


A 


The Saturday Evening 


PO ‘ i i “SUBURBAN” TABLEWARE SET 
Handsome, practical 24-piece Tablew t, 
CARVING SETS Genuine Pakkawood handles, ‘aie aan ane 


resistant. Choice of box or plastic carrying case; 


Sell quickly because they look their slight difference in price. 


Seicen don aah Recog nize d 
yalue 


ASK YOUR JOBBER TO SHOW YOU THE 
BOKER TREE BRAND LINE 


Catalogs Available on Request 


ROKER 
POCKET KNIVES TR FFE G3 BRAND SCISSORS — SHEARS 


Sell them once, and you'll never carry Priced to sell on sight — at a good 

B . 9g 9 
another brand! Fine steel and fine looks profit! Wide variety of sizes. Quality 
in patterns to suit every taste. 4 geod a cen" oll the way. 





H. BOKER & CO., INC. 


Established 1837 
101 Duane Street New York 7, N. ¥ 
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Sell ‘em by the 
sleigh-load in 
this dashing... 


A 
CHRISTMAS =: 
>) °2@) VO) 1(@)\ amen 


FREE SALES AIDS 












@ Get set for selling! Here comes the 
greatest promotion in Cosco history .. . 
spearheaded by full-page, full-color ads 


@ Easel-mounted ad reprints. 


in five national magazines. . . backed by @ Ready-to-use ad mats and radio 

a free sales kit for your store! Make ] commercials. 

the most of it! Stock and feature Cosco @ Photos and "copy slants” for 

all through the Christmas selling season. preparing your own advertising. 

Order now .. . and clear the decks for the @ Giant, full-color wall banner. 

merriest Cosco Christmas ever! @ Also: four-color statement enclosures NJ 
available on a cost-sharing basis. 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 


COPYRIGHT 1954 
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FULL-PAGE, 
FULL-COLOR ADS IN 


Look! @ whole Sleigh-full 

ING POST 

iE oo vee of gifts to choose from! 
ove 


LADIES’ HOME JOURNAL | Li OS Li /4, 


November METAL HOUSEHOLD FURNITURE 


LIGHTEN HER WORK AND BRIGHTEN HER HOME 





with a gift by Cosco! You'll find twelve handsome handy gifts 


THIS WEEK MAGAZINE ; 7 Pictured on this page, and twenty-eight more on display at your 


favorite department furniture or hardware Store Something for 
per 5th : é hachbaieate 
December | everyone in the family Priced from $3.45* to $20.95*. Choeasp 


yours now. And be sure it s Cosco Accept no substitutes! 


MAMUTON manuractuRing COMPORATION ~« CoLumsus INDIANA 
© 


GOOD HOUSEKEEPING 


December 


SETTER HOMES & GARDENS 
December 


OW Trey Con Top doubies os serving tray’ 29/5 Reel, 15° high Chromium finish weterproof uphol high. Top (leaves up) a3)” & 40'<", Bleck eneror! 
high. 16')" « 23'3°. Chromium legs. five ply Coscoar Mery. Avecolors tag Converibie” Cher Con legs. Coscoar wood aren Anish. three colors ay 
colors. Alee 6.93. Black en verts to Youth Chair with remov: yustable trey f 7 Chromum iegs O41 Uniting Temi 29° high, 16° « 
ture Sep Steel Back adyusts and footrest. Chromium finseh Duran uph. 2°. All-enamel, three colors. 5 
, wn rubber seat. 241, ugh COs Aloe 14.88 Binck enamel lee A loo! high, 1614" 2 235 Chromium legs 
mum finish, Duren uphot 24° high. Rui iu ‘ three colors. 9 4x Bloctie Uncive 
Black ename i ree col HAE Srey § * 22°. Double convemence outlet, heavy duty power 
| fine removable P supply cord Chromium 'e@*. enamel finwh. three colors 
** 2-8 Regular Steel, Seat 
24° high. All enamel finish, two colon 5-0 Bethroom “Prices slightly higher Coloredo and west, end " Caneda 


ae 


- d 
~ NOW Order plenty of stock and free sales aids * 
fs —aaaT. 


4 
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Be a winner with Kromex FAL 
| DELUXE 














The FIRST really NEW 


4 development in matched Kitchenwares since the original 


ber aa: 
A ger 


Kromex Pantry Partners. See for yourself why the NEW 








4 BEAUTIFUL deluxe Pantry Partners already have won nation- can offt 
7 wide acceptance. Gorgeou 
linen- 

= Gracefu! 
ormre 

Curved 








? Here's rec 
READY FOR THE HOLIDAY 5: tar 








—will clin 

' dk aati 

ft problems tha 

, nswer to so many 9! . ‘ng and sell- 
ghia a ri sales for the holidays by pi ge and 2 
be sure of volu tched housewares ane _ s BIG 

ing Kromex. Kromex mare ked in beautiful gift carton 

° ac . 

Kromex beverage service are 4 Y for early delivery- FALL F 


ling. Order TODA 





for quick gift se 








ALL NEW Rolorvex 


ANODIZED ALUMINUM BEVERAGE SERVICE 


A Mardi-Gras of Colors in new, all new contours and 
patterns. Designed for sales victories! 





New Re 
Ince: 


America’s | 


Year in, year out, Kromex 
is your best bet in house- 


= / >» 7 wares and giftwares. Stick ef 
I ‘@) mM 1 x» with the winner. ORDER 
é TODAY FOR EARLY DE- 
Cleveland 3, Ohio tg eo 








LIVERY. 
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SENSATIONAL UNIVERSAL 
X |FALL TRAFFIC-BUILDING PROMOTION 


Beautiful New CHEST-a-SEATr sells more 


super fOL 9) _— 


MODEL 6715 










NEW LOW PRICE 


‘89° 











, 


A genuine $2975 Value thot decier Builds traffic as never before — 





can offer customers with each SUPER Jet 99 sale! helps sell this amazing new cleaner with all these 
Gorgeous charcoal-grey Full, luxory-padded, black- exclusive features! 
linen-textured fabric! button tufted seat! , 
Graceful wrought-iron Spacious storage capacity @ 56% more power than @ New Whisper-Quiet Action 
ormrest-handles! and rugged, high-quality tf th 
Curved wrought-iron “feet”! construction! ee a @ New Snap-lock Wands 


opular cleaners 
Here's real eye-catching value that customers will find irresistible! ie 


This all-new, all-modern Chest-a-Seat is an amazing traffic-builder @ New Thread-Picking Nozzle 
—will clinch Super Jet 99 sales again and again! that's 5 ways better @ Carries like portable radio 


@ Empties in 2 seconds 


Po 






en 
we" 
ie 


BIG « -WAY 
FALL PROMOTION 








L 

















Powerful National Key Market, Co-op Ads, New Automatic 
Magazine Ads! TV, Radio Spots! Rug Cleaning Display! 
® 
| 
New Retail Salesman New Customer-User Colorful Window Display, Beautiful New 
Incentive Plan! Bond Plan! Consumer Give-aways! Chest-a-Seat Promotion! 
America’s Most Complete Line of Home Cleaning Equipment 


Rey 


UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 








= 
. C~ > 
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*The unique design appearing on the face of 
this Aristo-Mat, mfd. by ARISTO-MAT Co, 
Chicago 49, is reproduced through the 
permission of Congoleum-Nairn, Inc, 
Manufacturers of Gold Seal Floors and 
Wolls. This design is mfd. by Congoleum. 
Nairn, Inc., in Gold Seal Inlaid Linoleum, 
Congoleumt and Congowallt 





\y 
VP aw 
\\ hes 


There’s Plenty of “Jack” aq 


Sf isto-mal 












An extra source of profit for you 
with the sensational Gold Seal* 
Floor and Wall “Jackstraw’’* 
Promotion . . . Nationally Ad- 
vertised with color ads in: 


4 BEST-SELLING COLORS 


Aristo-mat leads again with this colorful, trend-setting design. It 
Many-colored flicks are contrasted against pleasing back- 
grounds and, like all quality Aristo-mats, the design is baked 
on steel. Aristo-mat Jackstraw mats cannot chip, scratch, stain 





or peel and they wipe clean in a jiffy. They are heat-resistant 
with asbestos cushioned backs and have patented Kant-Kut- 
Korners. A national advertising drive will create plenty of 
demand for the bright new ‘Jackstraw” pattern in kitchen 
products. Now, more than ever, Jackstraw is another good 


—e_ * 


money-making reason to feature Aristo-mats . . . America’s 
fastest-selling metal Stove and Utility mats. 


™@#4e66 606464646646 6646686664646 686 668 6484 € 6 






tRegistered trade marks of Congoleum-Nairn, Inc., Kearny, New Jersey 






LOOK FOR US AT THE 
NATIONAL HARDWARE SHOW 


Booth 407 


NAVY PIER + CHICAGO 
OCT. 11 through 15 






Leisto-mual CV HINYHUNY 
A division of PHOENIX TABLE MAT CO. / 
1718 East 75th Street + Chicago 49, Ill. ( 







TERLING INDUSTRIES «+ 8 irlett R 


S89 & 9 9.9 4 2.0 S © e-e2. See. ee 6 & OO 6 608 S-e8 8 + 46 Oe ee 8.4 SS Se 4 SOS 


34 HARDWARE AGE, SEPTEMBER 30, 1954 


HARDW 








ing on the face of 
\RISTO-MAT CO, 
duced through the 
oleum-Nairn, Inc., 
ld Seal Fleen and 


J. by Congoleum. 
al Inlaid Linoleum, 
and Congowallt, 


4g 


lesign. 
back- 
2aked 
, stain 
sistant 
t-Kut- 
ty of 
itchen 
good 
rica's 


ww Jersey 





50, 1954 























ee 


UUM BorTTLe § 


{ 





























oe 


UNIVERSAL’S complete line of mmanahete 
lunch kits HAS NEW SALES APPEAL! 


Cash in on today’s building boom with Universal’s 
complete line of heavy-duty lunch kits! Just check 
these features . . . and you'll see why it’s America’s 
hottest selling line. 

Exclusive ‘Built-In’ Cup Holder 

¥ “Loc-Tite’ Extra Heavy Safety Catches 

¥ Oversize Collapsible Metal Handle 


¥ Standard or special sizes new UNIVERSAL 
¥ “Shur-Grip”’ design Vacuum Bottles 
ALUMINUM LUNCH KIT 


Identification Holder on each end 


} 





@ Heavy Gauge Aluminum 

@ Bottom Will Not Rust 

@ Retains New Look Longer 

®@ Light Weight 

@ Patented “Built-in” Cup Holder 


Priced for volume sales. 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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COAST-to-COAST =—- E,ONU.coMmuTE 
DEALERS SELL MORE ae 


<N OMA = a 
= LITES — 


THAN ANY OTHER sheiae 


Why ? NOMA has the name! People know it 
—and prefer it—over any other brand by 25 to 1. ) 


NOMA has the quality! Every item is tested, 
guaranteed, and carries the Underwriters’ 
Laboratory Seal of Approval. 


NOMA has the /‘profit’’ features! 
The Safety Fuse Plug is a NOMA “‘first”’ 
—as are so many of the brightest 
and fastest selling ideas in 

Christmas lighting! 


















6 ] 





si 2) Gil 
(hh 


Madge 





No. 91—30” Iilumi- 
nated plastic SNO-MAN. 




















~ A 
4 . my , 
new Noma e 7” \Wumi- 4” x ,% CSAyway 
see s me . y ¥% / . , 
Be sure wastic ® specialtie No. Ie ante tid: 0. 303 or cene ee EN 
Wiiuminarer ed right and St nated plastic S® plastic nativity mf, r 
They're Pore nit of the Christmas ing reindeet 
right to b \l y 


selling season 


a- 50” Plastic outdoor 





soon ‘p posts. 
i 3” x 28”, an aeolian 
2 \iluminated Santa sleigh, 3 
-12- 


. 6 ” ,. 
double reindeer, 32” x 25 





y 


4 





No. 530 G — 28-light 


inated 
20° Wen green visca tree. 


No. aoe ee. 
9° > Vinyl twin plastic Santa with tr 
minated. 





o. 101-! 
chal singers. illu 


4 jastic = , A} 
Gy 98-0" INuminated P eas SS 
YL ; 


- 








pack. SAPD 
eee =— ei Pp. < 


a NOMA LITES INC., 55 West 13th Street, New York 11, N. Y. 
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STOP! LOOK! 










indoor outfit, 
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” Illumi- 











SNO-MAN. 
{ A, Sparkl.- Tex. Sparkl-" Tex is the ORIGINAL fire- aaa ati 
hee ENG 
Ot wat base for Christmas trees — and a proved sales getter! 
A gee. 
AR Now with finer, whiter cotton for ’54. Greater coverage 
J Aa, 
acy of sparkling flakes in silver or silver-green-red. 
it’s Listed Fim store buyers, consult your catalog 
listings for sizes and prices. 
andolier. *1HE PROOFED ni tion at a 
COTTON j at. = 
Z, —~ . <3 A | Tree flat 
9 ae ie A i COTTON 
| 6 ‘ ‘ —. 
Y<€ 
Fo 
<P 
Fire-proofed Cotton and Fire-Proofed Tree-Mat Cotton promise to be fast- 
new selling companions to Sparkl-Tex. These sheets of pure white, snowy cotton 
28-light make a perfect background for any Christmas decoration. 
Exclusive Sales Agent: Manufactured by: 
P. O. BOX 412 . LOCKPORT, NEW YORK PAWTUCKET RHODE ISLAND 
, NY. ; 
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S twinge 


g STRONG CHRISTMA 





Fast-moving impulse item! Strong—colorful—specially 
made for tying Christmas packages for mailing DI 












Each box contains 12 balls of red and box: half-dozen 2 ply (1 red and 1 green 





green twine equivalent to 24 lb. yarn jute yarn), 210’ per ball; and half-dozen 3 ply 


twine. (1 red and 2 green yarns), 140’ per ball. 
Box cover folds back to form eyecatch- Twelve boxes in each shipping carton. 
ing counter display. Two types in each Order from vour jobber. 


COLUMBIAN ROPE COMPANY 
Auburn, N. Y. ‘The Cordage City”’ 
Branches: New York—Chicago—Boston—New Orleans og 
a | 
Sturd 













my 
HTT 


ANY A il IH 


COLUMBIAN 











Stock 
home 
perso 
Holds 


HARDWARE AGE, SEPTEMBER 30, 1954 











> Baskets 


or SCRATCH FLOORS 







RMerxible 


POLYETHYLENE 






x ger re | y 


BIG yi) QUART SIZE -— 14” HIGH 
Stock No. B-33S 




















HIGH sT¥LE Compact sHAPE - 9” 
Stock No. B-31S 


True feminine elegance in a classic ova! design 


to b Ww 













Stock No. B-30L 







eri 








Stock No. B-32S 





seaiuat 
Rigid gnoct 


Stock No. B-30LC 



















NEW Cushion-Soft 
Flexible Polyethylene 


DISH PAN and BASIN oe | Stock No, B-30B 


- s 


Every home needs this pair! c< 2anifary 


Homes, offices and factories are discovering there's nothing like 
plastic waste baskets for all-round utility, lasting beauty and service. 


Now, with this variety of sizes, shapes, colors — stores won't miss 
a sale. Customers know Lustro-Ware ... want its Nationally 
advertised guaranteed quality ... approve its thrifty values. All 


items attractively labeled for self-service buying and nest for compact 
display. You'll like the way they move. 


Stock all sizes and feature with the 125 other matching Lustro-Ware 
items your supplier has for cooking up the biggest plastic housewares 
sales treat you have ever enjoyed. Also ask for a supply of 
Stock No. L-150S Here's rectangular utility that FREE merchandising ‘‘fixins’’ to attract Lustro-Ware shoppers to 
fits any sink (12Y%,” x 141/,”), will catch the eye of your store. You'll save on ordering time, freight and stock inventory, 


every housewife for dozens of household uses. Holds 10'/, too, by making Lustro-Ware your brand for both rigid and flexible 
qt. Protects dishes, can't mar porcelain, rust or chip. | : 

astic housewares. 
Sturdy rim, easy to carry. Hangs up. Sug. retail $2.49 P 


Stock No. L-1517$ The UTILITY BASIN of a hundred COLUMBUS PLASTIC PRODUCTS, INC., ‘® Columbus, Ohio 


home or outdoors uses. Warm to touch — ideal for 


personal laundry, nursery, sickroom, etc. Sanitary Ww 
Holds 5 qt. Lasts for years. Sug. retail 98e Kaa a — weute epee vesten-ment 
wv 





trust its Guaranteed qualit 





message will be told 150,000 






sore 
ARES 


of ¥; } 7 : a he Z This Fall the Lustro-Ware sale 

> AS i times in 9 big National Womer 

te Magazines, 2 Network TV show 
AUK 









* Guaranteed by * 
Good Housekeeping 
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make it a practical 
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Christmas! 





for HER 


Automatic CABINET Can Opener 


.. Handsome plastic cabinet conceals 


Build big displays 
of SWING-A-WAY products 
to attract women and men. They'll stop 
to buy because SWING-A-WAY is the 


perfect gift for every woman who has a 


all working ports. Automatic 
mechanism. Screws on wood or 
fastens to tile with adhesive wall plate 
Red, white or yellow cabinet 
It’s the most exciting new Can Opener 
ever...at a most exciting new price! 


Only $4.95. Magnetic models $5.95. 
kitchen ... and every man who has a 


bar. Your customers will be looking for 
SWING -A-WAY gifts right up to the 


last minute, so keep your stocks com- 


for HIM 


Ice Crusher Reversible crank 


‘ f 
/ ¢ for fine or coarse ice. Continuous feed, 
\ / ~ | multi-cube ice chamber gives 
/ - 
(fj! 4 . | you all the ice you want fast. 
o— : > 7 | White enamel body; red, white, yellow 
\ ¥ 147 or black plastic cup Only $6.95. 


CC Ne (= (=o mS Kx 


Models from $1.79 to $9.95 ®) ™ - 


FIRST IN SALES BECAUSE IT’S FIRST IN VALUE! 


SWING-A-WAY MFG. CO., 4100 BECK AVE., ST. LOUIS 16, MISSOURI + IN CANADA: FOX AGENCIES, PORT CREDIT, ONTARIO 





plete all through the Christmas season. 


Order early! 
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BEHR-MANNING 


SPEED-GRITS' 


boost your 
floor sander 





Here’s a big rental business aid 
ie aes 






These four-color Rental Floor Sanding { 
Folders will help promote your business. 
For a supply with your name imprinted 
free, write to Behr-Manning Corp., 
Troy, N.Y. Address Dept. HA-9. 


tn Canada: Behr-Manning (Canada) Ltd., Brantford. 





cH R-MANNING 


COAPORATION 
® vision of NORTON Company 


A COATED ABRASIVES B SHARPENING STONES & PRESSURE SENSITIVE TAPES 
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Tell your customers that RESINIZED floor 
products cut faster — last longer, and produce 
a more satisfactory job with minimum time and 
maximum ease. 





Less timeout for changeovers and more sanding 
per cover because RESINIZED SPEED-GRITS 
resist heat and loading. The DURABONDED® 
grit anchorage locks each grain firmly in place. 


They assure a professional looking job even for 
the novice...talk,of his easy sanding job travels 
fast...this talk means a continuous boost in 


rental profits for you. 4-8 


A complete line of abrasives and tapes for every professional and Do-it-yourself need, 
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You can increase your holiday — TOOLS AVAILABLE 


Six inch Crestoloy Wrench ... $2 00 


tool sales by displaying these ACI6  * Rewit value 


; ; Eight inch Crestoloy Wrench . » 
popular Crescent Tools in eye-catching red, ACTS Retail value nsrs.sscsssseerence $2.30 Ip i] 
: ‘ : AC110 Ton Rael Sepeatoy Wrench... $3.00 ro L 
green, white and silver Christmas boxes. gr se migecinig meaget en 
126 Six pa we joint, thin nose Plier $1.20 Kandard D 


Clall VAIUC .... ce cerceevecccers 





Wrappings are applied over standard Cres- TAT Seven inch combination Snip - -. $9.60) fy month 
OCCAIL VALUE 2... cccccccscccsecsess ° need them 
ix, ei d inch 
cent boxes and can be removed after the AC KIT One eroloy Wrenches in plastic $7.65 workers. 
. . . it Dag. Cfall ValUC......ceeceee 
Christmas season if any stock is unsold. Insure ; ationally 
: ° Ke iv ' 
early delivery. Order from your jobber now. ov 
€ moves 


r’s sales 


oe 
VLG ML LL 
Syl of Ercdllence 
Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Setd by leading distributors ond retollers everywhere and mode only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK SS 
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Red Shield Says: 









the handyman, Set No. $-13. 

n high speed steel drills for 
rtable or bench power tools. 

Yo", Yor”, ¥h2", os", ", Yes”, 
i", Mex”, Ko”, 1464”, “2”, oa” . 
I’. Packaged in plastic covered 
px with Christmas sleeve. 









For Woodcraft, Set No. 14. Five 
carbon steel, wood boring drills 
with 4” shank to fit portable 
electric drills. Sizes: “4”, %o”, 
e”, Ae”, 4”. Packaged in plas- 


BLE eeainee box with Christmas 
eeeee $2.00 1 EL 
a $2.30 Ip J d Me! fut! 
$300 (70/it more the year aroun i 
vs $1.20 Bundard Drill Sets are popular presents at Christmas—or ‘es. 
- $2.60 FY month of the year. Hobbyists want them—mechanics He 
‘tach need them . . . so do farmers, electricians and sheet metal i \\ 
jastic $7.65 orkers. vot LO 





tionally advertised — priced to sell—Standard Drill 
ts give more dollar volume ... more profit per sale. Each 
5 ile moves not one—but several drills. Ask your distribu- 


2 on IE 

<= 
gel For Metalcraft, Set No. 45. 
Five high speed steel drills with 4” shank 


br's salesman for Standard Shield Brand Drill Sets. to fit portable electric drills. Sizes: 4", 
6”, 3%”, Ae”, Y”. Packaged in plastic 
box with Christmas sleeve. 
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ccal STANDARD 001. | 





FACTORY BRANCHES IN: NEW YORK e@ DETROIT @ hevenes e DALLAS ¢ SAN FRANCISCO 





THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 





10” SIZE FULL 1 1/2 H.P. MOTO 
... AT NO PRICE INCREASA °°° 
Here it is—the newest AMF DE WALT® “Pow And B 


” : ® j y ever ‘ 
Shop”... specially-designed and specially-po exclus 


ered for your industrial customers in the | field 


saw field. Look at all the extra value they get all-aro 
no extra cost... 8 
indust 
2 50% GREATER HORSEPOWER to cut more, ¢ BIG C 
faster than any other 10” saw. 
@ ALL CONTROL HANDLES IN “STOP” RED { 
safer, quicker machine set-ups. 
@ GREATEST CAPACITY. 10” saw cuts 3” dee 
cross-cuts 16”x1” stock, rips tocenter of 52” pane 
@ SMARTLY STYLED WITH “EYE EASE” COLOR { 
meet industrial shop safety requirements. 
@ BIG, MAN-SIZED WORK TABLE for easier, fast 
materials handling. 
@ NEW EASY-ALIGNING ADJUSTMENTS to mai! 
tain lifetime accuracy in all operations. 
PLUS MANY, MANY MORE operating and sellin 
features all fully illustrated and explained in t! 
new AMF DE WALT 20-page multicolored br 
chure “The Greatest Invention Since the Han 
Saw”, 
FREE BOOKLET... 20 pages full of new 
sales ideas. Also be sure to ask about 
the new AMF DE WALT SALES 
FRANCHISE .. . the greatest sales 
opportunity in the power tool business 


cuts 1 


school 


today. 








EXCLUSIVE! New 12” SAW AND EXCLUSIVE! New BUILT-IN CARRY- EXCLUSIVE! New POWER SAFETY EXCLUSIVE! New POWER f! New F 
GUARD available to cut 4” deep ING HANDLES conveniently posi- BRAKE stops blade without using H.-P. single-phase AC MO ARD availa 
when needed here’s BIG-SAW tioned for portable use ideal sticks, etc most-wanted feature livers full power direct y aut 
CAPACITY at small-saw prices feature for builders for over 30 years pulleys or inserts. gle cut! 

| > 
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0. 2 GREATLY IMPROVED MODEL 
MBC 9" SIZE FULL 1/2 H.P. MOTOR 
... AT NO PRICE INCREASE! 


And here’s your best-seller in the bigger-than- 
ever “Do-It-Yourself” market ... loaded with 
exclusive selling features that set it apart in its 
field. No other home workshop can match it in 
all-around performance. Ideal for light work in 
industry, too! 

BIG CAPACITY. 9” saw cuts 214” deep, cross- 
cuts 15’x1” stock, rips to center of 48” panel. 
“STOP”’ RED CONTROLS, “EYE EASE” COLOR, SAFETY 
KEY SWITCH, MAN-SIZED WORK TABLE plus DIRECT- 
DRIVE POWER for easier, faster, more accurate 
cutting. 50% MORE VALUE AT NO EXTRA 
COST! 


Both models backed by the greatest sales program in AMF De Walt history! see our AMF EXHIBIT AT THE 


1. Nation-wide, hard-hitting advertising in 
MOST-READ industrial and consumer maga- 
zines. 

2. Factory-trained,aggressive demonstrators 
to help you sell right in your store. 

3, Effective cooperative advertising plan for 
local-leve] newspaper, radio, television pro- 
motions. 

4. Series of 16 mm. sound motion picture 
films to help you sell groups, civic, fraternal, 
school organizations. 


New FREE-FLOATING 


ARD available for schools 


EXCLUSIVE! 
automatically fol- MBC models means 


gle cut! just take the key with you 


creative, high-powered producers. 





APPROVED SAFETY 
LOCK KEY SWITCH on all GWI AND 


new safety 


5. Highly effective national and local exhibit 
programs to pre-sell the markets for you. 


6. Attractive, attention-getting store, wall 
and window displays, streamers and counter 
cards to stop and sell your traffic. 


7. Highly effective sales brochures and aids 
..- full of sales-closing illustrations and copy. 


g. Free Factory Training Program right in 
our plant to convert ordinary salesmen into 


EXCLUSIVE! SOLID ‘ARM PIVOTS 
AGAINST WALL, releases work table 
for assembly uses. Only De Walt 
can be built into workbench 































NATIONAL HARDWARE SHOW, 
CHICAGO, BOOTH #295. 


(nf) Product 


POWER TOOLS 













EXCLUSIVE! ‘’SHORT ARC’ SAW 
PIVOT keeps blade behind fixed 
guide fence and cut-off gauge . 

no need to move guide fence ever 
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If your jobber cannot supply you, write direct to... 


SEYMOUR SMITH & SON, INC., Oakville, Conn. } _ 
Sales Representative: John H. Graham & Co., Inc., 105 Duane Street, New York 8, N. Y. 


Suwace 850 
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F VISE FOR HUNDREDS OF JOBS 


SALES 
PS 


An Extra Hand 
for the Home Handyman 


MANUFACTURED BY THE 
WILL-BURT COMPANY 


(Prominent as a Stoker Manufacturer 
. .Now in its 41s? Yeor of Business) 





Precise and 
rugged enough 
for the shop. 


of DO-IT-YOURSELF TOOLS 

























Standard Versa-Vise base fastens to work bench 
—forms a pivot around which the Versa-Vise can 
be turned to any desired position. Versa-Vise can 
be removed from base and kept in tool chest, 
if desired. Extra bases are available, if needed 
for more than one location. 


tA wee that is different! Versa-Vise is the most easily and readily 
adaptable vise ever made—stands up; lies flat on either side for 
tight or lefthand use; turns to most convenient position for doing 
work; holds work securely under all working conditions. A vise 
with an impulse-to-buy appeal to carpenters, cabinet makers, wood- 
working hobbyists, the handyman around the house, and mechanics. 
Easier to handle, easier to sell than any other vise. Unconditionally 
guaranteed. Packaged in sturdy, individual cartons, protected 
against rust, dirt and damage. Order from your wholesaler. 


Z- Wirir-Bur 












MANUFACTURERS’ AGENTS Serving Hardware Wholesalers — Good Territories Available; Write for Details 










Stands upright and turns to any desired 
location. Locks automatically in any post- 
tion when jaws are tightened. 


When placed on base in horizontal post- 
tion, it lies flat on either side for right or 
left hand use —turns to most convenient 
position for doing work. 





Window and counter displays avail- 
able. Catalog sheets also available 
to wholesalers. 


DIMENSIONS AND PRICE 





RD FRR oc wiccegeescesceees pia ae 
Jaw Depth ................ doviionaiseiiesion a 
I Sidaivcnsccacccesvstsnces % 
seas Ni codnierinccysiveris PRNERS 10% 
Length over-all ....................0..... mB 
Approximate Weight, pkgd. 16 Ibs. 
BNE PII. vctsvcopccsessssess $12.95 


($13.95 Rocky Mountains and West) 


Packaged one Versa-Vise per carton, six 
cartons per case. Extra Standard Base, 
weight 3 Ibs., list price $1.70 each. 


ORRVILLE, OHIO 


Manufacturers of Coal Stokers and Versa-Vise — In Business Since 1913 















DO MORE “Phncitray. BUSINESS 


WITH USEFUL GIFT-PACKAGED TOOLS 








Deluxe Hedge Shear and Pruner 











Glass Bait Casting Rod 


Now... for the first time... 
a complete “Tools for 
Christmas” promotion 

featuring colorful gift boxes 


This year True Temper offers something new 
to help you capture a bigger share of the tre- 
mendous Christmas market . . . a complete 
program promoting tools as useful, practical 
Christmas gifts! 

Ten True Temper items, each especially chosen 
for its Christmas appeal, enable you to sell 
gifts for men, women and children .. . for 
sportsmen, craftsmen, gardeners, home work- 
shop enthusiasts. Gift-boxed at the factory, 
these tools can be placed in regular stock for 
year-round sales since box design is not lim- 
ited to Christmas! 


Free Christmas Display Kit! 


True Temper will mail, free of charge, a kit con- 
taining all of the Christmas display materials 
illustrated below to any retail dealer who 
stocks and displays True Temper merchandise 
for Christmas sales. These colorful display 
pieces will help you promote “Tools for Christ- 
mas” in your store. 





Order your requirements 
and your sales kit from 
your True Temper wholesaler now! 








Stainless Steel Tool Set 


Junior Snow Shovel 


TRUE TEMPER, bi Finest Quilty 


LAWN, GARDEN, FARM TOOLS « HAMMERS, HATCHETS, AXES + SHOVELS, SCOOPS + FISHING TACKLE + GOLF CLUB SHAFTS 
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For Fast Turnover and Profit... Stock and Sell 


Work-Saver Pipe Tools... The line most asked for! 















— ith 
Original wrench w 
UARANTEED housing, 
sizes 6” to 60” 







Pipe <© be 
Wrench "© heads ; 

Won’ Ock 

DISPLAY on't fall oy» 







—_ 
Ask Your _Rigalbd 


Wholesaler \“issrnied 
about it. P i 


















Ya" to 1%” 






Frame 
GUARANTEED 

Not to warp, 
Fast Casy pipe ¢ whe. 












See us at the National Hardware Show, 
Chicago, October 11-15, Booths 97, 101, 105 
-.-and at Atlantic City, October 3 — The Ridge Tool Company, Elyria, Ohie 

















Saver Pipe Tools ---Mosi Popular in the World 


oT a”. Bs 
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REPUBLIC 


SEMI-FINISHED AND 
COLD PUNCHED NUTS ARE 


TOP QUALITY 


FROM ANY ANGLE 
























First chance you get examine any Republic nut carefully. 


Notice the sharp, accurate threads, the full threading 
area. This assures fast assembly —a firm, more uniform 
grip when nut is tightened. 


Notice, too, the clean, smooth faces, the sharply defined 
corners. Wrenches fit squarely and snugly with less 
chance for slippage. This reduces deformation —saves 
time and tempers. 


If you’re looking for quality fasteners, remember that 
Republic Bolts and Nuts come in over 20,000 different 
types, sizes and shapes. For more information write to: 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division e Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES e¢ CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 
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¢, Ring Up More Sales this Clrristitas. 


with MILLERS FALLS 


Dee Mire 










Here’s your chance to really cash in this Christmas — with Millers Falls 
heavily-promoted line of Dyno-Mite Portable Electric Tools! 

Millions of people have been reading about these famous tools in 
top-selling national magazines — and, right before Christmas, new, 
hard-hitting Millers Falls ads will direct customers to your store, to 
buy Dyno-Mite tools as Christmas gifts. 

Magazines include the Saturday Evening Post, Country Gentleman, 
Sunset, Popular Mechanics, Popular Science Monthly, The Home 
Craftsman, Homecraft and The Home Owner. 





Order now — for better-than-ever Christmas sales 







No. 1814 
V4-inch Drill 
$22.35 List 














New This Year! Qa age 


No. 888 Basic Power Unit — most ver- 
satile power tool made. Comes equipped 
as powerful 34” drill, 6” disc sander, 6” 
polisher: $39.95 List. High-quality, low- 
cost attachments available separately. Also 


sold as No. X888, complete 11-tool porta- 

ble power workshop: $131.55 List 
eT | Send for special catalog and 
fort oars) samples of circular and ad mats 

| available. 


No. 8142 
Deluxe Drill Kit 


$42.25 List 


st, December 4, 1954. 








Saturday Evening Pe 


No. 600 
6-inch Saw 


$43.50 List 








No. 2120 
Buffing and 

Sanding - s "2 
Attachment - 


$8.45 List 


V-inch Drill 
$40.95 List 








~~ Ne. 2140 
Jig Saw 
Attachment 


J $10.95 List \S ») 


ORDER EARLY FROM YOUR JOBBER 
Millers Falls Company, Dept. HA-5, Greenfield, Mass. 


MILLERS FALLS 
TOOLS 








No. 2130 
Right Angle Drive 1868 


95 List 
$4 Kiet Pouer Tool Made 
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Metalworking Drills 
with %” Shanks 


Sizes Vs” to 2”, all with 4” shanks. 
Produce smooth, round holes... 
even in sheet metal. 


FOR WOOD ;: Set No;H-14 
/ Woodworking Drills 
with %” Shanks 


: / Sizes 4" to %”, all with %” shanks. 
a These drills cut fast, with little effort 
or power. 


J 
..- for every customer there’s a 


CLEVELAND Drill Set 


Shown above are two of the fast-selling CLEVELAND Drill Sets that appeal to 
your best customers . . . farmers, home owners, repair men, hobbyists and 
mechanics. Displayed on your counter or in your window, these Drill Sets 








give you rapid turnover and good profits. 


Many other types of CLEVELAND Drills are available in handy sets, containing 
various assortments of the most popular sizes. Get full details from your jobber. 





rat CLEVELAND mus: van co 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms : New York 7 + Detroit 2 + Chicago 6 « ie 2 + San Francisco 5 + Los Angeles 58 
&. P. Barrys, itd., London W. 3, England 


CLEVELAND HARDWARE JOBBERS EVERYWHERE ARE READY TO SERVE You. 
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( -\/ Estwing gift appeal 
for your Christmas sales 


The Estwing Sportsman’s Axe, and the 160z. Nail Hammer are individually 
packed in attractive gift boxes to increase your Holiday sales. 


SPORTSMAN’S AXE No. E24A 


The forged one-piece head and handle assures top 
performance in all climates, and eliminates the 
bother and danger of loose or splintered handles. 
The comfortable leather grip is double lacquered 
to a lustrous non-slip finish. Used and recommended 
by leading sportsmen as the most effective axe of 
its size. 


NO. E-4A $4.50 with tooled leather sheath. 


or ee 


NAIL HAMMER No. E16C 


The 16 oz. Nail Hammer is the most popular size 
among skilled carpenters and home craftsmen. The 
secret of the easy swing of Estwing hammers and 
hatchets is the perfect permanent balance that is 
forged into every tool. This one-piece construction 
assures lasting performance in all climates, and 
eliminates the delay, danger, and expense of 
replacing handles. Estwing hammers are preferred 
by carpenters, farmers, and home owners through- 


out the country 


NO. E16C $3.65 


Place these attractively packaged tools where your customers can see, 
handle, and buy them from you. Their irresistable appeal to eye and hand 
will attract the women looking for a distinctive gift and the men who 


appreciate fine tools. 
GIFT BOXED FREE! 
NOW 
ORDER FROM YOUR HARDWARE WHOLESALER 


ESTWING MFG. CO. e ROCKFORD, ILLINOIS 
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You Can’t Miss 
with this Smart 


ATKINS SAW & 


Christmas Package 





HERE’S WHAT YOU GET! 


@ Each saw comes in a decorative envelope sleeve with individual Christmas streamer! 
@ Gala Christmas window banner! 

@ Colorful silent salesman counter or hang-up display card that has year-’round appeal! 
@ ATKINS Silver Steel Quality that builds saw sales and steady, repeat customers! 

@ PLUS—the business-boosting push of national advertising! 






MORE PEOPLE WILL BUY USEFUL CHRISTMAS GIFTS THIS YEAR! 


Today’s Do-It-Yourself Market Is Bigger Than Ever—and Keeps on Growing! Everyone 
needs one good saw—or more! Sell ATKINS Silver Steel—the saw that does it better! 


Call your ATKINS Hardware Wholesaler ! 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION - INDIANAPOLIS 9, INDIANA 





Powe ent we ‘ om ST _— maga: ay ee ee a - iota f 
eRe SS en oT OR erate ARPES inte ORT) eae and ME ee Oe ’ 

a ee eA ee Fon 1k ae ee ee pepe, We Pile oS m4 . | 
54 HARDWARE AGE, SEPTEMBER 30, 1954 











HL16 si 


DIAI 
A hig 
from 8] 
ticular 
bar of s 
Retail I 


K16, siz 


— 














HARD‘ 








streamer! 


id appeal! 


ners! 








DIAMALLOY TOOLS 


for (pr 


with gay, colortul 


A-cOLOR EX7K 


COVERS 


These beautiful foil Christmas 
Covers in red, green, silver 
and black, increase your 
Christmas tool sales. 


DIAMOND 













WA. 


DIAMALLOY FEATHERWEIGHT 
ADJUSTABLE WRENCHES 


Drop forged of the finest alloy steel, 
light and thin. Rockwell diamond tested 
for hardness, and every tool tested for 
tensile strength. Beautifully electro- 
plated with chrome nickel. Retail Price 
$2.30. 

D78, size 8”, capacity 15/16”. 


DIAMALLOY GROOVE-JOINT 
> 
PLIERS 
Advanced design, drop forged of special 
analysis Diamalloy steel. Hardened and tem- 
vered to extreme toughness. Five-position 
groove-joint provides a parallel opening of 
0 to 13/16 inches. Jaws are positively locked 
into position by rib and groove joint. Cannot 
slip under any pressure. Ideal for automo- 
tive, electrical, household, and general util- 
ity service in the shop or home. Nickel- 
chromium plated. Retail Price $2.00.. 


HL16 size 6”. 


DIAMOND COMBINATION PLIERS 


A highly finished chrome plated plier, drop forged 
from special steel, machined and hardened for par- 
ticular users. The bolt and nut is turned from solid 
bar of steel and case nardened. Handles are knurled. 
Retail Price $1.00. 

K16, size 6”, capacity 1”. weight 7 oz. 


DIAMALLOY METAL CUTTING SNIPS DIAMALLOY HANDIMAN 

A slip joint plier, screw 
driver, wire cutter and ad 
justable wrench, all in one 


Drop forged of special an 
alysis Diamalloy tool steel, 
heat-treated and tempered to 


extreme toughness. The cutting very high quality tool. An 
edges are hardened by induc- excellent tool for the fish 
erman and sportsman 


tion process, making them ex- 
ceptionally hard and long wear- 
ing. Nickel-chromium plated. 
This size in the circular pat- 
tern is a most popular number 
ting length 1%”, weight 8 oz 
$2.20. 


Nickel - chromium plated 
Retail Price $3.20. 

DH16, overall length 6%" 
capacity plier 1”, capacit 
wrench %”, weight 5 oz 





DC7, over-all length 7”, cut- 
ting length 1%”, weight 8 oz. 


DIAMALLOY GIFT TOOL SETS 











q ALK 
These sets are packed in attractive gift DIAMOND Cc 
boxes, suitable for any time of the year. 
Tools are all nickel-chrome plated and buffed HOR SESHO é x Oo 
to high finish. - 
ESTABLISHED 1908 
Z-1—Includes one each 6-inch adjustable 
Diamalloy Wrench; 5-inch Combination 4702 Grand Avenue 
Plier and 6-inch Combination Plier. Re- 
raged el DULUTH 7, MINNESOTA 
' 
Z-2—Includes one each 6-inch adjustable 
Diamalloy Wrench and 6-inch Thin Straight 
Nose Plier. Retail Price $3.06. € 
Z-4—Includes one each, 6-inch Combina- 
tion Plier, 6-inch Thin Straight Nose Plier, 
and 6-inch Thin Bent Nose Plier. Retail 
Price $3.50. TORONTO, ONT., CAN. 
= Prices slightly higher in Canada. 
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the buyer who wants a serviceable 
rubbish burner at a low price. Has 
same type Ziprtop and “Volcano” 
bottom as the heavy duty models. 
Rust-resisting galvanized finish; ver- 
tical wires spaced 2 inches apart and 
electro welded to supporting rings 
at each point of contact. 26 inches 
high, 19 inches in diameter. Weight, 
65 pounds per dozen. Shipped 
nested, a dozen to a bundle. 


A better burner, built to last for 
years. Heavy rust-resisting galvan- 
ized wire in close 1 inch spacing, 
permanently electro-welded to sup- 
porting rings. Extra strong construc- 
tion makes the HW-303 Ziprtop the 
perfect home model and is well 
suited for use by factories, stores, 
parks and institutions. 28 inches 
high, 19 inch diameter at top. 
Weight 90 pounds per dozen. 
Shipped nested, a dozen toa bundle. 


The best of the burners, this extra- 
heavy duty model combines the 
added strength of close-spaced ver- 
tical wires welded to more than a 
dozen heavy-duty rings to provide 
a closer mesh for safer burning... 
longer life span. Ideal for muni- 
cipalities, parks, institutions as well 
as home use. Also 28 inches high, 
and 20 inches in diameter at the top. 
Weight 113 pounds per dozen. 
Shipped nested, a dozen to a bundle. 


Manufacturers of the 





A good quality model, made for 


Nationally Famous Hi-lo line 








— 


3 PROVEN PROFIT MAKERS 
The Ziprtop rubbish burners are a 
proven volume seller wherever 
they’re shown. One quick look and 
customers can see that here's a 
handier, easier way to perform a 
usually unpleasant job. Easy to open 
. +» easy to close, the non-loseable 
interlocking Ziprtop, is unaffected by 
continuous burning. Ziprtop is the 
only rubbish burner with the ex- 
clusive conical, “Volcano” bottom 
that is 300% stronger than ordinary 
flat bottom construction. Rubbish 
burns faster and more completely in 
a Ziprtop because of the powerful 
drafting characteristics created by 
the “Volcano” bottom. 


























Hl 


Pull Any Loop Push Any Loop Sag-Proof Bottom 


it's Open it’s Closed Speeds Burning 























SAFE SHIPMENT ASSURED! 


This rugged sleeve protects 
burners in shipment. Makes 
fine store display basket, too! 


UNION STEEL 
PRODUCTS Co. 


ALBION 
MICHIGAN 
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ROTARY 
POWER MOWERS 


Penn Acco 18° and 20’ Rotaries 


Brand-new for ’55! The new Penn Acco Rota- 
ries are made to sell to those customers of yours 
with “problem lawns.” They cut thick weeds, 
high grasses with amazing ease. Yet they give 
finer-grassed lawns that prized “green-velvet” 
look! Equipped with aerodynamic, vacuum-ac- 
tion cutting bars that suck grass straight up, cut 
it off clean. Unique “clean-out angle” prevents 
clogging. Inset wheels allow mowing within 42” 
of obstacles. Leaf mulchers at no extra cost. 


18" CUT (illustrated) 

0s 1.6 H.P., 4-cycle engine, 
npe starter. Rewind starter at 
xtra cost. 


10” CUT has 2.5 H-P., 


cle engine, rewind starter. 
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NEW ’55S DE LUXE 


2I" POWER MOWER 


The finest power mower you can sell, the 
best your customers can buy...at any price! 
Has new, positive-action clutch with simpli- 
fied adjustment features...will not creep while 
idling. Features exclusive, full spring-tem- 
pered, crucible-analysis steel blades that are 
self-whetting...stay sharp for years of normal 
use. Dependable 1.6 H.P., 4-cycle Briggs and 
Stratton engine has rewind starter. 


~ 
“)\ 


(FPPEMSNIWIAOS 


Regular and new Hi-cut 
Long-time favorite of professional garden- 
ers... best hand mower you can sell! Mows 
smoothly season after season with famous 
Pennsylvania self-whetting cut. 


PENNSYLVANIA JR. 
Best seller for tough Devil, Bermuda and 
Crab grass mowing! Triple-geared rive. 
17” (High wheel) 18” (Low wheel) 
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HEW ’55 EXETER 


18° POWER MOWER 


Pennsylvania’s mass market power mower! 
Tailor-made for suburban and _ residential 
area grass-cutting needs. Features easy-turn- 
ing, tight-corner mowing. Has 1.1 H.P., 4- 
cycle Briggs and Stratton engine that packs 
plenty of power. Blades are same as on De 
Luxe mower. Has Pennsylvania’s exclusive 
Grass Stripper, also used on the De Luxe. 


METEOR 
A sure-fire seller to the customer with a 
steep, sloping lawn. Light aluminum-alloy 
construction. 16” and 19” cuts. 





The narrow mower with the wide sales- 
appeal! 12” and 14” cuts for close-quarter 
mowing, 4-blade, ball-bearing reel. 


TRIMMER 
AND EDGER 


The year-in, year-out 
steady seller! Does work 
of half-moon hoe, grass- 
hook, hand shears! 





Pennsylvania’s 


NEW 16° 
SPECIAL 


Another brand-new addition to the famous fam- 
ily of Pennsylvania Lawn Mowers! Specially 
made to give your customers genuine mowel! 
quality at a really competitive price. Sell it for 
small-lawn mowing, after-power-mowing clean- 
up work. Cutting reel has 5 heavy, double- 
ground blades of high-carbon steel, ball-bearing 
mounted. Hardwood handle gives light, springy 
handling. A real buy for your customers! 












Pennsylvania’s 


NEW 16 
PENNA-LAW 


Here’s the mower for the fellow who wants some- 
thing that will stand up “forever” but doesn't 
cost much. It’s the best value you can sell him at 
a medium price. Has 16”, ball-bearing mounted 
cutting reel with 5 double-ground, carbon steel 
blades. Simple spring and lock screw adjustment 
on reel cones. Tubular steel handle, plastic grips. 
Traction-tread tires. Rugged, yet light in weight! 






NOTICE! 


Your entire Pennsylvania 
lawn mower line will be 
backed in 1955 by the 
heaviest, coast-to-coast 


PENNSYLVANIA LAWN MOWER DIVISION Sei eae ae 


sumer advertising in a 





Pennsylvania history! 
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steel 
ment Advertisements like this, appearing regularly in regional 
Irips. farm papers, are catching the attention of fence buyers. 


BETHLEHEM 
...Steel fence posts ... barbed wire... | FENCE 
nails and staples . . . bolts and nuts | ea -~ 


... bale ties... baler wire . . . clothes a oe 
line and other Bethlehem products. 


ASK YOUR JOBBER...about Bethlehem Fence 
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/ SEE OUR BRAND NEW ITEMS \ 


BOOTHS s171173 


Lawn and Garden Section 
NATIONAL HARDWARE SHOW 


Navy Pier, Chicago October 11th to 15th) 
ae a ee 


Wrought Metal 
Deoble Prong. Type PLANT 
BOUQUET STAND 
HOLDER 


in 


. 5 &—_— i Piboa e 
(Pp « | = 
Multi-Purpose 3 Complete Lines of 







Stake & Wire 
PLANT | 
GUARD KIT  - 














Wrought 
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FLOWER 
BOX 
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i ORNAMENTAL PLANT BOXES VIOLET TRAYS & 
FLORAL PLANTERS BRACKETS SEED STARTERS 
cll Moun Push-Type 
New Economy Soetane HOSE REEL Famous ‘‘Jiffy"’ 
HOSE HOSE HOSE 
HANGER REEL HANGER 
Garden COL ia 
| orta icnic T L 
Portable Pic HOLDER 
ICE pane j 
Portable CHESTS a 
Picnic 






1 j All Steel 
L 6i\* t _ | WATERING 
ai ; jf %) | CAN 

oo Heavy-Duty Galvanized 


Top -0'-Stove HUMIDIFIERS 
“ - \ Y ie, 



















r All Steel Adjustable 
—— WINDOW 
| _? VENTILATORS 














Self-Attaching " 
WINDOW v 
SHELF 
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Catalog 






MANUFACTURING COMPANY, INC. 
109-135 MEEKER AVE. NEWARK 5, N. J. 
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Put Xmas profits under 
your Christmas tree... 


FEATURE JACKSON 
WHEELBARROWS AND GARDEN CARTS 
FOR INCREASED OUT-OF-SEASON SALES! 


Here's an idea that is perfectly timed to let you take 


whe advantage of profit-packed holiday sales! This season, 
Mirae gift-wrap the Jackson line for bigger profits! Feature 
th gaily beribboned Jax Deluxe Home Barrows and 
ea) ; Jackson Garden Carts! Presents for the home 
‘ Up. move fast during the Christmas rush and what 
' VAS better gift for a home owner than a handy, well- 
. built Jackson item for his lawn or garden. 


The Christmas season this year promises to 
be bigger than ever. Sell the Jackson line as 
“Christmas gifts” and get your share 
of those Happy Holiday Profits. 








-. @o. 
4 44) —.. 
Be SERIE NTA 2 
’ = . 
0 SORE asd eeae 
WR SES rth y ? 


fe | SAM sat am Ae 
PRE os at 


We'll be glad to see you at our booth No. S-219 
at the National Hardware Show. 


Jackson 


MANUFACTURING COMPANY 
HARRISBURG, PENNSYLVANIA 


Oldest and largest wheelbarrow maker in America 
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TO PROFIT-CONSCIOUS DEALERS 
IN POWER LAWN MOWERS: 


YOU'LL PROFIT MORE WITH PINCOR. 


We can talk with justifiable pride about a lot of things 
we've done in recent months at PINCOR and a lot of 
things we've planned for early doing, but there's ONE 
BIG REASON dealers are turning to PINCOR and you'll 
find it's true: 


YOU'LL PROFIT MORE WITH PINCOR. 


If you're worried about the lack of profit you've been 
making on power lawn mowers, we invite you to write for 
details of the PPINCOR DIRECT-TO-DEALER PROGRAM. 
We'll show you a complete line of reel and rotary power 
lawn mowers—competitively priced quality products— 


and we're sure you'll agree: 


YOU'LL PROFIT MORE WITH PINCOR. 


PINCOR PRODUCTS 


PINCOR PRODUCTS are manufactured by PIONEER GEN-E-MOTOR CORPORATION 
5841 West Dickens Avenue, Chicago 39, Illinois, manufacturers of Power Lawn Mowers, Electric 


Portable Power Tools and Generating Plants 
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GARDEN BELLS *"™ 


arti $67 BIG FALL SALES 
ae BIG-CHRISTMAS SALES 
YEAR ’ROUND GIFT SALES 


It’s Big 
It’s Solid Brass 
It’s Beautifully 
Polished 
It’s Display 
Packaged 






























We believe that there is something almost irre- For Christmas 


WITH THIS sistible about a BIG polished brass bell! And *P*t'a" Sift Overwrop 
BELL this new Patio Garden Bell is a beauty that folks just won’t be able to 
leave behind. It’s a 6” Solid Brass bell, highly polished and lacquered. 
YOU CAN... Tongue is cast and has an easy rocker type pull Action, a slight pull 


on the rawhide lanyard produces a loud pleasing tone. 
® Make every outdoor meal ‘ ‘ . 

a festive occasion The Patio Garden Bell is mounted on a steel, genuine “Good Luck” 
© Call quests to patio area horseshoe bracket... finish on bracket is antique black satin. This bracket 
a is perfect for mounting on building, fireplace, patio, porch or tree. 
| a Bells are individually packed, fully assembled with bracket at- 

tached in attractive display cartons. Show it and you’ll SELL it! 
The A2360 Unit consists of 6 Patio Garden Bells (each in dis- 
play box) packed in a master pcccc--- aa aeaaaao=] 


© ‘Come and Get It’ Bell 
® ‘Chow Down" Bell 


© ‘Farm and Ranch” Bell 




















JOHN H. GRAHAM & CO., Inc., 105 Duone St., New York 8, N.Y. 


1 

s ; 
hipping carton I Please send me more information 
on the BEVIN PATIO GARDEN BELL 
- ee % he ae _ = ] NAME | 
i i 
| EVIN BROS.!™ 
| - I | 
| MANUFACTURING COMPANY, East Hampton, Conn. § 4908&5S-———__—_—_—_----------_ I 
| Sales Representatives MY JOBBER-IS__ ; - 
“Lh i 





nog zs sie 


30. 1954 
| 30 HARDWARE AGE, SEPTEMBER 30, 1954 65 




















Proved sellers with powerful gift appeal... 








Use ‘em to Boost 


YOUR 
CHRISTMAS 
SALES! 


‘Coleman 
“OUTING PALS’ 


PP As never before, Coleman’s fa- 
mous Folding Camp Stove, Flood- 
light Lantern and Folding Picnic 
Table will be favorite Christmas gifts 
for outdoor-loving families, camp- 
ers, vacationists, hunters, fishermen 
..-men and women. They are gifts 
the whole family enjoys the year 
’round. Get your share of this big 
business created by the enormous- 

ly expanding interest in outdoor 
living. Display the Outing Pals 
together, demonstrate ’em to- 
gether, and you'll sell ’em to- 
gether... for a three-way profit! 


aa AND TO HELP YOU SFit 















6 extra SP™ ° 
stools. oods, pati 938 
canned ferouinn 6 YDS 

ne 


NATIONALLY 
ADVERTISED 


in 


Table, complete - ‘Suen 


a tra 


FREE! ee) Folding stools e* 
ote 













‘ ; : a ny Kansas \ 
American Magazine, ~ pacnes og ssl BQ g _ = Soe oneal te Have More Fun OF | COL E M A N Faster 
LIFE and all the mith canting — = cole Cor cciaman ouisont COM \ 
. ail the cov out new over \ "1° ee . ’ ° 
hantieg Pn cee me yt coms oY Brilliant “Outing Pal” displays 
Outdoor Magazines - ease ting 2g i . 
g a cee designed to really stimulate 
n opetss—— SS al that urge to buy! Color, life, 
shana action...eight bhigh-visibility 


SPECIAL—The Finest Lantern of Its Kind Pieces--- including beautiful 


‘ i i i i isplay. 
Ever Made. Just in time for your Christmas trade life size girl motion d Sps) 
...the new Coleman “Professional” Model 202 Flood- Yours without extra cost... 


light Lantern! Rugged utility combined with deluxe i IS- 
styling. RUSTPROOF throughout. ASK YOUR ask about this BIG DIS 


WHOLESALER about this new, profitable model! PLAY DEAL! 


The Coleman Company, Inc., Wichita, Kansas 





9h 


Order from Your Wholesaler... Do It Today! 
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Most Mossberg dealers find December one of 


e e e 
porade—and tie in with Mossberg’s promo- o° ba . x ° * 
tion to clean out your stock by December 24th. 4 ; " 





Read how Mossberg assures you big business in December among 
America’s hunters, shooters and gun fans estimated to number over 20 million. 


Here’s What MOSSBERG Does Here’s What the DEALER Does 





Get Mossberg firearms in your Christ- 
mas windows—and displayed promi- 
nently in your store. Use this window 
streamer which we'll make available 


FREE. 







We run this Mossberg ad in 
December national mag- 
azines read by millions of 
sportsmen. 





It plants the idea of 
Mossberg firearms for 
Christmas—and offers a 
Christmas Catalog. 

















———e : , 
4 o. f. mos gone He we ra tie 1 
0000 wt ON ple 
. about a reat g | 
B send we Moenrt ‘ 
W Senter® \ 
V ame ein . Use this special mat for your own local 
\ — publication advertising—and include 
- 


this Mossberg envelope stuffer in your 
Christmas suggestion mailings. Both 
these will be made available FREE to 
Mossberg dealers. 







To the tens of thousands who answer the ad we 
send a Christmas Catalog showing the Mossberg 
line and saying BUY THEM AT YOUR DEALER’S. 





Literally millions would prefer sporting firearms for Christmas 
over any other gift. How can you miss! In recent years many 
dealers have volunteered the comment — “Works like a 
charm. Cleans us out of stock just at the end of the year.” 


0. F. MOSSBERG & SONS, INC. 
41609 St. John St., New Haven 5, Conn, 
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Silent Flash® 
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America’s Most Successful 


RUBBER TIRE SKATE! 


Noiseless! Shock Absorbing!  Outlasts Steel! 
Tell your young customers they’ll stay ahead 
when they roll on rubber. The amazing “Silent 
Flash” skates with magic ease and effortless 
speed. Special rubber tires make no noise.. . 
and are swell for indoor skating. Soft rubber 
pads protect ankles. 


FREE 
TRAFFIC STOPPING DISPLAY 


‘o 


i 


on, 
A 


<i 


Advertising to Help You Sell 


Beside constant use of local and national radio and tele- 
vision’ shows . .. CHICAGO skates are advertised in: 


e Parents’ " @ Boy’s Life 
@ Child Life @ Seventeen 
@ Ebony e@ Sport 


4443 West Lake Street © 


.e+ You Can Count On! 








g 66 CHICAGO» 


Roller Skate Company gs 
Chicago 24, Illinois \if- P| 







It’s a great feeling when you satisfy the gleam 
in a youngster’s eye. When you sell CHICAGO’s 
you can be sure you’re selling real value... 
while ringing up neat profits, too. Look at CHI- 
CAGO’s strength and quality. Even youngsters 
can tell CHICAGO’s superiority at a glance. 


The Famous “Flying Scout” with 
Triple Tread Longer Mileage Wheels 


rye ont 


Here’s a rugged beauty 
that adds extra miles of 
skating fun. Built with 
famous triple-tread 
wheels. Faster spinning 
wheels due fo flywheel 
action produced by extra 
weight on rims. 


Model No, 101 


A super quality skate 
for rough-riding hockey 
skaters. Solid steel 
wheels are mounted on 
twin row high speed 
bearings. 


Model No. 173 


Best low price skate on 
market. A lighter copy of 
the #101 “Flying Scout.” 
Has all CHICAGO’s ex- 
clusive features. 


Model No. 130 
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"TX-50” 
Du Pont 
cot Limp 


SHI. 


“341 Monofilament 








=z | The greatest value 


with 































read . 
“ee 1 ever offered in monofilament fishing lines! 
extra z 5 0 = 
skate 
ockey : 
sa Retail per Dealer Net Cost} 
seed Test Nee ye. gpocl Per Dor. 
4 49 $3.53 
6 59 4.25 
ec 69 4.97 
te 10 79 5.69 
out.” 12 89 6.41 
a 15 ‘99 7.13 COLOR: Aqua = 
20 1.19 8.57 TESTS: As shown 
25 1.49 10.73 PUT-UP: 100 yord specls, ene deren connected 
30 1.99 14.33 
_ 40 2.49 17.93 SEE YOUR JOBBER 
ik | SOLD THROUGH ARE! “TX-50" is processed by the 
all E> = ge 5 ee he, SUNSET LINE & TWINE CO. 


Factories Petaluma, Calif. — Florence, Ala. 
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“Indispensable asset 
in our business” 


writes KNOX PITTS, hardware dealer 
of Shelbyville, Tennessee, about the 7 4 






Sold himself at quitting time: Late one afternoon 
Mr. Pitts walked into the Nashville Friden dis- 
play room...was shown by a mechanic how the 
Friden performs more steps in figure-work with- 
out operator decisions than any other calculating 
machine... bought the Friden and took it home. 
Your nearby Friden Man will gladly bring a 
Friden fully automatic Calculator to your place 


of business for demonstration if you call him. 





Working with her husband is Mrs. Mildred Pitts; she 
finds that all phases of bookkeeping involved in the store 
operation are simplified by Friden figure-thinking 


70 









rriden 


The Thinking Machine 


of American Business 








“The figuring involved in buying, 
pricing, and selling hardware is probably as 
complicated as that of any merchandising op- 
eration. We are delighted to have a machine 
which by the simplest steps immediately gives 
us totals which would take much longer to 


secure by other methods.” 


eee 


Discounts on items which Pitts Hardware handles 
vary from list plus 25-10-10-5 to discounts of base 
less 83-5-5-5. By combining the chain discount on one 
category of items into one discount which is locked 
on the Friden with the Keyboard Lock, Pitts deter- 
mines the actual cost of a series of items within a 
very few minutes. Then, repeating this procedure 
with his desired percentage of profit, he finds it a 
simple procedure to check each invoice as it arrives 
so that his employees may check and mark mer- 
chandise accurately. 

In addition, ef course, Mr. Pitts does such chores 
with his Friden as inventorying $8000 worth of mer- 
chandise (one type of stock) in a few hours, all fig- 
ures and totals complete. Did you know Friden sales, 
instruction and service are available throughout the 
U.S. and the world? FRIDEN CALCULATING MACHINE 
co., INC., San Leandro, California. 
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You never lose a sale— 


when you 


It's a tape line that’s well-known—containing a tape for every 
job of splicing or insulating —made by one of the largest 
manufacturers of cables and tapes. United States Rubber 
Company’s tapes are well-known because: 
1. They are advertised continuously to your customers 
in all the important trade and industrial magazines. 
2. Sales promotion aids point out constantly the per- 
formance and durability of “U.S.” Tapes. 
3. “U. S.” Tapes are so widely known and so widely 








SECURITY 
FRICTION TAPE 


United States Rudder Company 
. . 

































U.S. Security Rubber Tape 


For electrical work. Handles easily and fuses 
without heat. An unvulcanized rubber splic- 
ing compound; Security has high tensile 
strength, stretch, tackiness, high dielectric 
strength. 

Also in a specification grade—U. S. Holdtite 
—exceeds A.S.T.M. Specifications. 








UNITED STATES 
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RUBBER 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N, Y. 


ee [ ¥ 99 7 | 5 | 
‘ " s ‘ h ’ 
la V¢ ‘we APCs 
used that they are the tapes that are wanted—be- 
cause users have found them superior. 
4. Dealers like the quick supply system of “U.S.”— 
25 strategically located District Sales Offices. You 
get fast replacement of stock. 


You can’t miss out on a sale when you stock the “U. S.” Line. 
Remember, there’s a tape for every splicing or insulating job. 
It’s the best way to meet the job requirements of your trade-- 
and that means Sales. Stock up now through your jobbe= 


U.S. Security® Friction Tape 


A long-time favorite for electrical and general 
purpose jobs. Strong, tacky tape that grips 
and stays on. High tensile strength. Straight- 
tearing, non-ravelling. Also in specification 
grade—U.S. Holdtite®—exceeds A.S.T.M. 
Specifications. 























U.S. Royalastic Plastic Tape 


Makes a thin splice that leaves wiring neat and un- 
cluttered. Does the work of both rubber and friction 
tape on many jobs. Complete mechanical, elec- 
trical protection. Good tensile strength and high 
resistance to abrasion 
and to water, oils, acids, 
alkalies, corrosive chem- 
icals. Good stretch and 
adhesion. Easy to handle. 
Appr. by Underwriters’ 
Laboratories, Inc. 
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Only Reynolds Do-It-Yourself Dealers can of- 
fer profitable aluminum storm sash sections like 
this to the giant do-it-yourself market. Easy-to- 
make storm sash fill a real customer need, a 
chance to build their own light, durable alumi 
num storm sash at big savings. Every home 
owner is a top prospect, this Fall, for Reynolds 
Do-It-Yourself Aluminum Storm Sash. And ev- 
ery sale you make is a big ticket sale on both the 
frame materials and glass. 





Make Do-It-Yourself Storm Sash Sections 
Traffic Builders Now 


Promote Reynolds Do-It-Yourself Aluminum 
Storm Sash throughout the Fall season. Make 
this sash promotion pay off for your whole store 
by bringing more customers in. Feature Rey- 
nolds Do-It-Yourself Aluminum Storm Sash 





You ring up sales 8 to 12 times 
| bigger than average— 


With Reynolds 
Do-It-Y ourself 
Aluminum Storm Sash! 










72 


UT TOUMSLL 


Sa ..z-«When You Feature Reynolds 





You make quantity sales of Reynolds Do-It- 

Yourself Aluminum Storm sections 

fasteners and other hardware. At about $5.00 

per window your order for aluminum alone 
1s $50.00 for the 


pt make big glass sales, too. 


Storm sash on Fall your biggest Reynolds Do-It-Yourself Season! 





for new homes, replacement and home improve- 
ment projects. 


Build Overall Reynolds 
Do-It-Yourself Aluminum Sales 


Storm sash sections will build your sales of all 
Reynolds Do-It-Yourself Aluminum. Custom- 
ers learn from making their own storm sash how 
easy and pleasant working with this material 
is...and you sell more Do-It-Yourself Alumi- 
num n for hundreds of household and hobby pur- 
poses ... make dozens of new customers. 

A complete merchandising package and full 
advertising support including magazines, TV 
and Farm Radio help you land your big share 
of increased storm sash business. Put special 
rack signs, window streamers and dealer ads to 
work right now on your own Reynolds Do- It- 
Yourself Storm Sash promotion. ~ 


WRITE TO: / 

REYNOLDS DO-IT-YOURSELF ALUMINUM —/())-/T-YOURSELF"| 

2498 S. Third Street, Louisville 1, Ky. | J 
\ = 


*T. M. REYNOLDS METALS COMPANY = ’ 





plus sale—a sale you can 
Ser rer eneee Do-It-¥: 


average 6 room house. And Aluminum 


| lt 


REYNOLDS DO-IT-YOURSELF’ ALUMINUM 
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Every Reynolds Do-It -Yourse | 
pr tad. Boy pose! sash sale 
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SAS LUM! 


sias| 20-IT-YOURSELF’ aluminum Storm Sash! 





































, Reynolds Do-It-Yourself Top WV Pe omotion 
son! Aluminum Advertising... Farm Radio 
in These Leading H Ow 
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thacheniea, Modhontx Blosrened, eS bomveur 
Family Handyman, N — ond eng —. ed ese 
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Envelope Stuffer 
for your mailings 


Powerful Dealer 
Tie-In Mats 








For a Prominent Traffic Spot... 


+8 Tubes + rods + bars + a wide variety of sheet designs 
‘angles * fasteners * screen and storm sash sections 
. window hardware * Reynolon plastic film + trim strip 


Novel, Eye-Catching 
Over Wire Signs 


MARE YOUR OWN STORM SASH 








Heynolds DO-IT-YOURSELF Alcminum 


/ U M Traffic Building Window Streamer 
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The metal casement operator 
specially designed 

for profitable 

replacement sales 


With this one operator you could replace 95% of all the 
metal casement operators now in service. There are, of 
course, millions. Many will need replacement this year. 
And that means an important profit opportunity 
for you. 


The Getty No. 4706-H Operator for metal casements 
comes packaged with full, easy-to-follow instructions 
for the homeowner. It’s strong, well built. It’s attrac- 
tively priced. Think of the number of homes in your 
area with metal casements, and you’ll see why this can 
be a profitable item to stock. 


Remember—Getty is the leading line in the field. More 
casement windows have Getty Operators than all other 
makes combined. 


So see your hardware wholesaler about Getty No. 
4706-H, or write us direct now. 





3348 NORTH 10TH STREET - PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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To determine whether the No. 4706-H can be used 
to replace another operator, measure the distance 
from center to cefer of the screw holes in the old 
operator and check the measurements on the draw. 
ings below or in the Getty catalog. Arm length of 
old operator must be 8'’ to 9’’ (measured from 
center of pivot to center of arm button). 


&— 











v 


y Type 3 Type 4 
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If operator to be replaced is Type 1 or 4, 
attach screws in the screw holes as indicated. 
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If the operator being replaced is Type 1 with an 8” arm, attach 
screws as illustrated. Force dummy screws into extra holes. 











If the operator being replaced is Type 2, insert screws 
as illustrated. Force dummy screws into extra holes. 
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If the operator being replaced is Type 3, insert screws 
as illustrated. Force dummy screws into extra holes. 
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There's always 2 profit for you 
with these EAGLES! 






EAGLE EVER-HANDY RED TOPS 


These famous self-service assortments, 
“Ever-Handy” Kromite Wood Screws .. . 
“Ever-Handy” Brass Wood Screws . . . “Ever-Handy” 
Stove Bolts . . . “Ever-Handy” Sheet Metal and 
Machine Screws are piling up fastener 
profits wherever they are displayed. 
















EAGLE “INSTALL IT-YOURSELF"” 
NIGHT. LATCH WITH DISPLAY PACKAGE 


Sleek, ultra-modern night latch 

line is designed to help you 
tap the unlimited sales in today’s 
do-it-yourself-market. 





















EAGLE SALES BUILDER’ 
COLORFUL WALL DISPLAY 


Eye-catching, 4-color swinging all metal display only 13” long 
and 7” wide. Takes only one running inch of wall space. FREE... 
with initial order of 18 padlocks, 3 each of 6 best sellers. 
Padlocks are fully displayed from all angles. 


Keep Eagle Sales Coming Your Way | 




















ORDER TODAY FROM YOUR JOBBER OR WRITE DIRECT TO 


The EAGLE LOCK COMPANY 


Subsidiary of Bowser, Inc. 


TERRYVILLE, CONNECTICUT 
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American Brand’ 
PURE MANILA ROPE 
Packaged and Pre-measwred 


Filling orders for rope takes no time at all when you 
handle “American Brand” pre-measured rope. Red 
surface markers spaced every five feet enable you to 
quickly pull out any desired length of rope without 
laborious measuring. 

Sturdy cartons protect your rope stock and keep it 
clean until sold. The carton opening provides proper 
starting of rope to avoid kinks. Additional punch-out 
“plugs” enable you to see how much rope remains 
in the carton. 
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Packaged and Pre-measured fo conserve your sales time 














The following sizes of “American Brand” Manila 
Rope are packaged and pre-measured for your con- 
venience: 

1200 ft. coils—1/4”, 5/16”, 3/8” and 1/2” dias. 

600 ft. coils—5/8” and 3/4” dias. 
Order the sizes you need through your regular sup- 
plier or write for name of nearest “American Brand” 
rope distributor. 


* 7 
American Manufacturing Company 
Brooklyn 22, N. Y. 
Rope (Manila, Sisal, Jute, Nylon, Polyethylene, *Dacron, Saran, 
Glass) , Twine, Oakum, Packing, Baler Twine and Electrical Yarns. 
(* DuPont —Trade Mark) 
Branch Factories: 


St. Louis Cordage Mills, St. Louis 4, Mo. 


Sales Offices: Boston, Chicago, Houston, Les Angeles, New Orleans, Phila 
jelphia, Pittsburgh, San Francisco. 
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How many Christmas dollars slip 
past your store, without stopping in? 
How can you capture a larger share 

of this extra volume? 

The answer is in advance, store-wide 
planning. Here is a simple 
explanation of how to start planning 
for Christmas profits. 
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How Holiday Dolan 


The lack of advance store-wide planning will cost the 
independent hardware dealer as much as $125,000,000 
in lost sales during the coming Christmas season. 

That’s tne amount of additional business that could 
be done by hardware stores in the major lines they 
carry, but which will be done by other outlets who 
aggressively promote those lines. 

Can the independent hardware dealer recover at least 
a share of this lost business? Yes, he can, authorities 
are convinced, if he will take a few simple steps toward 
improving his merchandising practices. 

First of all, he must take time to reappraise his 
store operations. Has he kept pace with changes that 
have occurred in all businesses in the past decade? 
Merchandising today is ditferent than it was 10 or 
20 years ago. 

‘ne second step a dealer must take is to convince 
himself that no one can help meet his competition but 
himself. It is a safe bet that no laws are going to be 
passed to outiaw his normal competition. His success 
or tailure will depend on his own efforts. 

Next, he must understand that the independent hard- 
ware dealer is not fading out of the picture. Some of 
tne competition would like us to believe that, but the 
tact is that there is a very definite and profitable place 
in the national retailing picture for a modern, well run 
hardware store. 

The next step a dealer must take is to discard any 
notion that the chain stores or supers have a secret 
formula for their success. The chain methods are 
well known; they are not mysterious. Their chief 
advantage is that they do an outstanding job of plan- 
ning, from buying to the final sale to the consumer. 

Another important point to be recognized by inde- 
pendent hardware dealers is that the bulk of the busi- 
ness that has been lost to other outlets has not been 
due to price. The losses have been largely steady day- 
to-day losses in bread and butter items, in impulse items 
sold by competition by virtue of their higher traffic, 
better promotion and display. 

The last, and most important step in this reappraisal, 
is to develop a plan, an integrated plan for the Christmas 
holidays that covers the entire store and which tells 
you what you are going to do, how you are going to 
do it, and when you are going to do it. Without a store 
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(now trom Store-Wide Planning 


wide plan that takes into account all the elements of a 
successful merchandising effort, a store is like a ship 
without a rudder. 

Such a pian, to be successful, must be store-wide; it 
must be complete; it must be followed. 

Careful, advance planning is the keystone of a chain 
store operation. All the elements of their operation 
irom week to week and month to month are tied to- 
gether and written down. Right now, for example, 
most chain store managers have in their hands detailed 
plans for the Christmas holidays; what they will do, 
when and how. 

How can a hardware dealer find time to sit down 
and work out a plan, when he is kept busy 18 hours a 
day just keeping the store running? It’s not easy. 
But you may be facing the choice of taking time to 
do some constructive planning, or continue to watch 
your business slowly drift away. If you, as the store 
wner, don’t take the time to do some planning, you 
may be sure no one else will. Planned merchandising is 
solely your responsibility. 

Setting up a plan is not an impossible task. Many 
stores are already doing it. They have learned the 
tard way that this is essential for success. 

No two stores face the identical competition. This 
makes it impossible to recommend in detail a type of 
jlan that will fit all stores. 

But it is possible to draw from the experience of 
ther dealers and from the experience of some of the 
chains and present the basic elements of a plan for 
ling a more aggressive merchandising job this 
thristmas. That is what this 1954 HA Christmas 
lerchandising Guide does. It gives you the basis for 
4 store-wide plan; it tells you what are the most im- 
portant elements in your planning, and why. You can 
lake these recommendations and adapt them to your 
specific needs. 

The recommendations made in the Plan for Profits 
in the following pages have been reviewed by mer- 
thandising authorities who know the practical problems 
faced by hardware dealers. They agree it can be used 
profitably by almost any hardware store. 

Any Christmas selling plan, to be successful, must, 
irst, be store-wide and, secondly, it must be put into 
fect early. The*time to line-up your Christmas pro- 
fram is right now. 
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The Christmas selling season is generally considered 
to start immediately after the Thanksgiving holidays, 
but in actual practice it starts in early November. 
Many stores start their Lay-Away programs in Octobe 
or late November. 

The two months of November and December normally 
account for 20 pct of the year’s business. This year 
the retail hardware trade should do better than 
$500,000,000, or a half billion dollars, in those two 
months. 

A volume of sales of that magnitude deserves care- 
ful and early planning. 

The importance of an early start in setting up you 
Christmas selling program cannot be overemphasized. 
A promotional program for the Christmas season will 
call for the featuring of certain toy or gift items. 

To make such a promotion effective, you will no 
doubt be advertising it; you will be using store and 
window cards or trims; you will want to have ade- 
quate stock on hand when the promotion breaks; you 
will want to be certain that your salespeople know all 
about the item. 

It takes time to cover all these steps; to write fo 
the mats, to layout the ads, to hold the store meeting. 
etc. If you don’t start early, you'll find yourself run- 
ning out of the time needed to de a good job, and the 
promotion will not pay off as well as it could. 

The pages following in this HA Christmas Mer- 
chandising Guide give you a basic outline of a plan for 
more profits. Use these ideas as a starting place for 
developing a plan for your own store. 

If the prospect of sitting down and drawing up a 
plan frightens you, or seems like too much work, just 


remember that it’s your future that is concerned. No 
one else is going to worry about it for you. There is 
no law that says you must draw up a plan. But it is 


also true that there is no law that says a customer 
must buy from you. 

Experience in thousands of retail stores has demon- 
strated that in periods of hard selling, profits are never 
accidental. They are always the result of careful 
planning. 

If you want to get the most out of the approaching 
Christmas holidays you’ll make a good investment by 
reading the following pages carefully and starting your 
planning, now. 
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et Your Sales Goal 


Step 1— Fix realistic weekly sales quotas 


Step 2— Base advertising plan on these quotas 
Step 3—Gear promotion to local conditions 


A vital step in planning for a bigger Christmas 
season volume is to set a definite goal—just what you 
think you can and will do in the next few months. 

Work out the specific details of this goal on paper. 
Set down the quotas you must meet, week-to-week, 
as you move into the Christmas season. 

Closely watched, this plan will show you the prog- 
ress you’re making in reaching your goal. 

If your entire staff is fully informed of the plan 
you have set for the Christmas season and everyone 
is properly imbued with the thought of working as a 
team member, you are certain to have a more satis- 
factory Christmas business than you’ve ever enjoyed. 

In order to enlist the wholehearted support of all 
your employees, take them into your confidence and 
let them know exactly what the plan is, and what 
quotas have been set for each month and week. 

The preparation of your own Christmas Sales Con- 
trol Chart, similar to the one shown on these pages, 
is a simple procedure. 

Chart I is a form that can be adapted for use in 
your own store. 
you have a large staff or only a couple of employees. 

For the sake of simplicity we have filled in the spaces 
in Col. A of Chart I with the weekly sales figures for 
a hypothetical store that did an even $100,000 in sales 
in 1953. 

To get started on your Christmas sales control chart 
simply rule off a sheet of paper like Chart I. In 
Column A of your chart substitute your own sales 
figures for the comparable weeks of 1953. 

After entering in Col. A the weekly sales of our 
hypothetical hardware store, we made another row, 
Col. B, in which we had our dealer set down his weekly 
sales quota for 1954. In this case (again for the sake 
of simplicity), we had our dealer use a 10 pct sales 
increase as his goal for the year. 

After carefully studying all the factors you may 
decide that a 10 pct gain is too high—or possibly too 
low—for you to shoot for. After you have carefully 
considered the matter, multiply each of your weekly 
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It will work equally well, whether’ 


sales totals for 1953 by the percentage of increase 
you’ve decided on and enter these figures in Col. B of 
your chart. 

We've left Col. C blank in Chart I. That’s where 
actual sales should be entered after each week. Thus, 
week by week, a comparison can be made with the like 
week of last year. At the same time it is possible to 
check to see whether the sale goals are being met 
each week. 

Thus far we’ve only set down on paper our per- 
formance last year and our goals for this year. Now 
let’s consider one of the most important tools we have 
for implementing our Christmas sales improvement 
program for this year. That is advertising. 

The old precept, “it pays to advertise” is no truer 
than another—“you must spend money to make 
money,” so now let’s consider the matter of an ad- 
vertising budget for the Christmas season. 


Set A Generous Ad Budget 


Retail advertising too frequently is handled in a 
casual, offhand fashion. Consequently it does not get 
the proper planning that such a vital sales tool de 
serves. No successful business can long operate profit- 
ably these days in such a manner. 

Advertising should be just 2 
operating expense as yo 
light bill, or your taxes. 

The very least you shoyld 
1.5 pet of gross sales—y Sosy 
practically all really sut@ss q{ 
propriate at least 3 pct. 

Since you’re now concerned the Christmas sell- 
ing season, and since hardware stores nationally do 
20 pet—or one-fifth—of their year’s business in the 
last two months (see Chart II), it’s important that 
you be a little more liberal in setting up your ad bud- 
get for these months. 

In Col. D of Chart I we’ve set down weekly advertis- 
ing appropriations for the store that did $100,000 gross 
last year. 
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HOW TO SET YOUR SALES GOAL 





continued 
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Since we’ve figured on making a more intensive 
promotional effort in order to increase Christmas trade, 
we’ve computed our advertising budget on the 1954 
sales quotas (Col. B) rather than on the store’s 1953 
sales. This gives us slightly better than 2 pct of gross 
for the advertising appropriation. 

The sales quotas for the 13 weeks shown in Chart I 
total $33,351. Multiplying this by 2 pct we see that 
the store in this example should spend at least $667 
for advertising. 

You will note that we’ve included the week ending 
Jan. 1, 1955, in our chart. That’s so you don’t lose 
sight of the post-Christmas business that can be done 
with a toy and gift clearance sale. Sporting goods 
should, of course, be plugged in post-Christmas ads. 
Likewise copy should be slanted to capture the cash 
gifts which many of your customers will receive on 
Dec. 25. 

In our example we've arbitrarily made the weekly 
ad appropriations heavier than 2 pct of our 1953 sales 
quotas in order to build up our Christmas trade. 
We’ve taken into consideration special promotional 
efforts we will want to make, such as the opening of a 
toy department, a heavy consumer mailing or a store 
demonstration. 

In like manner, you should fill in Col. D in your 
chart, in order that you will have a set guide for your 
advertising program. 

After listing your weekly ad appropriations re- 
check them closely against the calendar and your own 








CHART I 








store’s Christmas merchandising program (see page 
84) to make sure that the sum for each week is tailored 
to accommodate your special sales, local shopping 
events, holidays and consumer mailings. 

Don’t overlook the fact that your advertising ap- 
propriation may be spread pretty thin at times. For, 
besides newspaper advertising, you may want to buy 
radio time, display materials, consumer circulars, make 
special exhibits or have demonstrations. These ad 
allotments must also suffice for direct mail, telephone 
classified directory advertising and sundry other items. 


Prorate Cost of Catalogs 


This year, as never before, hardware retailers are 
taking advantage of Christmas gift and toy consumer 
catalogs which many wholesalers and others are mak- 
ing available at low cost. 

If you will be using such mailing pieces, pro rate 
the cost of these over the whole Christmas selling 
season rather than charge the total cost to the week 
in which the mailing is made. 

If you were setting up an advertising budget for 
the year, rather than the three-month period we are 
now considering, you know it would be the height of 
folly to spend your advertising appropriation in 12 
equal monthly amounts. You know that monthly sales 
just aren’t made in equal amounts. 

That’s why we urge that you consider most care- 
fully the timing of your advertising, in setting up 





WHEN RETAIL SALES ARE MADE 
Per Cent 


Including newspaper advertising linage by department stores in 52 cities 


Hardware Stores 6.5 
Department Stores 


Dept. Store Linage* 





JAN, FEB. MAR. APR. MAY JUNE JULY AUG, SEPT. OCT. NOV. DEC. 


64.° 7.5 84 90 87. 82 


68 61 7.7 78 84 80 65 76.82 92 95 142 


69 71 87 90 89 78 62 7.5 87 94 100 98 


Sources: Hardware and Department Store Sales, Dept. of Commerce; advertising lineage, Media Records, Inc. 


83 84 91 86 10.9 
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your budget of weekly promotional appropriations. 

If you can afford the services of an advertising man, 
or an agency, let them know as soon as possible just 
how much they will have available during the coming 
season. Better still, have them sit down with you and 
figure when, and how, you should spend most of your 
advertising dollars. 

If you will check with the advertising manager of 
your local newspaper, with your bank, or the local 
Chamber of Commerce, you will be able to get a pretty 
accurate break-down on retail sales, by weeks, during 
the Christmas selling season. 

Forget the old idea that the Christmas selling season 
does not get underway until the day after Thanks- 
giving. If you wait until then to start any of your 
Christmas promotional work, the smarter merchan- 
disers of the town, and neighboring towns, will al- 
ready have had the jump on you. 

By October you should already have begun plugging 
lay-aways. 

If you plan to sell power tools, power mowers or 
major appliances as Christmas gifts, plan your store 
demonstrations or other exhibits early so as to stimu- 
late interest well in advance of the Christmas season. 

Check with your local savings banks to learn when 
Christmas Club checks will be distributed and then 
plan your advertising so that you get first crack at 
those extra Christmas dollars. 

Don’t overlook the post-holiday season when many 
of your customers will have gift cash to spend. Have 
a good ad, filled with bargain values, ready to run on 
Dec, 27. 


Spend Ad Dollars Wisely 


There are no records, unfortunately, on when hard- 
ware stores spend their advertising dollars. We do 
have, however, a pretty good gauge on when Christ- 
mas advertising is done at the local level in the figures 
on newspaper linage of department stores. 

Department stores certainly have been most con- 
scious of the importance of advertising, and it’s their 
business to know just when it’s most advantageous to 
spend their ad dollars. Their experience should serve 
as a pretty good guide for you. 

Chart II, “When Retail Sales Are Made,” shows the 
percentage of ad linage of department stores for each 
month in 52 major cities. 

This same chart shows that department stores do 
almost exactly one-third of their year’s volume in the 
last three months. While the advertising index shows 
that the department stores in the 52 major markets 
spent only slightly more than 29 pct of their news- 
paper advertising money in the same three-month 
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period, it should be noted that this index relates 
only to newspaper display advertising. 

Therefore, it’s safe to assume that the money de- 
partment stores spent on direct mail, and on all other 
forms of advertising would boost their total adver- 
tising expenditures in the last quarter of the year to 
more than one-third of their year’s ad budget. 

Suppose that the hardware dealer who grossed 
$100,000 last year decided he would spend 2 pct of his 
1953 gross to advertise and promote this year. 

If he followed the lead of his department store com- 
petition and decided to spend one-third of his total 
year’s ad budget between October and December he 
would have only $666 to spend. 

This is a small amount to cover all of this store’s 
advertising and promotional activities, for three 
months, especially if it includes the cost of blanketing 
his market area with attractive consumer gift catalogs. 

In reality what you are doing with your advertising 
dollars is buying store traffic. 

Once you’ve decided how much you can practically 
afford to spend on advertising and promotion it’s time 
to devote your attention to the timing of your mer- 
chandising program for the Christmas season, and 
this is discussed on the following pages. 


Consider An Incentive Plan 


If you have enough employees to make it feasible, 
you may want to include an incentive plan in your 
holiday promotion program. 

The rewards need not be great, for, whatever they 
are, you’re sure to find that the plan will heighten the 
interest of your employees as-it has in so many hard- 
ware stores that have tried them either on a temporary 
or permanent basis. 

If you’re interested, work out a plan that will en- 
gender the best efforts of every member of the staff. 
Even the part-time employees can be made eligible for 
benefits—on a sliding scale, of course. 

Put the incentive plan into operation in October so 
that you can polish off any rough spots which may 
develop before you reach the height of the holiday 
season. 

You’ll probably get better results if you have all 
employees benefit by beating your sales quotas rather 
than if you set individual quotas for them. This will 
promote team spirit; minimize bickering and cus- 
tomer stealing. 

Your incentive plan may include special benefits for 
the greatest number of lay-away sales, or extra points 
for higher-priced merchandise sales, 

Make your goals realistic and attainable. Remem- 
ber, if they win, you can’t lose. 
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You can make many extra sales this Christmas by careful training 


of your part-time help to support your regular selling organization 


How good are your salespeople? 
Is it their fault, or yours, if they 
fail to keep your store in top sell- 
ing form during the busy Christ- 
mas shopping season? 

One of the chief volume losses 
at Christmas stems from the in- 
ability of sales clerks to handle 
peak traffic loads, or to use related 
selling techniques to develop extra 
holiday profits. 

One method for cutting down 
walk-outs during peak traftic loads 
is to establish some form of self 
service. A second method is to 
hire extra, part-time help to re- 
lieve the strain during the holiday 
rush, 

Such part-time help, if properly 
trained, can relieve your regular 
salespeople of many of their non- 
selling duties. They can also be 
trained to sell feature holiday 
lines that draw extra Christmas 
traffic. 

Part-time help also enables you 
to readjust the activities and 
hours of your regular saleg clerks; 
to use their experience in the more 
critical selling areas. They can 
concentrate on those high priced 
lines where product information 
or demonstration is necessaty; 
where related selling is necessary in 
order to develop higher unit sales. 

It depends on how well you train 
them. Here are some suggestions. 
Whether yours is a large store, or 
a small store, these sales training 
rules will help you improve the 
salesmanship of your part-time 
help. 


86 


HOW DO YOU OBTAIN 
PART-TIME SALES HELP? 


Contact your local high school 
principal. This is a valuable source 
for getting young people looking 
for extra money. The principal 
will be able to recommend stu- 
dents of good habits, character, 
and inteliigence; shop students for 
your power tool department; home 
economics students for your house- 
wares and gifts. 

Try to get teachers for evenings 
and Saturdays. Here again, those 
teaching special classes, such as 
shop, can be used in special de- 
partments as power tools, etc. 

Another source is through your 
own employees. Ask them to rec- 
ommend friends. No employee 
would recommend a friend who is 
not reliable nor trustworthy lest 
it reflect upon himself. 

Check with your fellow mer- 
chants and your local Chamber of 
Commerce. In their own efforts to 
get extra help, your merchant- 
neighbors may have the names of 
more good people that they can 
use. 

Finally, there is the classified 
section of your newspaper. When 
advertising, do not overlook older 
people, who though pensioned and 
retired may be anxious to earn ex- 
tra money. Older people can also 
draw on their previous skills 
which you can use to advantage. 
They will also have stability. 

But wherever you get your peo- 
ple, call on your local Credit Bu- 
reau as a means of checking their 


characters. The Bureau should be 
able to provide a great deal of in- 
formation on indebtedness, previ- 
ous work record, ownership and 
social habits. 


HANDLING THE INTERVIEW 


Do your interviewing in an at- 
mosphere of privacy; in your office 
if you have one. Put the inter- 
view on a friendly basis so that 
the applicant will be at his ease 
and you can draw him out freely. 

Observe his poise, manner of ex- 
pression, use of language. Would 
he inspire a customer’s confi- 
dence? 

Chat about his social activities. 
Does he belong to clubs? That will 
tell you if he’s a good mixer, one 
who can get along with people. 

What are his hobbies? This will 
disclose special interests or skills 
that you can turn to good advan- 
tage. If he’s a sports enthusiast, 
he’s a candidate for your Christ- 
mas sporting goods department. 

You will want to view as many 
applicants as possible so that you 
can take your pick. Space inter- 
views so that you can give each 
sufficient time to gather enough 
facts on which to make sound judg- 
ments, and so as not to interfere 
with normal business activities. 

Discuss the job thoroughly with 
each applicant, carefully detailing 
what you expect of him. If you 
can, mimeograph a “Job Facts” 
information sheet which you can 
give each interviewee. It will 
avoid on-the-job complaints later. 
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A selling fundamental is prod- 
uct knowledge. Take time to point 
out to part-time help all 

selling features of merchandise. 


FACTS EMPLOYEES SHOULD 
KNOW ABOUT THEIR JOBS 


Use the following suggestions 
as a “Job Fact” list so that there 
can be no misunderstanding on the 
part of the new employee as to 
what you expect him to do. Make 
the list as complete as your crgan- 
ization requires. 

Detail your store policies and 
operating procedures. Establish 


rules for dress and conduct while 
on duty. Explain thoroughly how 
all sorts of sales transactions are 
handled, and what the duties are. 

You, as the store owner or man- 
ager, must observe the same rules, 
and in fact set the example. 


What about conduct on the 
floor? Consider smoking and gum 
chewing. Both are offensive to 
some people. But you must be rea- 





sonable about this. It may be nec- 
essary to permit heavy smokers to 
chew gum if you require them to 
eliminate smoking on the job. 

Establish rules for making and 
receiving persona] telephone calls. 
And what about social visits from 
friends, or long, unnecessary con- 
versation with customers? 

Be definite about salary; how 
and when it is to be paid. Make 


4% YOUR EMPLOYEE TRAINING CHECK LIST 


Be certain your Christmas “extras” 
know their jobs. Use this list when 
you tell them the facts about your 
store, checking off each item as you 
explain it. It will save trouble and 
confusion on the job. 





STORE POLICIES 

[] Wage rates 

] Working hours 

Over-time hours and pay 
Benefits and buying privileges 
How to operate cash register 
How to make change 

How te write sales slips 
Handling charges, lay-aways 
Handling returns and refunds 
How to handle deliveries 

How to plain wrap, gift wrap 
Reporting pilferage suspects 
Reporting shorts and low stocks 
How to stock displays 

How to price merchandise 
Signing displays 

Keep displays priced, neat, or- 
derly 

(_] How to make sales presentations 
(] Encouraging related buying 

) How to sell up 


J 
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[} Suggest substitute merchandise 
] Handling customer complaints 


APPEARANCE 


[] Suitable clothes 

(1 Grooming 

[] Men ciean-shaven daily 

(_] Use cosmetics consérvatively 
[] Shoes shined 

(_] Fingernails clean 


CONDUCT 

~] Smoking or gum chewing 

"] Personal telephone calls 

~] Social visits from friends 

"} Visiting with fellow workers on the 
job 

(] Chatting with customers 

(-] Lounging on counters 

[] Courteous forms of address 

C) Taking over-long rest periods 

[) Calling in when late or ill 











PART-TIME HELP 


continued 





sure that working hours are un- 
derstood; whether there is to be 
any over-time for part-time em- 
ployees. Tel] them about rest pe- 
riods, when and how long. 

Require the employee to call in 
when late or ill. Is he to lose pay 
when absent due to illness? To 
whom does the employee report 
when checking in or leavirg the 
floor for any reason other than 
business? 

Be thorough in explaining pro- 
cedures. Prevent cash losses by 
showing the new employee how to 
handle the cash register; how to 
make change. 

What about deliveries? You can 
save needless expense by making 
sure that when the purchase is 
small, the clerk asks, “Will you 
take it?” If he asks, “Shall we de- 
liver it?” the answer most likely 
will be “Yes.” 

Does the new employee under- 
stand he must be on the look-out 
for shop-lifters? Does he know 
that he should report shop-lifters 
or suspects to the management and 
not accuse nor apprehend them di- 
rectly? 

Be explicit on how to write sales 
tickets, returns and credits. II- 
legibility or incorrectly written 
tickets can result in customer com- 
plaints or money losses. 

The part-time employee will have 
to know your procedure for han- 


dling charges, law-aways, and 
other credit plans; will-calls and 
mail-outs. 

If you don’t have a separate gift 
wrapping desk, he will have to 
know how to gift wrap. 

Explain that the job will entail 
more than just working behind the 
counter. There are things to do 
like reporting and replenishing 
low stock or outs; receiving and 
putting away new merchandise, 
and pricing it. 

If yeu make all of those details 
clearly understood, you’ll have a 
more smoothly operating sales or- 
ganization during the Christmas 
season. Don’t leave anything to 
chance. Mistakes are costly, and 
you won’t have the time to correct 
faults when holiday selling goes 
into full swing. Put all of the 
foregoing in black and white. It 
is more impressive that way. 


HOW TO HANDLE THE 
FIRST DAY ON THE JOB 
The ideal conditions for you and 
your part-time employees would be 
to start them off slowly and as 
much ahead of the actual holiday 
selling season as possible. Thus 
when setting up your first toy or 
gift displays, you could have the 
“extra” come in for a few hours to 
assist in the work. That would en- 
able him to learn the lines. 
However it is not always possi- 
ble to achieve that ideal, so there 
is still the matter of the first day 
on the job. It is then, if any glar- 


To acquaint help with holiday lines have them check floor stock. 
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ing deficiences show up, that you 
still have time to correet them 
without disrupting your entire 
program. 

On the first day, take the new 
employee on an orientation tour of 
the store. Show him where to hang 
his clothes, where the washroom 
and other facilities are. Tell him 
about your departmental set up, 
establishing the relative impor- 
tance of each line. Show him 
where reserve stock is stored 

Start him off slowly with such 
duties as filling in the displays, 
setting up new displays, unpack- 
ing merchandise, pricing; chang- 
ing signs and removing price 
markers where merchandise is 
sold out. That is an excelient in- 
troduction to your merchandise 
and to his start as a salesman. 
Packing and binning provide basic 
product information. 

Put him through some of the 
procedures outlined in your “Job 
Facts” so that he can get practice 
in making change, handling the 
cash register, etc. 


WHAT DO YOU DO ABOUT 
FOLLOW-UP TRAINING? 


Though your Christmas “extra” 
is a temporary, part-time em- 
ployee, this phase of sales train- 
ing, while more important to your 
regular staff, still applies to him. 
The “extra” will be working at a 
time when pressure is greatest 
and will be working without a 
background of long selling experi- 
ence. 

Observe the employee on the job. 
Try to gage his interest in the job; 
kow he approaches the customer; 
what help he offers in solving a 
particular problem. 

Is he courteous to customers and 
his fellow workers? Is he showing 
intelligence in suggesting substi- 
tute merchandise, related mer- 
chandise, or in selling up? Does 
he refer difficult questions to ex- 
perienced sales people? Is he us- 
ing effective sales presentations? 

Errors in those techniques are 
not difficult to correct if caught in 
time. And the right time, is be- 
fore your Christmas program gets 
fully under way. 

And while your tightening up 
your selling force, think about how 
you measure up. 
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| Out od Ano 0 You can improve your selling 
0 ability. Here is a simple check 


Ac a Salecmon 7 


Selling is a profession. It requires specialized 
knowledge and skills that can be developed only by 
intensive study and practice. Good salesmen are not 
born; they are made. 

Good salesmen are self-made. The measure of your 
success in the selling profession depends on how well 
you grasp its fundamentals and apply them to situa- 
tions that arise daily in your contacts with customers. 


- 


& 


If you answer “Yes” to 50 pct of these questions, 
you are only half as good a salesman as you can be. 
Concentrate on those questions to which your 
answer is “No”—you need to pay attention there 
to become a good salesman. 
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30 KEYS TO BETTER SALESMANSHIP 


list that will show where your 
selling may need improvement 


You can keep in top selling form, once you have 
mastered the rules of good salesmanship, only by fre- 
quent self-analysis of how you shape-up. 

Don’t let your selling techniques get rusty. Polish 
them up for the strenuous holiday season ahead. 

How do you really stand up as a professional sales- 
man? Find out by scoring yourself on the salesman- 
ship check list below. 
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How Crodit Colling Draws Tuattic 


Lay-Aways, budget plans and instalment selling will encourage 


Plan your Christmas gift and 
toy promotion on a credit basis 
and watch your volume soar. 

You give your Christmas pro- 
motion the biggest boost possible 
when you remove the shackles im- 
posed on customer buying by a 
cash-only policy. 

Store traffic goes up, and with 
it your opportunities to make more 
sales and to cash in on the ten- 
dency of customers to indulge in 
impulse buying when they do not 
have to dig down into their purses 
to pay for their purchases. 

Store traffic also benefits by the 
fact that these credit customers 
keep coming back to your store to 
make payments on their accounts. 

Store traffic steps up because 
credit arrangements make it pos- 
sible for you to attract new cus- 
tomers to your store. You are in 
a position to compete with chain 
and mail order houses, and other 
retail establishments that offer 
liberal credit terms. 

Credit arrangements also pro- 
duce other benefits that boost holi- 
day sales. 


Lengthens Selling Season 


Your Christmas selling season 
is longer. You can promote gift 
and toy buying earlier, and cap- 
ture a big slice of the pre-season 
market. This gives you a jump of 
30 days and more on cash-only 
competition. 

Lay-away plans are your most 
effective way to attract credit 
business during Christmas. 

Regular monthly charge account 
customers can be induced to in- 
crease their credit purchases by 
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offering them a budget plan which 
spreads payments. 

Instalment financing can be 
used for items when customers 
want to spread payments. 

Under all of these plans your cus- 
tomers pay for their purchases in 
the future, yet you virtually are 
operating on a cash basis. 

Lay-away plans can be applied 
to all customers and for all mer- 
chandise lines and sizes of pur- 
chases. You do not have to take 
credit applications, make any cred- 
it investigations, nor be concerned 
with billing and collections. 

Lay-away sales are paid in full 
before the merchandise leaves 
your store. You get a down pay- 
ment which provides some imme- 
diate cash. Payments on the bal- 
ances create a steady flow of cus- 
tomers and cash into your store. 


Credit customer with gift list sends 
sales volume soaring. 





impulse buying, help you sell up and create repeat traffic 


Budget terms, with payments 
spread over 30-60-90 days, enable 
customers to clean up their obli- 
gations before, or right after 
Christmas. These customers also 
bring in a steady flow of money. 


Credit Selling Is Sound 


Instalment financing can be cash 
transactions for you. You receive 
the down payments, usually 10 or 
20 pet. If you do not want to 
carry these accounts and earn the 
finance charge you can transfer 
the conditional sales contracts 
which cover unpaid balances to your 
bank and receive cash. 

The case for credit) arrange- 
ments in your Christmas promo- 
tion is a sound anes It is based on 
proven principles forincreasing 
sales volume. . 

Credit customers are more high- 
ly prized by retailers than cash 
customers because they buy more. 
When it comes to the number of 
dollars customers will spend in 
your store during the year it takes 
three cash customers on the aver- 
age to equaleone credit customer. 

Credit customers buy more free- 
ly than shoppers who are restrict- 
ed by the amount of money that 
they carry in their purses. Sug- 
gestion selling, consequently, is 
more effective. Your sales people 
write up bigger sales slips when 
serving credit customers. 

Credit customers can be up- 
graded more than 
customers. This improves the sales 
possibilities of your higher priced 
lines. 


readily cash 


If a cash customer has $15 in 
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his purse and you show a $14.95 
item, you are “within his price 
range. Suggest a stepup to a 
$29.95 model and you are $15 over 
his buying limit. 

In the case of a credit customer, 
that $15 makes no difference. The 
purchase is going to be paid for 
some time in the future so the 
customer’s present concern is the 
merchandise itself, not the price. 

Credit arrangements are helpful 
when customers are confronted 
with indecision. Often the quest 
for a gift or toy comes down to 
two items. Both are attractive. 
Both would be acceptable. The 
customer likes them equally well. 
Which one to buy? The cash cus- 
tomer must make a decision. The 
credit customer may buy both. 

Expansion of lines offered in the 
Christmas promotion is possible 
with credit arrangements, through 
increasing the customer potential 
for these lines. 

The greater the number of lines 
you can include in your promotion 
the greater your opportunity for 
sales and profits, and the greater 
the selections for customers who 
constantly search for unusual and 
distinctive gifts. 


Credit Sales Are Big 


Hobby merchandise, for _ in- 
stance, is a rapidly developing 
market and sales can run into 
some large figures. Last Christmas 
one dealer sold four sets of elec- 
tric trains to one customer, one 
set for each of his sons. The sale 
came to more than $200. It was 
handled by instalment financing 
over 12 months. 

Hunting, fishing and camping 
equipment are lines that can be 
promoted for holiday gift giving 
through credit plans. 

The initial outlay for hunting 
equipment averages $150 to $300, 
so estimates Marshall Field & Co., 
a big Chicago department store. 
Sales of that size seldom go for 
cash. Hardware dealers who of- 
fer credit terms are more likely 
to get those kind of sales. 


Lay-away plans are the first to 
be considered by dealers who want 
to get into, or enlarge, their credit 
selling. 

This is on account of the time 
angle. Lay-away plans can be pro- 
moted in October. Then you get 
your Christmas promotion off to 
a fast, early start, and you set up 
the maximum amount of time for 
your customers to complete their 
payments. 

Dealers when asked by HAkp- 
WARE AGE about their experiences 
with lay-away plans, 75 pct of 
those who participated in the 
study reported lay-aways boosted 
sales. 

These dealers indicated a store 
could anticipate from 50 to 100 
lay-away sales during the Christ- 
mas season averaging about $20. 

October and November are the 
best months for lay-away selling, 
these dealers reported. Store in- 
terior and windows should be 
signed to let customers know that 
a lay-away plan is available. The 
plan should be mentioned promi- 
nently in advertising. 

A policy on payments that is 
clearly understood by customers 
and store personnel is considered 
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a must. The policy should state 
the amount of the down payment, 
how payments are to be arranged, 
and what happens if customers do 
not complete purchases. 

Most dealers, the investigation 
showed, set up their terms to be 
flexible enough to meet customers’ 
needs. The down payment usually 
is 10 pet. Payments can be made 
weekly, or semi-monthly, depend- 
ing on how customers are paid. 
Final payment is to be made by a 
specified date, usually not later 
than a week or so before Christ- 
mas. 

Lay-away failures are negligi- 
ble but it is in your best interests 
to let customers know how you 
propose to handle such incidents. 

Many dealers follow-up delin- 
quent payments with post card or 
telephone reminders. They want 
to retain the customer’s good will, 
and of course complete the trans- 
action to get their profit. If the 
follow-up is unproductive many 
dealers refund the amount paid in. 

A few dealers retain the entire 
down payment or a stated percent- 
age of the amount paid in. An- 
other way to handle the situation 
is to issue a credit slip for the 


Selling-up is easy when Christmas shoppers buy on credit. 
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CREDIT SELLING 


continued 





amount paid by lay-away customers. 

The main point, dealers report- 
ed, is for customers to know the 
store’s policy. 

Lay-away bookkeeping can be 
simplified, with a minimum of de- 
tail. 

Some dealers reported they use 
their regular sales slip, marking 
it “lay-away.” One copy is given 
to the customer. One copy is sent 
to bookkeeping and the third copy 
is attached to the package. Pay- 
ments are recorded on all copies. 

A favorite bookkeeping record 
is a three-part, serially numbered, 
perforated tag. 

One part, fastened to the pack- 
age, shows the date of purchase, 
customer’s name and _ address, 
salesman’s name, price and tax, 
and a description of the merchan- 
dise. 

Another part, with the same in- 
formation, goes to the store’s 
bookkeeping department. It is filed 
alphabetically, and has ruled lines 


A typical three-part 
Lay-Away ticket. 
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for recording customer payments. 

The third part goes to the cus- 
tomer, and has space also for re- 
cording payments. 

Some dealers handle payments 
as cash transactions. These go 
through the register and a sales 
slip properly marked serves as a 
bookkeeping record with a dupli- 
cate for the customer. 

A lay-away promotion requires 
adequate space for storage of mer- 
chandise. This space should be set 
up to accommodate packages of 
different sizes and weights. If 
there is more than one package 
in a transaction, this should be 
noted on the store room tickets. 
A stock room clerk usually is 
assigned the _ responsibility of 
handling lay-away inventory, of 
keeping packages in order, and re- 
arranging the room as merchan- 
dise flows out. 

Lay-away selling also requires 
a good delivery schedule. A defi- 
nite date and time should be set 
up with each customer. 

Small appliances are the best 
sellers, the study showed. Toys 
including wheel goods came next, 
followed by sporting goods, house- 
wares, power and hand tools, ma- 
jor appliances and giftwares. 

Dealers who participated in the 
study reported that they were go- 
ing to step up their lay-away plans 
during their Christmas promo- 
tions. 

Lay-away plans appeal to cus- 
tomers who want credit but do not 
want to use instalment financing. 
From the dealer’s point of view 
this is a trouble-free arrangement 
for there is no credit loss, no 
credit turn-downs, and payments 
can be arranged to fit any cus- 
tomer’s financial program. 

Regular monthly charge ac- 
count customers represent another 
phase of the credit field that can 
be a source of additional business 
during the Christmas promotion. 

These customers can be induced 
to step up purchases with a budg- 
et, a 30-60-90-day payment plan. 

Sales financed on these terms 
usually are of a minimum amount, 
usually $50. The terms can be ap- 
plied to any line of merchandise. 


The sales slip for a purchase 


under these terms is marked 
“budget” or “30-60-90” to alert 
the bookkeeping department. 

At the next billing date one. 
third of the amount of the budget 
sale is included on the customer's 
statement. Another third is billed 
on the following regular billing 
date, and the final third on the fol- 
lowing date. 

A budget sale is not connected 
in any way with a regular month- 
ly credit account sale. The fact 
that a customer has a budget deal 
going does not limit his monthly 
rating. 

Any number of items, or kinds, 
can be grouped together to make 
up the store’s minimum require- 
ment. In many cases this leads to 
added sales. A customer, for in- 
stance, may select merchandise to- 
talling $45. To reach the mini- 

of aioe Re can be induced to 
orth of goods. 
the budget set-up 
Bromer is entitled 
as proven his abil- 
is obligations, then 
handle a deferred 
transaction of around $50 without 
any questions being asked. 

As a matter of fact, a deferred 
transaction is cleaned up about as 
quickly as a slow-pay open at- 
count. The tendency on_ these 
budget statements is to pay them 
promptly for another instalment 
is due in another 30 days. 

Big ticket items can -be han- 
dled in the Christmas promotion 
through instalment financing. 

The down payments are cash 
for you. If you do not want to 
carry the unpaid balances you can 
transfer the sales contract to a 
bank and realize immediate cash. 

One bank that offers an exten- 
sive consumer credit financing ar- 
rangement for hardware stores 
and other retailers points out that 
many types of merchandise can be 
featured in the Christmas promo- 
tion on instalments. 

This bank’s terms, for instance, 
on power tools are 10 pct down, 
24 months to pay; on golf, hobby, 
fishing and camping equipment, 
hobby merchandise, and guns, 20 
pet down and 12 months to pav; 
on cameras, 10 pet down and 24 
months to pay. 
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partment to put the emphasis on tool gifts by using Most suitable gift items were given major emphasis. 
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Aimed at thrilling youngsters but pleasing grownups too is this 20-tt fig- 
ure framing Balas Hardware entrance. Lining roof are 29 lighted stars. 


ui wiemis} } 





White corrugated paper forms a 4x16 ft panel at Howe with ornaments are stapled to paper. Dummy packages 


Hardware. Slender branches, sprayed white and hung rest on cotton snow. End figures are illuminated. 
Evergreens are the main holiday ornamentation for the animation. Inside, pillars, covered with striped paper 
A. Gunn Haydon front. Santa figures in windows give and counter decorations carry out holiday spirit. 
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Mm 


The theme, Gifts for the Home, 

is borne out in this Dammon Hardware 
window, a one-each sampling of 
aitts from all departments. 





Panel in background of this toy 
window of Imperial Hardware is 

an animated Santa's Workshop which 
pulls attention to toy display. 


ackages 





Red brick paper covering display 
props, snow and tinsel on shadow 
boxes make inexpensive decoration: 
for Erik Hardware's gift windows 
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How 


-Cowice Can Break Bottlenecks 


He 


When store traffic is at its peak you can cut down walk-outs and 
save lost sales by using self service in various forms 


You've carefully planned your 
Christmas promotion. You expect 
heavy gift traffic in your store dur- 
ing the coming holiday period. Are 
you sure you can handle it? 

Don’t let customers walk out, un- 
sold, because they can’t get waited 
on. Do take steps to make it easy 
for the gift customer to shop your 
entire store, to make her own:selec- 
tions, and speedily complete the 
buying transaction. 

One way of doing this is to have 
sufficient sales help on the sales 
floor. The article on page 86 tells 
you how to train Christmas “ex- 
tras” to do a good selling job for 
you. 

Another method is to use some 
form of self service. Since you will 
ay re-arrange a eres rs of 


necessary to do a qui 
The way you set 
plays, the way you arra 


to the customer to wait off 
This means that first you must pro- 
vide ample display space so that 
all gift items are in plain sight and 
accessible. When setting up your 
displays keep that in mind. 

Since all of your advertising is 
directed towards making your store 
gift headquarters, give all appro- 
priate lines prominent display posi- 
tions—at the front of your store. 
Move your non-gift items to the 
rear of the store. 

That will give you more room for 
building good displays of those 
lines you are promoting as gifts. 
They will be your holiday profit 
makers—the gift items in your 
tool, toy, housewares, and sporting 
goods sections. 

Within each of your departments, 
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build up individual mass displays 
of different categories of lines, dis- 
playing related items side-by-side. 
This will provide a stronger im- 
pulse for the customer to move from 
one display to another making se- 
lections from each. Arranging mer- 
chandise in logical sequence exerts 
a subconscious pull on the cus- 
tomer’s attention. She then more 
easily can sell herself. 

To encourage this further, sign 
each of your displays, identifying 
them as “Gifts for Dad”’—“Gifts 
for Mother’”—“Gifts for the Crafts- 
man”—‘“Gifts for the Home” and 
so on. Make the signs large and 
colorful using Christmas colors and 
decorations. 

Where you are showing entirely 
new merchandise never before 
carried in your store, label it as 
such. Make a special sign with the 
ord Bul on fi or witte +A on 


Build some yes hes on a price 
basis so that the customer can 
quickly determine whether the gifts 





in the display fit her budget. Sign 
such displays boldly. Try a dollar 
gift table to appeal to youngsters. 
Make up some displays exclusively 
of items under $5.00 or $10.00. Gift 
shoppers are price conscious too 
and many people must make slen- 
der budgets cover a wide range of 
gifts. Help them find their price 
bracket quickly. 

Self selection also depends on 
proper pricing. Plainly showing the 
price of every item eliminates the 
necessity of asking a clerk. But for 
Christmas gifts, mark your prices 
so that they can easily be removed. 

Since self selection also means 
that merchandise gets a great deal 
of handling, there is always the 
chance that merchandise will be- 
come damaged or soiled. One way 
to cut down this risk is to sample 
display the more fragile gifts. 

Where merchandise is packaged 
or boxed, remove the cover from a 
box, place a sheet of cellophane over 
the box so that its contents will be 
exposed to customer inspection yet 
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protected. This sample should be 
placed on top of a neat stack of 
similar merchandise. You will find 
“sample displays” particularly 
adaptable to such items as small 
toy sets, games, hand tool kits, etc. 


Today also, many manufacturers 
put up their Christmas merchandise 
in special boxes or wrappings. 
Create colorful mass displays of 
such items by stacking them neatly 
on your display fixtures. Use the 
“sample display” technique to iden- 
tify the merchandise and protect 
the stock from too much handling. 

Make up samples of your own. 
You can use any number of small 
hand tools for this purpose. Make 
them up in assortments, such as of 
various sizes of screwdrivers, chis- 
els, etc.—wrap them in cellophane 
and tie them with a colorful ribbon. 
This is selling by suggestion and 
selling up. 

In putting some degree of self 
service into your store this Christ- 
mas, don’t neglect adequate signing. 
Have large signs identify the vari- 
ous merchandise sections or dis- 
plays. Be generous with the use of 
the word “Gift.” If your store is a 
large one, use markers at the head 
of the aisle, identifying the various 
lines that can be found along the 
aisle. 

Number your display islands, 
make up a store directory and place 
it in a prominent place. Customers 
will appreciate your helping them 
to shop quickly. 

Spot signs around the store, in- 
viting customers to help themselves 
or to ask for sales assistance if 





needed, and telling them where they 
can take their purchases to have 
them wrapped or to pay for them. 

The latter will be particularly 
necessary if you are setting up ex- 
tra cash-wrap stations during the 
holiday selling season or are in- 
stalling some type of check-out 
counter. 

Since most hardware stores are 
already well laid out to facilitate 
open display and self selection, the 


use of a check-out should be con- a 
sidered where there is a problem Og. 
handling peak traffic loads effieiént™ nc’™Me 
ly. Because the Christmas season” 
is the busiest selling time of the A 


year, thought should be giv@ny 


setting up a temporary check-out. 


small, time-consuming non-selling 
functions such as wrapping, making 
change, writing sales tickets. These 
become the duties of the check-out 
cashier with the help of a wrapper 
during the busiest hours. 

Thus the customer gets speedier 
assistance on the sales floor when 
help is needed and also at the check- 
out itself. There is also less chance 
for costly mistakes to be made be- 
cause your salesmen and your 
cashier have had their duties sim- 
plified. 

A check-out need not be in use 
except during the busiest periods 
in your store. Nor need it serve 
the entire store. If you have a 
basement toy department, for in- 
stance, you can confine its use there. 


However, if the check-out is to 
serve the entire store, it should be 
right at the front entrance. If your 
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It will relieve your sales staff of « 


store has both a front and rear en- 
trance, you can use the check-out 
at the front and install an extra 
cash-wrap counter at the rear. 

But when the check-out is in use, 
you should have directional signs, 
perhaps a large arrow with the 
word Check-Out printed on it, point- 
ing to its location. Also use signs 
on displays telling customers to 
take their purchases to the check- 
out. 

If you are not operating the 
heck-gut full-time, you can assign 
s of your sales staff to man 
pecified times. Or you can 
ither a part-time or full-time 
_ The latter would be useful 
WOrRing on displays, keeping 







x.) 


them neat and clean during slack 
® periods. 


Whoever mans the check-out 
should be familiar with the store 
and the merchandise. Often the 
cashier must direct people to the 
merchandise they are interested in. 
The cashier can work as a relief 
salesperson, also. 

You can bring the self service 
idea to gift wrapping also. If you 
make a specialty of gift wrapping 
and set up a special gift wrapping 
section, don’t have your salespeople 
take the purchase there or accom- 
pany the customer. This is wasted 
time and effort that is better put 
into selling. 

Here again signs can educate the 
customer to take his purchase to the 
gift wrapping section or counter. 
Or salespeople can conclude the 
sales presentation with a polite sug- 
gestion that the customer can be 
saved time by taking her purchase 
to the gift-wrapping counter where 
she will be served promptly. Dur- 
ing rush shopping hours you can 
use the numbers system to prevent 
mixups or unnecessary delays at 
the wrapping station. 

Today’s customer likes self ser- 
vice. She will like it in your store 
because it will help her get through 
the task of holiday shopping quicker 
and more efficiently. This Christ- 
mas, offer the gift buyer an added 
service—self service. 

You will not only be rendering 
your customer a service—but your- 
self and your selling personnel. Self 
Service can smooth out those rough 
spots that appear during business 
rush hours. The better customer- 
relations you maintain, the fewer 
sales are lost. 
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Make your newspaper ads sell in 
customers’ homes by changing the appeal 
to suit all conditions. 

Here are some hardware store ads 

that show different buy-approaches. 








OPEN EVERY NITE 
TIL 9 



























UNTIL CHRISTMAS -* TRAIN SETS 
40% 
DISCOUNT 
FOOTBALLS and 
BASKETBALLS 
~—— $995 a 
@ Hunting Clothing EVINRUDE 
@ Shotguns and Rifles OUTBOARD 
@ Fishing Tackle 
@ Archery Sets MOTORS 
LARGE SELECTION TRICYCLES 
of TOYS and 
GAMES All Sizes 
For Boys and Girls 
STAG HANDLE 2 5% {Oo 
CARVING SET ‘iene 
ISCOU 
Regulorly 1595 aL 11.95 








ns 


HARDWARE DEPARTMENT STORE 
3021 Wilson Blvd. JAckson 7-7300 
FREE PARKING on 13th St. at HERNDON 
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Christmas Open House 












SUNDAY 


@ Free Candies 
For the Kiddies 


@ Free Coffee and 
Cookies For All 


@ Come and 
Join the Fun 


@ No Parking Worries on 
Sunday (Don't put any 
money in the meters). 


@ Avoid the crowds and 
conjestion. 


@ Avoid the last minute rush. 
@ Lay-Aways Will Still Be 
Accepted. 


For the convenience of those busy people whose normal 
working time conflicts with regular store hours, the P. & G. 
Store will remain open this Sunday from 10 A.M. until 4 P.M. 


Our sales people have agreed to give up their holiday to 
assist you with your Christmas shopping. 


STORES 


Jsewares — Paints —Appliances 


> " 
PRON 














ee <= 
his is a holiday starter, 
tinuous trattic thro 


inviting con 


ughout the gift-buying period. 


4 After the buying peak, this ad aims at a 
sell-out. Try sales to get the price-conscious. 
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Arvin Lactrie Cook, is Electric Hair Clipper. 
will cetieones on AC or DC 


Lighter, flick | it's 


Hoover Dustetce, light- 
weight, easy to handle, 
hand dusting device. Pow- 


Ronson 
het, fhek ot's oo in 


ameter, seats 8 and 
has kets. for chipe 
ben good = maple finien 
wi 


er DUD.DS opiates” $29 95 


"Others wp te $57.95 finish 


fully sutomatic, it grills 
fries, toasts and bakes 





cusrenteed 


ane fully $i7. " 





Universal Coffeematie 
Coffeemaker, designed to 
— make the best coffee you 
Mason Jars. Finished in ever tasted. It's a time 


Electric Trivet, keeps 
foods or liquids piping 
hot, holds perfect tem- 
peratures. Finished 


Deck sac 





gvees work. thermostatic 


tock... Uae ~ 





Bermudas Carriage Bell, 
double chiming, fitted 
with plunger to fit any 
vehicle, nickle plated— 


Card Shuffler for 1, 2 or 
capacity, 48 separate 3 decks. Two mixings on 


Bonderized Ornamental Solid laminated maple 
Mail Box, wrought iron Chopping Block, 10% 
the shuffler will produce well made, 12” wide, 9” 5014" etd cashes ered 
mixing superior to hand high overall, finished in . 


Tie Rack, top carrying 


spaces to hold the largest 
tie collection, 6 swing 
arma, chrome plated, in 


bos ° 


a $3.50 $545 “" $915 2, Aan $8.95 






‘od Weather Indi- Heavy-Duty, All-Purpose 


cator, tells at « g’ ¢ in- Crescent Lite. Ideal light 
doors how hard the wind er ond all types 





is blowing outdoors. place 


24-inch $8.95 Canister Set $9.95 
30-inch $10.00 Bread Box $9.95 ome oa . 


Men’s Leisure Hours 


[5.% 4 






tow guar, coffer and 








Chisel Set, 6 distinctive 
butt chisels, 6 
1 inch With 


‘eM 
without splitting, handle 1%", one for 1%"-2%". . " tough plastic handles, 

‘ to 34" el capped, finest 00 
holds 8 drill $4. 70 Used in $4.15 5 yen steel 15 00 
points a brace $5.00 = iin. 


Yankee Push Drill, drills 
holes in hard or soft wood 


Expansion Bit, has two 
cutters, one for holes 74” 


Bench Plane, the favorite 
ef woodworkers for gen- 




















Mitre Box, with wooden Torp Level, light- Aluminum Level, Combination Square, used 
base, adjustable guide for weight aluminum, — lightweight, rust- driver, actually a tool for tri and mitre square, 
regular saws. You can easily inte pocket, preef, for vertical or used by prof +, level, scratchall, ma 

4 the amateur carpenter ond 4 


tow straight with this fisen eve Sant od horizontal work, 24 


“$1050 =" $210 =". $750 “= 


Spiral Screw. Doweling Jig. very essen- 






—_— 4 viaee, Marking Geuge, suitable 
sine, cutter adjust. s = 
able for’ thickness of for mortising hinge work Pibre Board Cutting nar Rn er etree 


Handyman,” the the amateur cabinet 
Knife, also good for car- cons Sak, annie 


and scribing 
$1.65 +e maker sizes 
handiest tools in a work- on wood ome, wie réen holds 2 sizes of bits and $5. 00 


shop. $3.75 ll $1.25 3 drill $3 95 “% te \" 9 


shaving, 7 inches long, 
1%" cutter. One of the 


pointe 


Stanley Hand Drill, hes Sustey Yeats Electric Soldering Iron, 
hollow handle which holds it ek oe ideal for workshép and 


8 drill points, machine og ek radio work, 


= 1% $3.00 $3.95 ern 92 7" Main and Genesee MOhawk 1414 


All tome may be ordered at cur DOWNTOWN STORE, 282 Mais St. Open Mondays and Thursdays Until 9 P. M. 
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Ehristmas 
MERCHANDISING GUIDE 





COND ES —heedoverters fo: harc 





Bright Christmas ideas 
FOR aL. AGES ane INTEREST! 


“‘YuvvVVvYYY 



































The gift list advertisement 
such as this suggests that it be 
clipped and carried to your 
store. It's a time-saver for all. 





Catalog copy and clear line illus 
trations help the shopper quickly de- 
velop interest in your gift items 
regardless of how many the ad shows 
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HARDWARE AGE 


Ehristmas 
MERCHANDISING GUIDE 


How 


Know your toys. Know what toys are best suited 
for children of different ages. That knowledge will 
help you do a better selling job in your toy depart- 
ment this Christmas. 

Studying the toy needs of children of different age 
groups will help you sell not only more toys, but better 
quality toys in the higher price brackets. 

Children of all ages have a daily need for toys to 
stimulate their physical and mental age growth. Build 
your store and window displays to reflect those needs. 
Put that idea into your advertising. Use the psychology 
of toys in your sales presentations. 

Toy requirements may be broken down into six age 
groups outlined in Fig. 1. These groups are (1) In- 
fancy to two years; (2) Nursery school age, two to 
four years; (3) Kindergarten age, four to six years; 
(4) Six to eight years; (5) Eight to 10 years, and (6) 
10 years and over. 

Although there are some children whose develop- 
ment will be faster or slower than the averages, these 
classifications are a good general guide. 

Colorful, smooth, washable toys are a must for those 
in the infancy to Lwu-year-old group. These toys 
should be too large to swallow. 

For the nursery school age, toys should be large and 
simple to avoid straining eyes and muscles. 

Children of kindergarten age begin to enjoy play- 
ing simple games together. 

Between the ages of six and eight, the play interests 
of both boys and girls begin to differ. Hobbies at- 
tract many children between the ages of eight and 10. 

Study the data in Fig. 1. This will serve to guide 
your toy promotions. Have your employees study it 
too. They will then do a better job in assisting adults 
and youngsters in their selections of toys suitable for 
the children for whom the purchases are being made. 











Knowledge Helps You Sell Better 


Toy manufacturers use tags, labels and instruction 
sheets telling why their toys are suitable for particular 
age groups. These have two purposes: 

To help merchants sell more toys, and to give cus- 
tomers the necessary information for helping young- 
sters get the greatest advantages out of their toys. 

Armed with knowledge of age groups for which 
different toys are best suited, your salespeople will be 
in a better position to make additional sales of related 
merchandise. 

If the gifts are for a boy, ask whether he likes 
sports or prefers less active pursuits. Is he studious, 
perhaps? 
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Toys are the backbone of holiday 
traffic. Here’s how to get more 
profit out of your toy department 


fo Coll More Toys 


Or does the boy like to play cowboy, Indian, or 
some character popularized in comic strips, radio, 
video, magazines or books? 

Perhaps he likes carpentry, trains or science-type 
toys? 

Does the boy like to do many things his father does 
in the way of repair and maintenance work around 
the home? 

When gifts are being bought for a girl, find out 
whether she is studious, athletically inclined, or in- 
terested in imitating her mother’s housekeeping duties, 

Does the little girl like cooking, sewing, house- 
cleaning? Perhaps the young miss is a would-be 
gardener, school teacher, nurse, WAC, Wave or air- 
line hostess? There are toys and games to suit those 
interests. 


Display Toys by Age Interests 


Is a doll being purchased? Then extra clothes, ac- 
cessories, a doll carriage, stroller, doll house, doll 
furniture, miniature items should be suggested. 

It is important that salespeople be familiar with 
the playing rules of both old and new games. 

When juvenile sporting goods are of interest to a 
customer, your salesman must be able to tell of the 
durability of the item, and about its construction. 
Salesmen should be able to tell how juvenile goods 
compare with the weight and size of those intended 
for use of adults or older children. 

In setting up displays to sell more and better toys 
to more customers, the dealer could well use large 
signs, indicating the age SPpups of the different sec- 
tions. 

Boys’ toys and those loot hould be grouped 
under age classifi Assand Beals signed. 
rs ‘thiat the of poet 
“et of By | a 

bgt omer in thé” - 













suggestions. ~~ 

















Such spit sPlays, site. particviaily Valuable at 
cashiers’ sf at a8 tables, ax ek-oll POunters. 

With ho = rare r age Nant ~, sof ap 
pliances, fu ki 7 9 be 
shown. The A a p ‘ee de 
which to : oft gic haidetgils afd tbo 

In the spontMig ‘Ga boc: Hartt : Fment fish- 


ing tackle, golf, Risplays with 
junior versions of thé’ same andise. This will 
not only build extra sales in théifityenile lines featured 
in those departments, but may®@nduce many visitors 
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TO SELL MORE TOYS 


continued 








Decorative background and 
variety of merchandise shown 
at different levels serve 

as eye-catchers for this 


Cullum & Boren window. 


to make special visits to see your toy displays. A 
similar idea may be employed in your window displays. 

Of primary importance in the display of toys is neat 
and dust-free merchandise, with prices, names, and 
other pertinent sales information clearly signed. Some 
color on the cards—preferably green and red—is de- 
sirable. 

It is particularly important that toy department dis- 
plays have the appearance of completeness. When 
sample displays are used, it would be best to fill spaces 
from which merchandise has been sold with duplicate 
items than to leave an empty place. 


Employ Mass Display 


Mass display could well be topped with a sample, 
the balance of the stock of items being in special gift 
wrappings ready for delivery to the purchaser and 
finally the recipient. 

If games with tokens, dice, play money, and other 


easily lost or damaged small parts are displayed, it, 


is advisable to have one sample wrapped with cello- 
phane for exhibition purposes. 

No matter how limited your display facilities for 
the toy department, it is desirable to show at least 
one working electric train set in operation. The sound 
of the wheels clicking over the tracks is a first-class 
attention-builder. Train sounds played on a record 
player will attract even greater traffic. 

Identify your toy department—in your store—in 
your newspaper ads—radio spots—in your windows— 
by calling it Toyland, Toy World, Santaland, Toy 
Town, or some similar name, to add to its traffic-pull- 
ing powers. 

In your window displays and advertising use that 
name for the toy department for greater emphasis 
on the fact that your store is the place to buy a wide 
variety of juvenile lines. 

If you cannot give all of your toy department front- 
of-store or first floor location, or if you have a base- 
ment toy department, have a small display of toy 
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merchandise as close to the main entrance as possible 
A large sign should inform shoppers where your Toy- 
land is located. Such a sign needs light plus colorful 
figures and lettering. 


Whatever advertising media you use to promote 
your toy section, the benefits accruing to your store 
will depend largely upon the effectiveness of your copy 
and the good quality of your illustrations. 

Many hardware dealers find catalogs of toy lines 
produced by wholesalers, and toy promotion groups an 
excellent means of attracting store traffic. 

Whether created especially for your own store or a 
stock catalog with your imprint, well designed catalogs 
serve as a shopping list for many people puzzled as 
to what to buy to please youngsters of different ages. 
These catalogs work for you, after hours in your cus- 
tomers’ homes. 

Instruct your sales staff to remind all holiday gift 
searchers at your store of your complete toy stocks. 


Make Customers Friendly 


Selling the right toys for a youngster’s needs builds 
a friendly feeling in the customer’s mind and in that 
of the toy recipient. The customers you attract 
through a well operated toy department can be sold 
on your store as headquarters for a wide range of 
home appliances, equipment and materials. 

The traffic-pulling power of a toy department is 
well known to most hardware dealers. The profit 
potential of a toy section depends on how well the 
dealer and his staff know and display them. 

Remember that the youngster of today, whose ever- 
changing toy requirements you satisfy, will be the 
adult customer of the future. If your toy offerings 
please him he will look upon your store as the place 
to buy a wide variety of other merchandise for him- 
self and other members of his family. 

Careful selection of toys for today’s market can set 
the stage for many other transactions in the future. 
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The holiday gift displays that you 
put in your windows and in your 
store interior are an importan 
barometer for shoppers to measur 
your store’s standing as the com- 


munity gift center. 


Start now to plan for a bigger 
holiday selling season, to draw more 
store traffic this year, by surrounding 
your merchandise with gift appeal. 





To help you put extra buying im- 
pulse in this year’s Christmas dis- 





plays, here are some original display 
ideas developed especially for HARD- 
WARE AGE readers. 





Try them out in your windows or 










on your display islands. They require aero es with everereeDs  A_ 
few props and those can be made in = a 


your store or can be purchased in- 
expensively. 











Do a large background panel 
with copy theme as shown. 
—Attach terge belt to panel 
_ with ribbons leading to 
gift items in window. 





| @ hristmas x | 


MERCHANDISING GUIDF | 
_ eee ; * PRC ee 





point to giant-size gift 
—list._Have_streamersor_rib-— 
\ bon lead from copy to gifts, 

















Directory of 


Consumer Christmas Catalogs 





Ace Hardware Corp. 
2355 S. Blue Island Ave. 
Chicago 8, Ill. 


Toys and gift merchandise 
for both men and women are 
featured in a 32-page, 8x1l 
consumer catalog printed in 
two colors. Specials are shown. 
A 4-page newspaper size con- 
sumer broadside is also avail- 
able and a display kit consist- 
ing of window pieces, banners 
and price cards. Mats on toys 
and gifts offered. 


Albany Hardware & Iron Co. 
Broadway at Arch St. 
Albany 1, New York 


Offers “Billy and Ruth,” 52- 
page, 84x11 toy book; also 
“Santa’s Wonderland of 
Toys,” 32-page, 8x11 _ toy 
book, and “Gift Surprises,” 
24-page, 8%x11 bcok of 
housewares and_ electrical 
housewares. All are in roto- 
gravure color and have 
dealer-imprint and nailing 
address. Display material 
and mats available. 


Allied Western Distributors 

667 Mission St. 

San Francisco 5, Calif. 
“Gadgetland” 
consumer catalog, 


is a 28-page 
54x84, 
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An effective, economical promotional method that sells 
after hours directly in your customers’ homes 


showing approximately 110 
items of kitchen gadgets, gift 
housewares, bar gadgets and 
barbecue accessories. Front 
and back cover in color. In- 
side back cover contains mail 
order blank. Has space for 
dealer imprint. 


Amarillo Hardware Co. 
600 Grant St. 
Amarillo, Tex. 


“Santa’s Wonderland,” 32- 
page, 84x11 toy book in roto- 
gravure color, and “Gift Sur- 
prises,” 24-page, 81x11 book 
of housewares and electric 
housewares are offered. Space 
for dealer-imprint a..d mail- 
ing address. Also consumer 
broadside and store decorat- 
ing kit which includes Item- 
of-the-Month special. 


American Hardware & 
Supply Co. 

41 Terminal Way, South Side 

Pittsburgh 19, Pa. 


Has 32-page, 742x10 book on 
toys and gifts containing sev- 





This Directory is based on informa- 
tion st by wholesalers. For 
additional information about any 
catalog write to the wholesaler 
concerned. 


eral toy specials. Printed in 
4 colors on 8 pages; balance 
in monotone. Display kit of 
banners, price cards; mats on 
toys and gifts available. 


Beck & Gregg Hardware Co. 
217 Luckie St. 
Atlanta 1, Ga. 


Offers “Billy and Ruth,” an 
84x11 toy book printed in 
color rotogravure. Space for 
dealer-imprint and mailing 
address. 


Belknap Hardware & Mfg. Co. 
111 E. Main St. 
Louisville 2, Ky. 


Is distributing “Santa’s Toy 
Shop Book” of 48 pages 
printed in color rotogravure. 
Available with dealer-im- 
print. 


Bigelow & Dowse Co. 
P. O. Box 1632 
Boston 5, Mass. 


Gift catalog, 24 pages, 10x 
714, is available in two colors 
and tints. Shows housewares, 
electrical housewares, tools, 
sporting goods, Includes new 
merchandise. Space for 
dealer-imprint. 
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These consumer catalogs are available for dealer mailings 


Billings Hardware Co. 

2702 Montana Ave. 

Billings, Mont. 
Offers “Parade of Gifts,” a 
20-page, 84x11 book show- 
ing electrical housewares, 
sporting goods, hand and 
power tools, some toys. Con- 
tains specials. 


Bronson & Townsend Co. 
128 State St. 
New Haven 8, Conn. 


“Gifts for Everyone” is a 24- 
page rotogravure catalog with 
color front and back cover, 
covering gifts items from all 
hardware departments. Deal- 
er-imprint on front with space 
for mailing address on back. 


Buhl Sons Co. 
Adair St. 
Detroit 31, Mich. 


“Santa’s Own Toy Book” con- 
tains 32 pages, 8x10, printed 
in full color. Has space for 
mailing address and dealer 
imprint. Toy store decorating 
kit, including banners and 
activated Santa available; 
mats. 


W. W. Conde Hardware Co. 
200 Mill St. 
Watertown, New York 


A 32-page, 8x10 catalog, 
“Santa’s Own Toy Book,” is 
available. Printed in full 


color, it has space for mail- 
ing address and dealer-im- 
print. 


Conron, Inc. 
309 E. Van Buren St. 
Danville, Il. 


Offers a four-page, news- 
paper size consumer broad- 
side on traffic appliances, 
housewares and tools. Con- 
tains specials under $2.00. 
Space for dealer-imprint. 


Cotter & Co. 

365 E. Illinois St. 

Chicago 11, Ill. 
Offers a 40-page, 84x11 full- 
color catalog of toys and 


gifts, including toy specials. 
Has space for dealer-imprint. 
Display kit of window and 
store banners, price cards, 
etc., available. Also mats on 
toys and gifts. 


Cullum & Boren Co. 

1509 Elm St. 

Dallas 1, Tex. 
“Billy and Ruth,” a 52-page, 
84x11 toy book in full roto- 
gravure color, is available. 
Also streamers, pennants, 
easels and price cards for 
store decorations. Toy ad 
mats available. 


Farwell, Ozmun, Kirk & Co. 
Kellogg Blvd. & Jackson St. 
St. Paul 1, Minn. 


Offers a 20-page, 84x11 book 
showing electrical house- 
wares, housewares, sporting 
goods, hand and power tools, 
some toys. Includes specials. 
Also available is the “Billy 
and Ruth” toy book of 52 
pages, 84x11, printed in full 
color rotogravure. 


dware Wholesalers Inc. 
. O. Box 868 
t Wayne, Ind. 


Has a catalog containing 16 
pages of toys and 8 pages of 
gifts. Printed in two colors 
with four-color cover. Space 
for dealer-imprint. Ad mats 
available. 


Harper & McIntire Co. 
216 Commercial St. 
Ottumwa, Iowa 


“Gift Surprises” is a 24-page 





TO GET THE BEST RESULTS 
FROM A CATALOG MAILING 


Tie-in window and store 
displays .. . 

Select the mailing date 
carefully ... 

Have adequate stocks of 
catalog items... 
Review catalog items 
at sales meeting .. . 
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trica] housewares. Printed in 
rotogravure color. 


Herr & Co. 
Prince & Chestnut Sts. 
Lancaster, Pa. 


Offers “Santa’s Own Toy 
Book” of 32 pages, 8x10, 
printed in full color rotogra- 
vure. Store banners, posters 
available. Also newspaper ad 
mats on toys. 


Hibbard, Spencer, Bartlett & 


0. 
2201 W. Howard St. 
Evanston, IIl. 
“Gifts for Everyone” is a 24- 
page book printed in roto- 
gravure with a color cover 
and back. Items shown are 
from various departments 
that a hardware store would 
carry. Dealer-imprint on front 
and space for mailing ad- 
dress on back. Three-color 
window and store display kit 
consisting of 376 pieces, in- 
cluding pre-printed counter 
and window talking price 
cards, available. 


Huey & Philp Co. 
1900 Griffin 
Dallas 2, Tex. 


Offers “Santa’s Wonderland 
of Toys,” a 32-page, 84x11 
book printed in, rotogravure 
color. Also available is “Gift 
Surprises,” a 24-page, 812x11 
book of housewares and elec- 
trical housewares in rotogra- 
vure color. Ad mats avail- 
able. 


Janney, Semple, Hill & Co. 

22-36 Second St. South 

Minneapolis 1, Minn. 
“Holiday Values” is a color- 
ful 4-page consumer broad- 
side of various adult gifts 
with a special 2-page toy in- 
sert. Also offered is a 32- 
page, 8x11 catalog, “Toy Car- 
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nival,” devoted exclusively to 
toys. Both have space for 
dealer-imprint and mailing 
address. Store display kit and 
mat kit available. 


Jensen-Byrd Co. 
310 Riverside Ave. 
Spokane 8, Wash. 


“Billy and Ruth,” a 52-page, 
81x11 toy book, is available 
printed in full rotogravure 
color. Space for dealer-im- 
print and mailing address. 


King Hardware Co. 
490-512 Marietta St., N.W. 
Atlanta 3, Ga. 


“Santa’s Own Toy Book” con- 
tains 32 pages, 8x10, printed 
in full color. Has space for 
dealer-imprint. 


Geo. A. Lowe Co. 
101 21st St. 
Ogden 1, Utah 


Offers a 32-page toy catalog, 
834x104, printed in 4 colors. 
Space for dealer-imprint. Ad 
mats available. 


Masback, Inc. 
330 Hudson St. 
New York 13, N. Y. 


Gift housewares, tools, elec- 
trical] appliances are shown 
in a 24-page, 7x10, two-color 
gift catalog. Contains spe- 
cials in all lines shown, ex- 
cept electrical appliances. 
Space for dealer-imprint. 
Store decorating kit, includ- 
ing window streamers, price 
tags, and display price cards. 


C. M. McClung & Co. 
501-519 W. Jackson Ave. 
Knoxville 1, Tenn. 


Offers “Santa’s Own Toy 
Book” containing 32 pages, 
8x10, printed in full color. 
Space for dealer-imprint and 
mailing address. 


Moore-Handley Hardware Co. 

27 S. 20th St. 

Birmingham 2, Ala. 
“Santa’s Own Toy Book” con- 
tains 32 pages, 8x10, printed 
in full color with space for 
dealer-imprint. 
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continued 


Morley Brothers 
115 N. Washington Ave. 
Saginaw, Mich. 


Offers “Billy and Ruth,” a 
52-page, 84x11 toy catalog 
printed in full rotogravure 
color. Also “Gift Surprises,” 
a 24-page, 8%xll book of 
housewares and_ electrical 
housewares. Both have space 
for dealer-imprint. 


Morley-Murphy Co. 
200 South Washington 
Green Bay, Wis. 


Offers “Billy and Ruth,” a 
52-page toy catalog, 84x11, 
printed in full color with 
space for dealer-imprint and 
mailing address. 


Ohio Valley Hardware & 
Roofing Co. 

300 4th Ave. 

Evansville 2, Ind. 


“Gift Surprises,” a catalog 
of adult gifts, is available. 
Printed in rotogravure color, 
it contains 24 pages, 81x11, 
and shows housewares and 
electrical housewares items. 
Also available is “Billy and 
Ruth,” a 52-page, 8'%x11 
color rotogravure toy cata- 
log. Both can be imprinted 
and provide space for mail- 
ing address. 


Orgill Bros & Co. 
10-56 W. Calhoun 
Memphis 2, Tenn. 


Offers “Billy and Ruth,” a 
52-page, 8%2x1l toy book; 
“Santa’s Wonderland of 
Toys,” a 32-page, 84x11 toy 
book, and “Gift Surprises,” a 
24-page, 84x11 book of 
housewares and. electrical 
housewares gifts. All three 
are in rotogravure color and 
have space for dealer-imprint 
and mailing address. Price 
cards, pennants, banners, ad 
mats available. 


Our Own Hardware Co. 
618 N. 3rd St. 
Minneapolis 1, Minn. 


Miscellaneous hardware gifts 
and toys are shown in a 82- 
page, 8%2xl1l size catalog 
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MERCHANDISING GUIDE 








printed in four colors. Book 
contains specials on gift traf- 
fic items. Available are price 
cards, pennants, and window 
banners for store decoration; 
also newspaper mats on toys, 
sporting goods, and miscel- 
laneous items. 


Paxton & Gallagher Co. 
9th & Jones 
Omaha 8, Neb. 


“Parade of Gifts” is a 20- 
page, 84x11, four-color gift 
catalog of electrical appli- 
ances, aluminumware, tools, 
sporting goods, wheel goods, 
and housewares. Contains 
specials on bath scale and 
lunch kit. Space for dealer- 
imprint. A combination 
Thanksgiving-Christmas win- 
dow display kit offered. 


John Pritzlaff Hardware Co. 
333 N. Plankinton Ave. 
Milwaukee 1, Wis. 


Offers a 20-page catalog on 
housewares, electrical house- 
wares, sporting goods, tools, 
etc., called “Parade of Gifts.” 
Printed in 4 colors, 84x11, 
book has space for dealer- 
imprint and mailing address. 
Banners and price cards. 


H. Schultz & Sons 
620 Market St. 
Newark 5, N. J. 


Offers a one-page gift broad- 
side, 17x22, printed in green 
and featuring housewares 
and traffic appliances, hard- 
ware, etc. 


Stratton & Terstegge Co. 
P. O. Box 1859 
Louisville, Ky. 


“March of Toys” is a 32-page, 
7144x1014 catalog, 250 toys. 
Printed in 4 colors. Has space 
for dealer-imprint and mail- 
ing address. 


Strevell-Paterson Hardware Co. 
126 S. W. Temple 
Salt Lake City, Utah 


Offers a 16-page catalog, 84x 
11, printed in colors, of all 
types of gifts, including va- 
rious specials. Has space for 

(Continued on page 131) 
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Sell the Worlds ONLY 


NOW, ALL 











ADVERTISED IN 


LIFE 


STOCK AND SELL 


EVERY TYPE... all mean big profits! 
EVERY SHAPE... 


EVERY SIZE... for a 4-lb. fowl or 
a 30-Ib. roast! 


round, oval or oblong! 


ORDER NOW! One Order 
brings you the complete line! 


SLU ESTONE 











TIE IN YOUR OWN 
ADVERTISING 


To Top Circulation National 
Magazines promoting the 
entire roaster line. 


PROMOTION KITS 
AVAILABLE 


T-cards and display pen- 
nants will be furnished to 
help push the line. =3°735 











Here is the BLUESTONE Line 








LiFe 


Oy ae 


No. BO Oval Roaster 
(12% x 8% x 5) 





sonave? 


4 lb. Fowl—7 Ib. Roast No. B12 Round Roaster 

No. BO1 Oval Roaster Packed 1 doz. Wt. 23 Ibs. (12 x 6%) 
(14% x 9% x 6%) (Double Duty —end 5 Ib. Fowl— 7 Ib. Roast 
6 Ib. Fowl—10 Ib. Roast handles on both sections) Packed 1 doz. Wt. 25 Ibs. 


quality at real Packed % doz. Wt. 13 Ibs. 
value prices! 


" No. BOT 
Oval Roaster 


ONLY 


$4,419 


Slightly higher in distant 
points and Canada. 
(14% x 9% x 6%) 

6 Ib. Fowl—10 Ib. Roast 

Packed ‘2 doz. 

> Wt. 13 Ibs. 








No. B33 Oval Open Roaster 
(17% x 12% x 3) 
Packed % doz. Wt. 15 Ibs. 












No. B420 Oblong Roaster 
(18% x 13 x 9%) 

20 Ib. Fowl—25 Ib. Roast 

Packed % doz. Wt. 17 Ibs. 





No. B1 Oval Roaster 
(15 x 10% x 7%) 
8 Ib. Fowi—11 Ib. Roast 
Packed 4 doz. Wt. 18 Ibs 


— 
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ROASTER 





No. BO4 Oval Roaster 
(20 x 14% x 9%) 
23 Ib. Fowl—30 Ib. Roast 





No. B2 Oval Roaster 


(18% x 12% x 8%) Packed % doz. Wt. 20 Ibs 
13 Ib. Fowl—19 Ib. Roast No. B3 Oval Roaster (Double Duty—end 
Packed % doz. Wt. 24 Ibs. (20 x 13% x 9%) handles on both sections) 


20 Ib. Fowl—25 Ib. Roast 
Packed % doz. Wt. 32 Ibs. 


THE MOST COMPLETE LINE OF ROASTERS EVER OFFEI 
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THE ONLY LINE OF ROASTERS NATIONALLY ADVERTISE 
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Roast 
5 Ibs. 

















Here are the VOGUE and NuBrite Aluminum Lines! 


rtCo-™~ No. WB10 Oval Roaster 
(15 x 10% x 7%) 

8 Ib. Fowl—11 Ib. Roast 

Packed % doz. Wt. 20 Ibs 






FEDERAL 
VOGUE 
WHITE TOP 


with Even-Heat biack bottom 
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No. WB30 Oval Roaster 
(20 x 13% x 9%) 

20 Ib. Fowl—25 Ib. Roast 

Packed ' doz. Wt. 20 Ibs. 


No. WB20 Oval Roaster 
(18% x 12% x 8%) 
13 Ib. Fowl—19 Ib. Roast 
Packed % doz. Wt. 29 Ibs 








No. AP122 Round Roaster 
(12% x 5%) 
4 |b. Fowl—7 Ib. Roast 
Packed 4 doz. Wt. 8 Ibs. 
22 Gauge—Polished Finish 





with Federal’s 
Hi-gloss mirror finish 


No. APO22 Oval Roaster 
(12% x 8% x 5!3¢) 
4 lb. Fowl—7 Ib. Roast 
Packed 4 doz. Wt. 6 Ibs. 
22 Gauge—Polished Finish 























No. APO24 Oval Roaster 
(17% x 10% x 7%) 

9 Ib. Fowl—15 Ib. Roast 

Packed % doz. Wt. 7 Ibs. 

22 Gauge—Polished Finish 


No. APO26 Oval Roaster 
(18% x 11% x 7%) 
12 Ib. Fowl—20 Ib. Roast 
Packed % doz. Wt. 8 Ibs 
22 Gauge—Polished Finish 





THE MOST COMPLETE LINE OF ROASTERS EVER OFFERED 
THE ONLY LINE OF ROASTERS NATIONALLY ADVERTISED 























Open Stock-Buy these fast moving VOGUE Items! 


—T) Basins 
—— a Oval Dish Pan WR : — 
' WR 12 Oval Dish Pan WR 34 Basin 


Round Dish Pan 
WR 10 Round Dish Pan 
WR 141 Round Dish Pan 


FEDERAL — 
VOGUE <7 a 


ENAMELED ( = ae ; nati 
SJ 


Oblong Dish Pan 
WR 140 Oblong Dish Pan 






ven 






s 
Three Piece Sauce Pan Set 
WARE WR 10W Open Windsor Sauce Pan ad 





a DE RA ke} WR 1W Open Windsor Sauce Pan 
y Fe — ~ee WR 144W Open Windsor Sauce Pan 
{ WR 02W Covered Sauce Pan 
\ — | WR 03W Covered Sauce Pan 
_ se 


Flavor Saver Pots 
WR O4A Flavor Saver Pot 


Tea Kettle p 
WR 70 Tea Kettle oe ee ae ee Your cus 


‘eeu may advertiser 


—_ . ; Homes ar 
e ‘\ ' ae Lz fling old-f 
/ ; oe And th 


Combinets Ice Cube 


} WR 010 Combinet “i impu 
>. , A- WR 012 Combinet uading : 


Inland Tr 









Water Pails 
WR 110 Water Pail 
WR 120 Water Pail 











Combination Cooker 

Percolators WR 52 Combination Cooker 
WR 60 Percolator 
WR 80 Percolator 
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FEDERAL ENAMELING & STAMPING COMPANY - PITTSBURGH 30, PA. 
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»|) INLAND ICE CUBE TRAYS 


Your customers, in your town, are reading these Inland 
advertisements in the Saturday Evening Post and Better 
Homes and Gardens. They’re the same people who are bat- 
fling old-fashioned ice cube trays every time they fix drinks. 

And they are the people you se//, when you display Inland 
Ice Cube Trays! Your display stops them—and they buy 
this impulse item! Inland trays are original equipment in 
leading makes of refrigerators. Millions have been sold. 
Inland Trays are self-sellers, and they mean fast turnover, 


‘Magic Toucle. 
(ee NE 


INLAND MANUFACTURING DIVISION 
Ohio 


et 
et 











General Motors Corporation « Dayton, 
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...makes profitable sales for you! 


bigger profit and bigger dollar volume for chain, depart 
ment and hardware stores. Inland and only Inland Trays 
are stackable. 

Cash in on Inland’s advertising program! Display Inland 
Ice Cube Trays prominently in your store—they come in 
attractive cartons. 

Inland “Magic Touch” Ice Trays are available 
leading distributors. Check your stock now--get your share 
of this profitable ice tray business' 


from 
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Mail Coupon TODAY! 


Injand Manufacturing Division 
General Motors Corporation 
2732 InJand Avenue, Dayton 7, Ohio 


Send me full sales information about Inland 
“Magic Touch” Ice Trays! 


NAME 
FIRM NAME 
STREET ADDRESS 


ZONE STATE 


CITY 


I 
l 
[ 
I 
I 
I 
: 
I 
I 
I 
l 
I 
I 
I 
I 
. 


a 
a 
os 








A genera! view of the new warehouse. 





Trucks Unload Indoors 





Harper & Reynolds new building in Central Manufacturng District 
has brick front with canopy, and company name on 46-foot pylon 


A one-story reinforced concrete 
building of 125,000 sq ft of floor 
space is the new home of Harper & 
Reynolds Corp., Los Angeles, Calif., 
wholesaler, in the city’s Central 
Manufacturing District. 

A special architectural feature of 
the new warehouse is a brick front, 
with a recessed entranceway and a 
canopy across the front. 

A 46-ft pylon rises at one end of 
the front section. The company’s 
name is in 3-ft raised block letters 
and can be seen for some distance. 
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A special operating feature is an 
indoor dock for trucks, Cranes are 
used to unload the trucks and to 
move inshipment merchandise to 
storage areas. The warehouse also 
has a railroad spur track across the 
back of the building. 

The new warehouse represents 
the first major move of the location 
of this firm, founded in 1868. This 
was necessary as the city will use 
the site of the former warehouse 
as part of a planned civic center. 
The civic center program was pro- 


posed in 1947 and since then Harper 
& Reynolds has been planning the 
move. A six acre tract at 2425 Malt 
Ave., near Washington Blvd., was 
purchased last year and construc- 
tion was started on the new ware- 
house building. 

The building has about 112,000 
sq ft of space for warehousing op 
erations. The balance of the build- 
ing is for the air conditioned offices, 
sales and display rooms, and em- 
ployee lunch and recreation rooms. 

The balance of the site is paved 
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for off-street parking. It is avail- 
able for expansion. 

The new warehouse reflects the 
company’s long standing policy of 
utilizing the latest methods of mer- 
chandise handling and storage, and 
of order filling. The company was 
a West Coast pioneer in the use of 
fork lift trucks and palletizing. It 
has instituted a new packaging 
method, and last year installed a 
new card inventory control system. 

Harper & Reynolds was founded 
by Charles F. Harper, a tinsmith, 
in 1868, as a tin shop and hard- 
ware store. 

The manufacture of tinware was 





discontinued long ago, but in the 
early days of the firm this was a 
major line. In those days tin was 
used extensively in the fruit indus- 
try, for that was prior to the day 
of glass jars. Tin bath tubs were 
enclosed in rough redwood boxes. 

Industrial supplies, plumbing fix- 
tures, and tools were lines added to 
the firm’s business in the early days. 
Sporting goods were added to the 
line in the 1890s. The lines, of 
course, have shifted over the years 
as markets changed and as new 
items came into the hardware and 
the housewares field. Today the 
company stocks over 25,000 items. 


at 


Harper & Reynolds staff and employees work in this air conditioned office. 


mi 


New Warehouse for 
Los Angeles Wholesaler 





The company started in business 
in an adobe building at 152 N. Main 
St. This building was replaced with 
a modern structure. Later a store 
directly back of the original loca- 
tion was added. In 1892 two ad- 
joining stores were taken over and 
two floors added for warehouse op- 
erations. A warehouse costing 
about $14; million was built in 
1928, and then came the move to a 
new building on a new location last 
year. 

Mr. Harper had a number of 
partners in the early days of the 
firm, and in 1881 C. C. Reynolds 
joined the company. The name then 
was changed to Harper, Reynolds 
& Co. 

The company was purchased in 
1919 by five younger men, four of 
them at the time executives of the 
company. Mr. Reynolds and I. B. 
Newton, both active managers, re- 
tired to attend to other interests. 
The name at that time was changed 
to Harper & Reynolds Corp. 

The present executive staff is 
headed by Sidney T. Exley, Jr. Mr. 
Exley was graduated in 1929 from 
the California Institute of Tech- 
nology. A year later he went to 
work for Harper & Reynolds in the 
warehouse. Later he transferred to 
sales and in 1935 was appointed 
sales manager. In 1939 he was 
elected vice-president and secre- 
tary. He Was elected executive vice- 


Harper & Reynolds Corp. new warehouse. 
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NO. N-102 
MERCHANDISER 
Height 5 fi., width 2 ft. 

Can be used horizontally, 

height 2 ft. 9 in., 
length 4 ft. 4 in, 


TAKES...only 2% sq. ft. 


FEATURES...57 STANLEY 
household hardware items 


All items presented on cards. And 
each card’s a complete sales unit that 
stimulates impulse buying—promotes 
sales of related items. You'll have a 
complete self-service hardware depart- 
ment, chock-full of salés promotion, 
in less than-3 sq. ft. of space. 





Here’s how to get it! Order Stanley 
Package No. N-102—consists of 4% 
doz. each of 57 popular Stanley House- 
hold Hardware Items. You receive 
above display stand free with your 
order. The cost to dealer for entire 
package, only $81.85—retail value, 
$136.44. 


Your wholesaler has it. Ask him for 
information and Easy-to-Order Forms 


The Stanley Works, New Britain, Conn. 


STANLEY 
Hardware 


‘TOOLS © ELECTRIC TOOLS + STEEL STRAPPING © STEEL 
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| president after World War II, and 


| president last year upon the death 
| of W. B. Joyce. 

Mrs. E. T. Joyce is executive vice- 
| president and secretary. Her hus- 
band, the former president, was 
one of the purchasers of the com- 
pany in 1919. 


Edwin G. Norberg, vice-presi- 
dent and director of merchandising, 
which includes purchasing and 
sales, joined the firm in 1909 as a 
stock clerk. He was appointed sales 
manager in 1925, general manager 
in 1935 and was elected vice-presi- 


dent of the four 
later. 

Mrs. S. T. Exley, Sr., is treasurer. 

Harper & Reynolds has a number 
of people who have been with the 
firm many years. C. H. Hobson, 
general purchasing agent, has been 
with the company for 32 years; 
Ralph A. Ladd, sales manager, 24 
years, and R. L. Klein, superinten- 
dent, for 21 years. 

The employee with the longest 
service record is W. Homer Ken- 
nedy. His father worked for Mr. 
Harper in 1868. Mr. Kennedy now 
has been selling for 65 years. 


company years 





Eye-Catcher Display Pulls Traffic 


A window display which pulls 
traffic into a store, and sells fea- 
tured merchandise, plus other 
items, is a profit builder. When 
that display brings in first-time 
customers, and overcomes a win- 
dow problem it has even greater 
value. 

Graessle Bros. Hardware at 184 
Martine Ave. in White Plains, 
N. Y., accomplished all of these 
results when the store recently 
showed circline and straight fluo- 
/ rescent tubes in a_ tick-tack-toe 
design in its single, open-backed 
window. Many customers, includ- 
ing first-time visitors, were at- 
tracted by the unusual design sus- 
pended on thin gage wire. 





Three - dimensional re- 
production ‘of a child- 
hood game in fluores- 
cent tubes was respon- 
sible for many inquiries 
and much comment. 
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The first two days the design 
was displayed, four circline tubes 
at $2.70 each, plus many straight 
units and a large quantity of in- 
candescent lamps were sold. A va- 
riety of other items were shown in- 
ciuding electric housewares, small 
fire extinguishers and hand tools. 
These and other items were good 
sellers as well. 

Frank and Paul Graessle, broth- 
ers and partners in the store, 
placed the tick-tack-toe design 


with particular thought as to the 
narrowness and height of the win- 
dow. They wanted to pull the eyes 
of window shoppers to a lower 
level. Their idea was 
from all angles. 


a success 
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CHI-NAMEL PAINT & VARNISH CO. 
1103 Third St. So., Minneapolis, Minn. 


Please Send Me The Chi-Namel Story 
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paint which satisfies customers” 


Says Georgia Chi-Namel Dealer 
B. L. WRIGHT Rockmart Hardware Co., Rockmart, Georgia 





“My paint sales have increased steadily since I started handling the 
Chi-Namel line. Since satisfied customers are the best builders of any 
business, I’m happy to say that Chi-Namel products really satisfy my 
customers. Chi-Namel’s high quality, special promotions and serv- 
ice are the best. Recently, after we had moved from one location to 
another, our Chi-Namel representative set up our new paint depart- 
ment completely. That’s the kind of cooperation I like!”’ 


HOW MUCH NEW BUSINESS DOES YOUR PAINT LINE PRODUCE? 


Your paint line is probably a good one, but not all customers ask 
for paint by its brand name. The big question is not how well known 
is your paint line, but rather how many new customers does it 
actually bring into your store. Testimonials from Chi-Namel dealers 
everywhere prove that Chi-Namel’s high quality products, promo- 
tions and services bring in many new paint customers . . . customers 
who buy other merchandise as well. 


HERE ARE 17 WAYS CHI-NAMEL HELPS DEALERS GET CUSTOMERS: 
a ieneemenimaell 


® Tabloids 

®@ Special product promotion 
@ House-to-house sales 

®@ Novelty Sales Stimulators 

@ Dealer Stationery 

@ Statement inserts 

®@ Special sale promotion 

®@ Special Consumer promotion 


®@ Color Planning Studio 

@ Architect's and Contractor's promotions 
@ Industrial promotion 

®@ School board promotion 

® Farm promotion 

@ Newspaper ads 

® Radio announcements 

@ Special Mailings 












































‘ Boston, Moss., St. Joseph, Mo., Okiachome City, Okla, 


ChiNamel 


PAINTS 





FACTORIES 
Minneapolis, Minn., Fort Wayne, ind., Atlanta, Go. 
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/REEN END RULES 

BIG BLACK FIGURES 
PLASTIC COATED 
WONT RUB OFF! 








The tool department was remerchandised for Christmas to 
feature tools as gifts and a special window tied-in with it. 


Planning Takes the Kinks 


Out of Christmas Selling 


Laying the ground work well ahead of the holiday buying 


season and following through on schedule increases volume 


Leaving nothing about its 1953 
Christmas promotion to chance, 
Gus Bock’s Hardware in Lansing, 
[ll., planned its promotion early 
in October, after all holiday buy- 
ing had been completed. This gave 
all in the store sufficient time to 
follow through to a volume that 
topped the previous year. 

According to Ruth Bock, every- 
thing worked more smoothly and 
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the store and its staff had never 
been so well organized for Christ- 
mas selling. 

Planning for Christmas selling, 
as organized by the Bock store was 
based in part on the 1953 Harp- 
WARE AGE Christmas Merchandis- 
ing Guide. 

This is the schedule 
Hardware followed: 

All promotions 


Bock’s 


and _ planning 


was tied in with the store’s con- 
sumer catalog. The promotion was 
set in motion with a gift sugges- 
tion ad, using the lay-away theme, 
and featuring housewares and 
tools. This ad was run in mid- 
October. 

The starter ad was followed by 
weekly ads, stepping up their size 
and reaching the peak in Decem- 
ber. Items featured in the ad were 
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The Signa-craft line is the Profit Line... 
These smart, useful accessories are terrific 
impulse sellers. In store after store the 
Signa-craft line has proved to be the fastest 
moving, easiest selling, biggest profit- 
producer. 





STYLE K-11 — Signa-craft’s Autogram 
Signet Key — Brilliantly enameled car in- 
signia atop highly polished key blank. 


STYLE K-14 — Signa-craft’s Autogram Signet ‘agege S STYLE AC-35 —Signa-craft’s Autogram 
Key & Ring with SAF-T-LOK key holder “fs Signet Key Chain—Brilliantly enameled 
attached to auto insignia key blank. eo insignia attached to key chain and ring. 














* 


SS rr ( 
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STYLE K-32—Signa-craft’s Auto Key Holder 
& Chain —Two key blanks unfold from 
highly polished knife-shaped pocket piece, 
decorated with auto insignia. 


STYLE L-41 — Signa-craft’s Autogram 

Signet Key Chain—Brilliantly enameled : 
auto insignia on saddle-stitched, gold- be 
tooled topgrain cowhide tab. I 


ere | 


TET fe 4 





POT 























: SEE THE FULL LINE Hl | 

: THAT GETS YOU ON THE "GRAVY TRAIN" ¢. 

4 we'll be at ; 
» = : The National Hardware Show : 
peat : | NAVY PIER—CHICAGO— 
theme, STYLE K-34 —Signa-craft’s Auto Key ; OCTOBER 11-15 : 
sa . BR : BOOTH #556 
™ ati ey anks. aad OS aetna s 

| a ee JF 

wed by 3 bd ae 7 - te “te : ; 
eir size Ce ) ae " ALL Signa-crat are mounted on.col- . 
Deo OA Wa LY. Mbps tans oe mound encet 2 
ad were & ; Lee By 2 Shen, ae 3 3 7‘ se 2af ea i sl hae ee Bie a y M5 “| 
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gifts from the toys, housewares, 
and tool departments. 

Almost every advertisement was 
devoted in part to tools as gifts, 
and each ad contained at least one 
special. This was usually an item 
from the consumer catalog to serve 
as a traffic builder. 

In addition the ads had spot re- 
minders, accenting various 
services such as lay-away, free gift 
wrapping. Readers were also urged 
in the spots to shop early for 
greater selection without crowding 


store 


and to visit the store’s toyland. 


Early in November 
the store consolidated 
non-gift lines to make 
sufficient room for 
special holiday 
displays such as this. 





Next step in the plan was the 
maiiing which was done the first 


week of November. The mailing 
totaled 7,000 catalogs, featuring 
toys, tools, sporting goods, house- 
wares and gifts. 

Tving-in with the store’s ad- 
vertising schedules and with the 
mailing of the consumer catalogs 
were a series of special displays. 
Backing up the opening ad, one 
shopping island devoted en- 
tirely to gift suggestions and using 
a strong lay-away appeal. A spe- 
cial window display was also put in. 


was 





Early in November the store cop- 
solidated all its non-gift displays, 
completing the task by the Thanks. 
giving week-end. A 12-foot wall 
section, usually devoted to power 
tools and was com- 
pletely re-merchandised to feature 
gifts for men. 

Emphasis was put on hand and 
power tools. Lanterns, flashlights, 
barometers, etc., were also shown 
To dress up the display many of 
the tools were shown as packaged 
gifts, and tying all together was 
Tools—aA gift 


accessories 


the theme-—“Give 


Bock's Hardware put 
in its Christmas 
windows over the 
Thanksgiving window 
and kept changing 
them to maintain 
interest. 
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‘TUFFY MOVES! 


Fast Turnover with New, Exterior 
Blister-proof, Latex Paint! 








A COOK & DUNN FIRST! Introduced but a few short 
months ago, “Tuffy,” the blister-proof paint that 
breathes, is already a best-seller! The reasons are 
revolutionary! “Tuffy” brushes on with extraordinary 
ease... dries in one hour! It stays on like no other 
exterior paint...stands up to the elements. It outlooks 
and outlasts conventional paints... never peels or 


blisters, because its polyvinyl film actually breathes. 





’ TUFFY 

: ve is... 

% Vinge - Life Fm fume-proof, 
Bint LATEX FIN * blister-proof, 
sun-proof, 
non-flammable; 
chalk, 
alkali 
and 
It's “TUFFY” FOR EXTERIORS — asbestos mildew 


shingles (all kinds), cement, stucco, concrete, resistant. 
masonry, brick, asphalt, clapboard siding, 


wood trim, ercosoted shingles. Perfect also | DaintingS fim with COOK & DUNN 


. Trade Mark 


@ 
ECONOMICAL, VERSATILE “EY 


9 NEW LOOK COLORS! Blue Mist, Lime , , 
Green, Ivy Green, Smoke Gray, Antique Red, DRIES IN ONE HOUR! No streaks, shiners, flat 
Daffodil, Bud Green, Turquoise, Dove Gray .. 













spots, laps or brush marks! 


pe er ae TS. SPREADS EASILY —GOES FAR! One gallon 
AUTOMATIC SELF-CLEANING! Rainfall washes covers approximately 500 square feet on damp 
away dirt, leaving a clean, low-lustre finish. or dry surfaces. 







Newark 





ADDRESS ALIt COOK & DUNN PAINT CORP., 


NQUIRIES TO 
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st * in Quality! 
* in Value! 
* in Profits! 


y= 


50 SHOT REPEATER 

vas d Deluxe chrome plated, 

11% long, Revolving Cylin- 

der, Western Cross-Hatch handle, 

Secret Compartment in handle with Com- 

pass and space for caps. SUGGESTED 
RETAIL $2.49. 










B-22 MARSHAL 

50 SHOT REPEATER 
Deluxe chrome plated, 
9%” long, bronze-colored 
simulated bone handle. SUGGESTED 
RETAIL $1.49 


} B-21 COWHAND 
_ 50 SHOT REPEATER 
j Deluxe nickel plated, 9 3/, 
long, Western Cross-Hatch 
bronze-colored handle. SUGGEST- 
ED RETAIL $1.00 







B-20 DEPUTY 
50 SHOT REPEATER 
Deluxe nickel plated, 83/4” 
long, bronze-colored simulated 
bone handle. SUGGESTED RETAIL 









$.79 
BUCK'N BRONC 
BUCK'N 
SELLING FEATURES: BRONC 


®@ Automatic spring re- 
lease 

@ Full riveted construc- 
tion 

@ Rustproof by actual 
test 


SPURS 







B-30 Chrome fin- 
ish with bronze 


@ Al metal handles el — 


@ “Never-Miss” firing B-31 Nickel plat- 
unit ed finish with 
@ Durable, Die-Cast zinc ant plat- 
alloy ed finish. 
Write for full information 
GEORGE SCHMIDT MFG. INC. 


ALn om Se Ape 2 









men appreciate.” Other displays 
featured mass showing of tree 
lights, gift ornaments, gift wrap- 
pings. Others featured housewares, 
but even on those displays, tool 
gifts were spotted. 

One display was made up entire- 
ly of gift ideas in the dollar 
bracket of grab bag and club gift 
exchanges. This was in use for 
only two weeks but sold consider- 
able merchandise. 

Gift emphasis was spotted 
through the store on regular dis- 
plays by signs, or by using a color- 
ful bow, or gift package as a 
decoration. 

Over the Thanksgiving week-end, 
the entire store was decorated for 
the holidays and special Christmas 
displays put into three windows. 
One was devoted to toys, one to 
tools, and the third to giftwares 
and housewares. All windows were 
revamped during the holiday sea- 
son to maintain interest. 

Though the Bock hardware has 
a permanent toy department, this 
too came in for re-merchandising 
for Christmas. Displays were ex- 
panded in the middle of October, 
room being made by moving wheel 
goods to the main floor and consoli- 
dating sporting goods. Thus Bock’s 
Toyland was all set to go into high 
gear selling by November 7, the 
day when the catalogs were mailed. 

Many of the Christmas decora- 
tions used throughout the store— 
candles, ornaments, holly, etc., were 
also sold as home decorations. In- 
terest in them having been aroused 
by seeing them in use on displays. 


Free Gift Wrapping 


Backing up its merchandise, and 
its displays, the store played up 
its free gift wrapping to draw 
extra holiday trade. This is a 
year-round service but for Christ- 
mas, items were boxed in white gift 
boxes, unless they were pre-boxed. 

One type of Christmas paper was 
used. This having been in use for 
the past three years had become 
identified with the store. A green 
or red satin finish ribbon was used 
to tie the packages. In every case 
the same gift wrapping was used 
—whether a 25 cent gift or an ex- 
pensive one. 


The store also specially wrapped 
and packed gifts for mailing. In 
that case the customer had to re 
turn the following day to pick up 
the package and do the mailing 
Those packages complete 
down to parcel post labels. 

To facilitate gift wrapping and 
so as not to have it interfere with 
selling, a special section—a room 
adjacent to the basement toy de- 
partment—was set aside. Two 
women were employed to handle al! 
the wrapping during rush periods 
with the help of one of the regulars. 
At other times clerks from the toy 
and gift departments took care of 
wrapping. 

This year also, to make Christ- 
mas selling smoother, extra help 
for the holidays was put on duty 
for a few days each week, early in 
the season. This gave them an op- 
portunity to become familiar with 
the merchandise and the store, and 
resulted in quicker customer ser- 
vice with less confusion. 


were 


Christmas Toy Club 
Is Traffic Builder 


A Christmas Toy Club which at- 
tracted 100 members who were cer- 
tain to purchase their toys at the 
Essig Hardware in St. Charles, IIl., 
proved to be one of the store’s best 
holiday traffic builders last year. 

This is the way the toy club plan 
operated. Each member who joined 
was asked to pay $2.00 per week for 
12 weeks, or a total of $24 each. For 
these dues, each member received 
a $25 credit towards purchase of 
toys at the store. 

Then each Friday night, the store 
held a drawing in which paid-up 
members were eligible to partici- 
pate. The winner at each drawing 
was no longer required to pay his 
weekly dues, but as his prize still 
received his $25 credit. 

In other words, the first week’s 
winner received $25 in merchandise 
eredit for his “investment” of 
$2.00; the second week’s winner re- 
ceived the same for $4.00, and so on. 

In addition to the monetary re- 
ward, membership in the club gave 
each member an opportunity to view 
the new toy stock—and make pur- 
chases—before the general public 
could. Thus the membership was 
assured the pick of the lot. 
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ge Tes is it! This is the Show of Shows for hardware buyers . . . 
x: the hardware industry's great merchandising event. The National 
Hardware Show presents, in five short days, everything you 
i need to capture your share of the multi-billion dollar hard- 
S ware market . . . new equipment, new ideas, new mer- 
m- chandising plans, new franchises, an opportunity to 
se. meet and talk with the principals of 1200 leading 
= manufacturers of more than 10,000 lines of hard- 
ware and allied products. This is the one all- 
inclusive show .. . the complete picture of 
the hardware industry. It comes at a time 

when prices are established, merchandis- 
ing plans completed, literature printed, 
production and delivery data con- 

firmed. Yes... this is the high 
spot of your hardware year. 
Don't miss it! Send for ad- 

mission credentials today! 



































Highligl 
Of You 


Hardwat 3 
Yet 


navy pier, chicagh 
october 11-15, 195 



































Buyers, plan now to attend. Fill out oul mairae pr sion 
badge, which will admit you without further regis ra be mailed to you. 























see el ani ti Ane ae an lap Hil ia il me ee lie eee a . 
, Save time by registering NOW. Fill in and mail this registration coupon J 
| ond your admission badge will be mailed to you. Please check below if 

NATIONAL 1” you wish us to moke hotel reservations for you. (Please Print). 

NAME TITLE 

STREET I 

CITY STATE 

SH | TYPE OF BUSINESS , 

Please check below the clossification of your business | 

(J Wholesoler CO) Retoiler CD Dept. & Chain Store Buyer 

331 MADISON AVE., NEW YORK 17, (CD Importer-Exporter [] Mfgrs’ Agent 0 Menvfocturer (J Other | 
MURRAY HILL 2-4802 (CD Please send us your hotel reservation blonk, j 

| Minors under 18 yrs. of age will not be admitted under any circumstonces 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 






Convention Check List 






























For plete details about the conventions listed by dates below see 
the alphabetical! listings following this quick check list 
1954 31-Feb. 2 Texas Hdwe. Show 


fh 


31-Feb. 3 Garden Supply Show 





October 
February 
3- & Atlantic City Hardware Conve \- 3 Wisconsin Hdwe. Show 
n of AHMA and NWHA eg Oe ee ier 
12 Ace Fall Merchandise St} 6-10 Mat. Scostina Goods St 
)-12 Cotter Fall Show 7- 8 Tri-State Hdwe. Show 
)-13 Philadelphia Gift St 7. '9 Ohio Hdwe. Si 
12 Sport ng Gc Gs East Market 8-10 Oklahoma Hdwe. Show 
7 weet n New ¥ rk 8-11 lowa Hdwe. St} 
iS Na ci eee Show 9 Conn. Hdwe. Convent 
24-26 Montana Conventior 3-14 Arkansas Hdwe. Show 
28 Hardware Wholesaler: 115 Cotter & Co. Sh 
- wens i " 13-16 California Hdwe. Show 
Nov. 7 as THOFTES : 14-16 New York Hdwe. ‘ 
15-17 Nebraska Hdwe. Shov 
November 5549 Sichinen tidwe. Show 
6-11 Sanitary-Building Maintenance 20-22 Tennessee Hardware S! 
Show 21-23 New England Hdwe. 5 
21-25 New York Gift Show 
21-23 True Volue-Auburn Dea 
1955 22-24 W. Virainia Hdwe. Show 
January 22-24 Pac. Southwest Hdwe. S 
> a 22-24 Carolinas Hdwe. Show 
9-11 Garden Supe y_ Show Chi 27-28 Mississiopi Trade Show 
a New 10-12 Janney Dea er Show he 
CARVING SETS } 10-12 Penn. Atlant Seaboard Hdwe March 
Show . 1- 3 Alabama Conventior 
| 13-20 Independent Housewares Show 6- 8 Virginia Hdwe. Show 
7 New 13-20 Nat. Housewares-Appl. Show 6- 8 Florida-Georgia Hdwe. : 


17-19 Western Hdwe. Show 8.10 Iinoi i " 
COMBINATION SETS 23-25 ected tang Show ara vis Hdwe. Show 


Missouri Convention 


23-26 Ace Annual Convention 29-31 So. Dakota Hdwe. Show 
* New 24-28 Heating-Ventilating Show 
25-26 No. Dakota Hdwe. Show April 
STEAK KNIFE SETS |] 25:26 No. Dakota Have. es 
25-27 Minnesota Hdwe. Show 
° New 25-27 Mount. States Hdwe. Conveniior June 
25-27 Mich. Employees Scles Course 17-18 Tex. Wholesalers-Booster 
OPEN STOCK KNIVES 30-Feb. | No. Coast Hdwe. Show 
31-Feb. | American Hdwe. Sply. C July 
bd New Show 11-14 National Retail Hardware A 


KITCHEN SETS 31-Feb. 2 Kentucky Hdwe. Show 11-15 Nat. Housewares-Appl. Show 


























National Events 


American Hardware Manufacturers tary of the NWHA with offices at 
Assn. annual joint convention with 1900 Arch St., Philadelphia 3, Pa. 
the National Wholesale Hardware 
Assn., Oct. 3-6 at the Marlborough- ; ’ ; . 

Blenheim Hotel, Atlantic City, N. J.  @rden Supply Trade Shows, Jan. 








Arthur L. Faubel, secretary of the 9-11, at the Hotel Sherman, Chi 
MANUFACTURING CO., INC. AHMA with offices at 342 Madison cago, and Jan. 31-Feb. 3 at the 7Ist 
SYRACUSE, NEW YORK Ave., New York 17, N. Y. Thomas Infantry Regiment Armory, New 
A. Fernley, Jr., is executive secre- York City. Sponsored by the Gar- 
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on your investment with new low price 





Spray coatings assortment 


NEW — CHRISTMAS-COLOR SPRAY KIT. 
Timely combination of Bright Gold, 
Bright Silver and Cherry Red 

in 3 6-0z. can kit captures profitable 
Christmas sales. Retails at $2.79. 


Remember—the indoor hobby season is just starting and 
the big Christmas rush is ahead, so get into the Krylon 
business now—for only $29.52. Ask us to rush details. 
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RECEIVE A SELF SERVICE DISPLAY RACK 
(WORTH $15.00) FREE! WITH PURCHASE OF 
4-DOZEN ASSORTMENT IF YOU ACT PROMPTLY. 


Krylon is first again! This time with all the 
wonderful quick-drying Krylon colors and 
Krylon Crystal-Clear in the new 6-oz. size 
Spra-tainers, retailing at only 98c. Just in time 
to satisfy the tremendous “do-it-yourself” 

and hobby demand that's sweeping America. 
Your price for the 48 6-oz. can assortment 

is only $29.52. Your profit is $17.52—60% 
on your investment. You get free the self-service 
display rack which is easily worth $15.00. 


HANDY DISPLAY sits on counter, hangs on wall 
or column. Attractive, attention-getting. Stores 
merchandise and starts sales. Stocked with: 
6—Crystal-Clear 4—Cherry Red 
6—Bright Gold 4—Regal Blue 
6—Touch-up White 4—Flat Black 
4—Bright Silver 2—Glossy Black 
4—Baby Pink (New) 2—Chrome Yellow 
4—Baby Blue (New) 2—Hunter Green 


The special introductory offer, including the free 
Self-Service Display Rack, is good for a limited time 
only. Only ONE display rack per dealer, please. 


Shipment will be made direct to you and billed 
through your jobber. Re-orders of stock 

available from jobber stocks, only. 

NEW—PRICE REDUCTION ON REGULAR 12-OZ. 


SIZES. ALL COLORS NOW DOWN TO $1.69 
RETAIL. (CRYSTAL-CLEAR REMAINS AT $1.95). 


KRYLON, INC., Dept. H3, 2038 Washington Ave., Phila. 46, Pa. 


Please rush me one 6-oz. assortment deal at $29.52... details 
of all Krylon products and promotions ...and name of nearest 
Krylon jobber for billing and re-orders. 


Dealer Name : aaa 





Address. ’ — 








City a Zone State 
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den Supply Merchandise, 1901 St. 
Paul St., Baltimore 18, Md. 





CASH IN on 


(Do-it-Yourself) 
POWER TOOL 


DEMAND with 
this compact 
Display Unit Industrial Distributors’ Assn., 712 


G>T L. Pugh, secretary-treasurer. 


Heating and Ventilating Exposition, 
(International) Jan. 24-28 at Con- 
vention Hall, Philadelphia, Pa. 
Sponsored by the American Society 
of Heating and Ventilating Engi- 
neers and under management of 
International Exposition Co., 480 
Lexington Ave., New York, N. Y. 


| 











































Industrial Supply Convention, April 
17-20, at Cleveland, Ohio, Spon- 
sored by the American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Hunter-Thomas Asso- 
ciates, Keith Bldg., Cleveland, busi- 
ness manager; the National Indus- 
trial Distributors Assn., 1900 Arch 
St., Philadelphia, H. R. Rinehart, 
executive secretary; the Southern 


National Builders Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive secretary. 
Administrative office of both groups 
at 420 Madison Ave., New York 17, 
| as 


National Hardware Show, Oct. 11-15, 
at the Navy Pier, Chicago, Spon- 
sored by National Hardware Show, 
Inc., 381 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


National Housewares & Home Appli- 
ance Show, Jan. 13-20 at the Navy 
Pier, Chicago, and July 11-15 at 
Convention Hall in Atlantic City, 
N. J. Sponsored by the National 
Housewares Manufacturers Assn., 
1140 Merchandise Mart, Chicago 
54, A. W. Buddenberg, executive 
secretary. 





Holds 7 most popular 
Darra-James Power 
Tools in 2’ x 4’ space 


Stimulated by the greatest do-it- 
yourself publicity, demand for 
home workshops is ever increas- 
ing. Get your share of this business 
with a minimum of floor space. 

Darra-James power tools are 
the best in our history . . . preci- 
sion engineered ... factory tested 
and ready for prompt shipment. 
Get all the facts today. 


National Retail Hardware Association 
annual congress, July 11-14, 1955, 
at Hotel Statler, Buffalo, N. Y. 
Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis, Ind. 


National Wholesale Hardware Assn. 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 

phia 3, Pa. Arthur L. Faubel is sec- 

retary of the AHMA with offices at 

842 Madison Ave., New York 17, 
N. 8. 


MANUFACTURED BY 


TOOLKRAFT CORP. 
7500 PLAINFIELD ST 
SPRINGFIELD, MASS 


Sanitary-Building Maintenance Expo- 
sition, Nov. 6-11 at the Ambassador 
Hotel, Atlantic City, N. J., spon- 





sored by The Industrial Housekeep. 
ing Safety Guild, Inc. (Easter 
Sanitary Supply Group), The Har. 
rison Bldg., Philadelphia 2, Pa. 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La. 
Salle St., Chicago 2. G. Marvin 
Shutt, secretary. 


Sporting Goods Eastern Market Week, 
Oct. 10-12 at the Hotel New Yorker, 
New York City. This trade show 
is similar to the annual Western 
Market Week, sponsored by the 
National Sporting Goods Assn., | 
N. La Salle St., Chicago, Il. 


Regional Events 


Ace Hardware Corp. Fall Merchan- 
dise Show, Oct. 10-12, at company 
warehoue, 2355 S. Blue Island Ave., 
Chicago 8. Show manager, Charles 
B. McClaskey. Ace annual conven- 
tion, Jan. 23-26, at Conrad Hilton 
Hotel, Chicago. Convention mana- 
ger, Arthur Krausman. 


American Hardware Supply Co. Mer- 
chandise Fair and _ Stockholders’ 
Meeting, Jan. 31-Feb. 1, 1955, at 
company headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa 


Auburn Hardware Co., Merchandise 
Show, Sept. 15-16, 1954, at Auburn, 
Ind. Company is located at 411 N. 
Indiana Ave., Auburn. 


Cotter & Co. Fall Merchandise Show, 
Oct. 10-12 at company headquar- 
ters, 365 E. Illinois St., Chicago 
ti, Mm. 


Cotter & Co. annual stockholders’ and 
dealer meeting and merchandise 
show, Feb. 13-15 at company head- 
quarters, 365 E. Illinois St., Chi- 
cago 11. 


Franklin Hardware & Supply Ce., 
annual stockholders’ meeting and 
convention, Sept. 20-21 at company 
headquarters, 918-28 N. Delaware 
Ave., Philadelphia 23, Pa. 


Gift Shows—Philadelphia, Oct. 10-13, 
at the Hotel Benjamin Franklin; 
New York, Feb. 21-25, at the Hotel 
Statler. George F. Little Manage- 
ment, 220 Fifth Ave., New York 1. 


Hardware Wholesalers, Inc., Fall Con- 
vention and Stockholders’ Meeting, 
Oct. 27-28 at company headquarters, 
Fort Wayne, Ind. 


Hibbard, Spencer, Bartlett & Co— 
Auburn and True Value Associate 
Dealers’ 2nd annual merchandise 
convention, Feb. 21-23, at company 
offices, 2201 W. Howard St., Evans- 
ton, Ill. 


Independent Housewares Exhibit, 
Jan. 13-20 at the Morrison Hotel, 
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Chicago. Show manager, Jules 
Karel, 8 South Dearborn St., Chi- 
cago 3. 


Janney Dealer Show and meeting, 
Jan. 10-12, at the Calhoun Beach 
Hotel, Minneapolis, Minn. Sponsored 
by Janney, Semple, Hill & Co., 22-26 
Second St., So. Minneapolis. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth, Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


State Events 


Alabama Retail Hardware Assn. 
March 1-3 at Birmingham. Exhibit 
and convention headquarters at Tut- 
wiler Hotel. Secretary, Morris 
Jones, 409 N. 28rd St., Birmingham. 


Arkansas Retail Hardware Assn., Feb. 
13-14 at Little Rock, Ark. Exhibit 
at Robinson Auditorium. Convention 
headquarters, Marion Hotel. Secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bidg., Little Rock. 


California Retail Hardware Assn., 
Feb. 13-16 at San Francisco. Ex- 
hibit and convention headquarters, 
Fairmont Hotel. Secretary, Krueger 
B. Jacobsen, 1355 Market St., San 
Francisco 3. 


Carolinas, Hardware Assn. of, Feb. 
22-24 at Charlotte, N. C. Exhibit at 
Radio Center. Convention headquar- 
ters, Charlotte Hotel. Secretary, 
D. W. Laws, 118% E. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., Feb. 9 
at Hartford. No Exhibit. Conven- 
tion headquarters, Statler Hotel. 
Secretary, Ned Russell, Harris 
Hardware, Southport, Conn. 


Florida Retail Hardware Assn., joint 
convention with the Georgia Retail 
Hardware Assn., March 6-8 at At- 
lanta, Ga. Exhibit and convention 
headquarters, Baltimore Hotel. Ex- 
ecutive manager for both associa- 
tions, W. W. Howell, P. O. Box 183, 
Waycross, Ga. 


Illinois Retail Hardware Assn., March 
8-10 at Chicago. Exhibit and con- 
vention headquarters at Morrison 
Hotel. Secretary, W. F. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., Jan. 
25-27 at Indianapolis. Exhibit at 
Murat Temple. Convention head- 
quarters, Lincoln Hotel. Secretary, 
W. J. Sheely, 964 No. Pennsylvania 
St., Indianapolis 4. 


Intermountain Assn., Jan. 23-25 at 


Salt Lake City, Utah. Exhibit and 
convention headquarters at Hotel 
Utah. Secretary, Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


Iowa Retail Hardware Assn., Feb. 
8-11 at Des Moines. Exhibit at Iowa 
Exhibit Bldg., State Fairgrounds. 
Convention headquarters, Savery 
Hotel. Secretary, Philip R. Jacob- 
son, Mason City, Iowa. 


Kentucky Retail Hardware Assn., Jan. 
31-Feb. 2 at Louisville. Exhibit and 
convention headquarters, Kentucky 
Hotel. Secretary, Edward Keiley, 
501 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn. con- 
vention, Feb. 6-7, at Alexandria. No 
Exhibit. Hotel headquarters, David 
O. Mansfield, P. O. Box 1696, Jack- 
son, Miss. 


Michigan Retail Hardware Assn., Feb. 
15-17 at Detroit. Exhibit at Masonic 
Temple, Convention headquarters, 
Statler Hotel. Secretary, Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Michigan Store Management Confer- 
ence, Sept. 22-23, 1954, at Kellogg 
Center, Michigan State College, 
East Lansing. Sponsored by the 
Michigan Retail Hardware Assn., 
1916 Michigan National Tower, 
Lansing, Mich. 


Michigan Hardware Employees Sales 
Study Course, Jan. 25-27 at the 
University of Michigan, Ann Arbor. 
Sponsored by the Michigan Retail 
Hardware Assn., 1916 Michigan Na- 
tional Tower, Lansing. 


Minnesota Retail Hardware Assn., 
Jan. 25-27 at Minneapolis. Exhibit 
at the Auditorium. Convention head- 
quarters, Curtis Hotel. Secretary 
C. J. Christopher, 2110 Nicollet 
Ave., Minneapolis 4. 


Mississippi Retail Hardware Assn. 
convention and exhibit, Feb. 27-28, 
at the Hotel Heidelberg, Jackson. 
Secretary, David O. Mansfield, P.O. 
Box 1696, Jackson. 


Missouri Retail Hardware _ Assn., 
March 8-10 at St. Louis. Convention 
and exhibit at Jefferson Hotel. 
Secretary, Harry Scherer, 812 
Olive St., St. Louis. 


Montana Hardware and Implement 
Assn. convention, Oct. 24-26, 1954, 
at Placer Hotel, Helena. Secretary, 
Norman O. Blevins, P.O. Box 1152, 
Helena. 


Mountain States Hardware & Imple- 
ment Assn., Jan. 25-27 at Denver. 
No exhibit. Convention headquar- 
ters, Cosmopolitan Hotel. Secre- 
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THE 


Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliers in stock for your 
best customers—the 
men who know good 
tools. They just won't 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857.” 

























Write for your 
free copy of 
the Klein @ 
Pocket Tool "ar 
Guide today! } 
Contains use- : 
ful informa- 
tion. 





DISTRIBUTED 
THROUGH JOBBERS 
Foreign Distributor: 
International Stand- 
ard Electric Corp., 
New York. 


i | weiss 
| mae KLEIN & Sons 
3200 BELMONT AVE CHICAGO 18, ILt 
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For 
Muskrat, 
Skunk 
and Mink... 


No. 1 VG VICTOR 
STOP LOSS 


The delayed action guard 
prevents escapes. The 
auxiliary guard moves high up on 
the animal’s body to eliminate 
“wring-off.” Simple, sturdy con- 
struction; lightweight; easy to set. 
Jaw spread, 4”. 


ONEIDA JUMP 


—— STOP LOSS 


Light, compact—the Oneida Jump 
trap with famous Stop Loss guard. 
The favorite trap for those who 
prefer Jump style. Jaw spread, 454’. 







No. 1 JG 


For Fox... 


No.2 VICTOR 
COIL SPRING 
The most popular fox trap. Sturdy, 
quick in action. High quality con- 
struction; reliablespring made of spe- 
cial analysis steel. Jaw spread, 534”’. 
Order Victor Traps by name 
from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. 





—make money for you! 
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tary, Francis W. Reich, 1233 Spruce 
St., Boulder. 


Nebraska Retail Hardware Assn. 
Feb. 15-17 at Omaha. Exhibit at 
Municipal Auditorium. Convention 
headquarters, Fontenelle Hotel. Sec- 
retary, C. A. McCoy, 325 Insurance 
Bldg., Lincoln 8, Neb. 


New England Hardware Dealers 
Assn., Feb. 21-23 at Boston, Mass. 
Exhibit and convention headquar- 
ters at Statler Hotel. Secretary, 
A, C. MacHardy, 185 Dartmouth 
St., Boston 16. 


New York State Retail Hardware 
Assn., Feb. 14-16 at Syracuse. Ex- 
hibit at Auditorium. Convention 
headquarters, Syracuse Hotel. Sec- 
retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
Jan. 30-Feb. 1 at Seattle, Wash. 
Exhibit at Senator Auditorium. 
Convention headquarters, Olympic 
Hotel. Secretary, Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


North Dakota Retail Hardware Assn., 
Jan. 18-19 at Fargo. Exhibit at 
Crystal-Avalon Ballrooms. Conven- 
tion headquarters, Graver Hotel. 
Secretary, Miss E. J. McGrann, 
54% Broadway, Fargo. 


Ohio Hardware Assn., Feb. 7-9 at 
Cleveland. Exhibit, Public Audi- 
torium. Convention headquarters, 
Statler Hotel. Secretary, John B. 
Conklin, 198 So. High St., Colum- 
bus 15. 


Oklahoma Hardware & Implement 
Assn., Feb. 8-10 at Oklahoma City. 
Exhibit, Municipal Auditorium. Con- 
vention headquarters, Skirvin Ho- 
tel. Secretary, Aaron Gritzmaker, 
515 Midwest Bldg., Oklahoma City. 


Pacific Northwest Hardware & Imple- 
ment Assn., Oct. 31-Nov. 2, 1954, at 
Spokane. No exhibit. Convention 
headquarters, Davenport Hotel. Sec- 
retary, J. Malcolm Smith, 614 Em- 
pire state Bldg., Spokane, Wash. 


Pacific Southwest Hardware Assn., 
Feb. 22-24 at Long Beach, Calif. 
Exhibit at Auditorium. Convention 
headquarters, Wilton Hotel. Secre- 
tary, Otto H. Grigg, 416 W. 8th St., 
Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 10-12 at Phil- 
adelphia. Exhibit at Convention 
Hall. Convention headquarters, 
Bellevue-Stratford Hotel, 1616 Wal- 
nut St., Philadelphia 3. 


South Dakota Retail Hardware Assn., 
March 29-31 at Sioux Falls. Ex- 
hibit, Coliseum. Convention head- 
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quarters, Cataract Hotel. Secre. 
tary, O. R. Baily, 1300 So. Jeffer. 
son Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Feb. 20-22 at Chattanooga. Meet. 
ings and exhibit at Lookout Moun. 
tain Hotel. Secretary, Morris 
Jones, P.O. Box 784, Nashville 


Texas Hardware & Implement Assn.. 
Jan. 31-Feb. 2 at Dallas. Exhibit. 
Baker Hotel. Convention headquar- 
ters, Baker and Adolphus Hotels 
Secretary, Ray M. Souder, 822-823 
Texas Bank Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn., Feb. 7-8, at Amarillo, Tex. 
Convention and exhibit at Herring 
Hotel, Amarillo. Secretary, M. D. 
Shepherd, Canyon, Tex. 


Virginia Retail Hardware  Assn., 
March 6-8 at Roanoke. Exhibit at 
American Legion Auditorium. Con- 
vention headquarters, Roanoke Ho- 
tel. Secretary, G. T. Omohundro, 
Jr., Scottsville, Va. 


West Virginia Hardware Assn., Feb. 
22-24 at Clarksburg. Convention and 
exhibit at Stonewall Jackson Hotel. 
Secretary, James C. Fielding, 1628 
McClung St., Charleston 1, W. Va. 


Western Retail Implement & Hard- 
ware Assn., Jan. 17-19 at Kansas 
City, Mo. Exhibit at Auditorium. 
Convention headquarters, President 
Hotel. Secretary, W. J. Shaw, 3915 
Main St., Kansas City 2, Mo. 


Wisconsin Retail Hardware Assn., 
Feb. 1-3 at Milwaukee. Exhibit at 
Auditorium. Convention headquar- 
ters, Schroeder Hotel. Secretary, 
H. A. Lewis, Stevens Point, Wis. 





HARDWARE HUMOR 











«) Hardware Age, 


"Boss, when you ask me what a cer- 
tain tool #s called, why do you always 


study the catalogue first?” 
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BATTERIES 





_. up TO TWICE THE LIFE OF OLD-FASHIONED 






FORMULA, SEALED WITH SOLINITE™. 





OLIN * we~ battery 


For home. farm. industry. or on the road — next time ask for 
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Cc 
OLIN PRE-SELLS YOUR CUSTOMERS WITH THE MOST 
impr 
CONCENTRATED — MOST COLORFUL — MOST POWERS are 
nant 
CONSUMER MAGAZINE CAMPAIGN IN BATTERY HISTORY! 
Giant Full-Page, Four-Color Advertisements in LIFE September Supplee-! 
27, SATURDAY EVENING POST October 16, SATURDAY EVE- ae * 
NING POST October 30, LIFE November 15. PLUS a Four-Color Philadelp 
Spread in November CORONET! oe 
»2-p 
TOTAL CIRCULATION: 23,000,000 COPIES = »°® READERS! “Sa 
Toy: 
book 
-— = 
BATTERIES AND FLASHLIGHTS NOW tft 
—— hous 
hou: 
prin 
Beautiful all-new, all-brass and 
imp 
OLIN QUALITY FLASHLIGHT TO RETAIL FOR ONLY 98c Dist 
No flimsy, foreign import, this is a famous American the famous Winchester 73, the gun that won the West 
compar.y’s answer to the challenge of cheap overseas have gone into the production of this flashlight w. A. L 
ween ss aga bosed on ig wnpnting Only a company of Olin’s stature could do it — this 231 Kan: 
principle that quality must not be sacrificed for price! flashlight will compare on a Quality basis with any Topeka, 
All the experience of a company whose roots go back you have ever sold, yet it’s priced to compete — with “Sa 
deep into the heart of America — roots that grew with no sacrifice in markup! Rares 
ORDER NO. 2098 PACKAGE... 16 NO. 2098 OLIN all-brass flashlights aa 
imp 
eral 
| DEALER COST $10.40... RETAIL PRICE $15.68 ... 1 COUNTER DISPLAY — 2 WINDOW STREAMERS dis] 
Thomsor 
16 SENSATIONAL NEW REMOVABLE TRANSPARENT 1801 2ne 
RED SAFETY-LITE CAPS REE W b4 Sacrame 
‘ : “Bi 
Bright red Safety-Lite Cap 81, 
ON for Red light...OFF tor White light Pri 
protects flashlight lens, a wonderful FREE gift for your customers! it I 
pril 
bs Als 
\ on 
pie 
als 
ORDER 2000 PACKAG!I whi 
DEALER ee 
COST ICE Dial 
16 22098 All-Brass Olin Flashlights $10.40 $15.68 Tracy -V 
48 +1550 Olin Leakproof Batteries 468 175 No. 
16 Red Safety-Lite Caps FREE Columbu 
1 Counter Display FREE Off 
1 Flashlight Collar Display FREE : 
2 Different Window Streamers FREE pas 
in 
DEALER COST $15.08 spa 
DEALER PROFIT 7.80 
Van Dei 
Merino | 
Lexingt 
ELECTRICAL DIVISION A 
OLIN-MATHIESON CHEMICAL CORPORATION gif 
NEW HAVEN 4, CONN. B 
8Y% 
— rot 
OLIN the official battery of the world famous ice Capades! HARDW:! 
—— 
Form 896 Printed S.A 
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MOST 
oan imprinting. Also available 
he are window streamers, pen- 
TORY! nants, and ad mats of items. 
Supplee-Biddle-Steltz Co. 
Bristol at Fifth St. 
Philadelphia 5, Pa. 
Offers “Billy and Ruth,” a 
52-page, 85x11 toy book; 
ADERS! “Santa’s Wonderland of 
Toys,” a 32-page, 8'eoxl1l1 toy 
book, and “Gift Surprises,” | 
a 24-page, 8loxtil book of | 
housewares and. electrical | 
housewares. All three are 
printed in rotogravure color | 
and have space for dealer- 
Y 98c imprint and mailing address. 
Display material and mats. } 
on the West 
flashli , r : 
tiie W. A. L. Thompson Hdwe. Co. | 
lo it — this 231 Kansas Ave. 
is with any Topeka, Kan. 
t with : ’ on | 
“as ' “Santa’s Own Toy Book” con-_ | 
tains 32 pages, 8x10, printed | 
in full color. Has space for | 
mailing address and dealer- | 
imprint. Action display, op- | 
MERS erated by batteries, banners, | 
display cards, available. 
Thomson-Diggs Co. 
sened 1801 2nd St. 
Sacramento 4, Calif. 
“Billy and Ruth,” a 52-page, | 
84x11 toy book, is available. | 
Printed in rotogravure color, | 
— it has space for dealer im- | 
print and mailing address. | 
Also available is a display kit 
on toys containing about 48 
pieces—banners, cards, etc.; 
also ad mats on toys and 
wheel goods. 
Tracy-Wells Co. 
175 No. Front St. 
Columbus, Ohio 
Offers “Billy and Ruth,” a 52- 
page, 8'2x11 toy book printed 
in rotogravure color. Has 
space for dealer-imprint. 
Van Deren Hardware Co., Inc. | 
Merino & Water Sts. 
Lexington 1, Ky. 
A toy catalog and an adult 
ON gift catalog is available. 
“Billy and Ruth” is a 52-page, | 
84x11 toy book printed in | 
—— rotogravure color with space 
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"It’s no use, Mike . . . these are 


Campbell Chains!” 





There’s no substitute for safe, long-wearing 
CAMPBELL CHAIN for hundreds of jobs of holding, 
hauling, or hoisting. Campbell makes chain in any 
size, grade or specification. Each link is inspected 
to assure rugged dependability. Order CAMPBELL 
CHAIN in the handy CAM-PAK . . . display it on 
the eye-catching Display Merchandiser. Your 
jobber can give you complete information. If you 


prefer, write direct. 


CAMPBELL 
CHAIN 





Main Office, York, Pa. + West Burlington, lowa 
Portland, Oregon * Sacramento, California 


Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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REPEAT ITEMS 


CONSTANT PROFIT-MAKERS THROUGHOUT THE YEAR 


Solid Fuel FLAME BOY Fireplace and Barbecue Kindlers — for indoor 
fireplaces, indoor and outdoor charcoal fires, camp fires. Completely eliminate 
kindling wood and paper. 








Barbecue Kindlers — 

for indoor and ‘outdoor charcoal 
fires, camp fires. Odorless. Two 
for an average fire. 30 Kindlers 
per gife box. Suggested retail 
$2.00 per box 


Fireplace Kindlers — 
pleasantly pine scented, produce 
multi-colored flames. Two will 
ignite a large log fire. 24 Kind- 
lers per gift box. Suggested 
retail $2.00 per box. 


Each packed in striking 3-color display gift boxes. 


FLAME BOY CAMP STOVE — 

a compact, more efficient heating unit. Only 414” x 6”, its expandable heating 
surface holds an 8” pan. No separate parts, requires no adjustments, no clean- 
ing. Patented combustion chamber boils a pint of water in 6-7 minutes. With 
removable aluminum utility casing. Suggested retail $9.00. 


Fueled with new SAFUEL'M — safest, 
non-explosive’ solidified fuel ever 
developed. Will not liquefy or spill 
while burning. Odorless, smokeless, 
leaves no carbon. A 2-oz. safe-storage 
can, custom-fitted to FLAME BOY 
stove; burns over an hour. Suggested 
retail 20¢ per can. A big repeat item! 


manufactured by 


ipowmbaadies SAFETY FUEL & CHEMICAL CORPORATION 


EAST BERLIN, CONNECTICUT 





1331 S. Flores St. 

San Antonio, Texas 
Has a gift catalog of 50 to 
75 pages printed in two col- 
ors. Catalog size is 9x11. Also 
available are mats of items 
in catalog. 


| George C. Wetherbee Co. 
2566 E. Grand Blvd. 
Detroit, Mich. 
‘ 


“Santa’s Wonderland” is of- 
fered—a 32-page, 84x11 tos 
book printed in rotogravure 
coler, 


401 Amberson Ave. 
Pittsburgh 6, Pa. 


Offers “Billy and Ruth,” 4 
52-page, 81x11 toy book; 
“Santa’s Wonderland of 
Toys,” a 32-page, 84x11] toy 
book, and “Gift Surprises,” 
a 24-page, 84x11 book of 
housewares and_ electrical 
housewares. Al] three are 
printed in rotogravure color 
and have space for dealer- 
imprint and mailing address 


| J. A. Williams Co. 
| 
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Portland 
continued “Bill 
8x. 
; for dealer-imprint and mail- “Gift 
4 E Ww . Ss A F E - ing address. “Gift Surprises” 81x 
is a 24-page, 84x11 book of and 
EASIER To USE housewares and electrica! gifts 
housewares. Ad mats avyail- in r 
a able. book. 
FLAME BOY 6 : a 
eo Van Hoogenhuyze Hdwe. Co. Also 
140 W. Fest St. ratin 
San Antonio, Tex. sides 
PROD UCTS “Gift Surprises” is available, tags, 
This is a 24-page, 85x11 ad m 
for fireplace and barbecue fanciers book of housewares and elec 
outdoor sportsmen °* campers tteal Rensewares printed in The Geo. 
color rotogravure. Has space 802 St. Cl 
for dealer-i ‘int : ail Mev ale 
for dealer-imprint and mail Cleveland 
ing address. Ad mats avail- 
able. “Hol 
able 
Union Hardware & Metal Co. page 
5555 Ferguson Drive page 
East Los Angeles 22, Calif. The 
. ; page 
ays ‘ 2d-puve catalog 
~ or a 24 page atalog, page 
84,x10 containing hardware, Also 
housewares, sporting gods inelt 
tools and toys. Printed in banr 
rotogravure in full eolor, side 
spot color and monotone = 
Store pennants, banners, trat! 
price cards available. 
Watts Hardware & Supply Co. Wyeth C 
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Woodbury Hardware (o. 
2262 N.W. Nicolai St. 
Portland 10, Ore. 


“Billy and Ruth,” a 52-page, 
84x11 toy book, along with 
“Gift Surprises,” a 24-page, 
814x11 catalog of housewares 
and electrical housewares 
gifts, are available. Printed 
in rotogravure colors, both 
books have space for dealer- 
imprint and mailing address. 
Also offered is a store deco- 
rating kit including broad- 
sides, lay-away banners, price 
tags, special price tags and 
ad mats. 


The Geo. Worthingten Co. 

802 St. Clair Ave., N.W. 

Cleveland 1, Ohio 
“Holiday Gift Guide” is avail- 
able in two forms—as a 24- 
page gift catalog or as a 40- 
page gift and toy catalog. 
The latter includes the 24- 
page gift section plus a 16- 
page section featuring toys. 
Also offered is a display kit, 
including two large window 
banners, 24 pennants, each 
side featuring a special line 
—a total of 18 different illus- 
trations, and 150 price cards. 


Wyeth Co. 
301 N. 2nd St. 
St. Joseph 1, Mo. 


Offers “Billy and Ruth,” a 
52-page, 84x11 toy book, and 
“Gift Surprises,” a 24-page, 
81x11 catalog of housewares 
and electric housewares gifts. 
Both are printed in rotogra- 
vure color. 


Yakima Hardware Co. 
226 S. Ist St. 
Yakima, Wash. 


Offers an 8-page consumer 
broadside in three colors. 
Size is 84x11. Also available 
is an 81-piece display kit plus 
188 price cards in three 
colors. 


ZCMI Wholesale Distributors 
1665 Bennett Road 
Salt Lake City, Utah 


“Santa’s Own Toy Book” of- 
fered by the company is a 
32-page, 8x10 consumer cata- 
log printed in full color. Has 
space for maiking address 
and dealer-imprint. 
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THE GREATEST name 
IN MELMAC DINNERWARE 


ACCIDENT PROCE 


Style—Color— Durability, three words synony 
mous with COLOR-FLYTE dinnerware. Designed 
for the consumer market only—COLOR-FLYTE 
style sells Mrs. Housewife everyday. COLOR 
FLYTE'S colors, grey, green, copper, and lime 
are the colors that ring cash registers all over 
the country. And of course COLOR-FLYTE'S 
durability brings more and more sales 
guaranteed not to chip, crack, or break for one 
full year. Big beautiful hard-selling ads, in 
leading magazines and newspapers—in every 
part of the country—are consistently paving 
the way for record-breaking COLOR-FLYTE 
sales. Your sales record will jump too!— 
with COLOR-FLYTE... the greatest name in 
Melmac dinnerware. 


COMPANY. 


ee 
Zz 
> 
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ADDRESS..... 


CY @& STATE.... 





The Profiteer 


An extra salesman that costs you nothing 


Requires only two square feet of counter 


space—shows every piece in the 
COLOR-FLYTE line. Send the coupon 
below for more information on the 
PROFITEER—for more profit 


THE BRANCHELL CO., Dept. RH 
6024 Lloyd Ave., St. Louis 10, Mo 
Gentiemen: | would like more information on profit-making 
Color-Flyte and the Profiteer 


le 
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The paint 
thats causing 


a big stir 


among dealers because... 


Nalkyd WONSOVER 


is New. ...Modern . .. Odorless. -- 
a volume seller with popular 
colors pre-planned for harmony! 
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HARDWARE 


Mr. and Mrs. America are taking to the new — the 
completely new — “Dutch Boy” WONSOVER in a big 
way. 

“This new paint’s got everything the public 
wants,” dealers say, “— everything!” 

It’s got class — it’s “Dutch Boy.” 

It’s a new Nalkyd flat wall paint. Made from 
special “Nalcolyn” resins—exclusively “Dutch Boy!” 

As a “Dutch Boy” WNalkyd, it’s odorless. Fast- 
drying. Really washable. Once-over with WONSOVER 
—that’s all you need for most repaint jobs. In a word, 
WONSOVER is as Close to being foolproof as paint 
can be. 


And the colors, they're something new... 

. something entirely different in a ready-mixed, 
ready-to-use wall paint. 

And, what makes them spectacularly new and 
different, they’re all hand-picked by popular de- 
mand. They’re all pre-planned for perfect harmony 
— one with the other. No wonder this new paint is 
causing such a big stir! 


National advertising breaks in October! 
Fast as it’s moving now, new “Dutch Boy” WONSOVER 
is really going to whip paint sales up when full-color, 
national advertising breaks in October issues of 
SATURDAY EVENING PosT arid AMERICAN HOME. 
November issues of BETTER HOMES AND GARDENS, 
FARM JOURNAL and AMERICAN HOME. 
So get set to see this completely 
” new big-volume “Dutch Boy” 
‘once-over wall paint give your profits 
a quick boost. 





For a quick ' 


of WONSOVER, 


i " 
just mail this coupon: 





NATIONAL LEAD COMPANY (Address nearest office) 
Gentlemen: 

I want a quick “once-over” of this new, big-volume profit- 
maker of yours. Please rush me full information and 
tell me if there is a “Dutch Boy” dealer franchise avail- 
able in my area. 


Name— 

Store—_ 

oO Address 
, City 
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simpiified because all hardware is 
mounted before the door is slipped 
on the track. Lawrence Brutiers, 


Ine. 
For more data circle No. 9 on postcard, p. 139 


Auger Bits Set 

As a special Christmas package, 
a set of six precision machined 
Acrabore auger bits are set into a 
white styrofoam block with Christ- 
mas band which can be removed for 





post-Christmas sales. Each set con- 
tains sizes 14, 5/16, 3%, %, % and 
34 in. John H. Graham & Co., Ine. 


For more data circle No. 10 on postcard, p. 139 


Self-Propelled Rotary 


Twenty inch rotary mower with 
self-propelling mechanism provides 
power to rear wheels producing 
positive traction and easy ma- 
neuverability. Engine is 2 hp. light- 
weight Briggs & Stratton vertical 
shaft model, 4-cycle, with retriev- 


186 


@ For more information on these products and services 
use free post card on page 139. 





“able starter. Leaf-mulching attach- 


ment comes with mower at no extra 
cost. Ground speed is 3 mph, ad- 
justable to faster or slower walking 
by fingertip throttle control. Handle 
design permits small-space parking; 
handle height is adjustable to vari- 
ous operator-heights. Savage Arms 
Corp. 


For more data circle No. 11 on postcard, p. 139 


Miter Dowelling Jig 

Miter dowelling jig provides a 
simple and accurate method of lo- 
cating and drilling blind dowel 
holes in joints having a 45-degree 
miter or an acute angle cut. It may 
be used for wood, plastic or light 
metal materials. Jig is fitted with 





a centering gauge which locates 
dowel holes in square or molding 
stocks ranging in widths from % 
to 1% in. An adjustable drilling 
block provides accurate piloting for 
Y% in. drills and will accommodate 
as many as four holes per miter. 
Jig may be used with manually op- 
erated drills, portable electric drills 
or drill presses. Individually pack- 
aged witb instructions. Gunver 
Mfg. Co. 


For more data circle No. 12 on posteard, p. 139 


Copper Kitchenware Line 


New “deluxe” line of copper 
kitchenware, from canister set to 
step-on ean, is satin-finished. Lac- 
quer process applied to copper will 
not show smudge marks. All pieces 
designed for food purposes are made 














XS be od 


with chrome plated interior for easy 
care. No. 770 food carrier-cover 
combination lists for $5.95; four 
piece canister set lists for $9.95; 
No. 760 waste basket lists for $4.95; 
No. 717 step-on can, 12-qt capacity 
(illustrated), lists for $7.95 and No. 
720, 17-qt capacity for $9.95; and 
No. 748 bread box measuring 17 x 
11 x 10 in. lists for $9.95. Peoria 
Metal Specialty Co. 


For more data circle No. 13 on postcard, p. 139 


Windproof Lighters 

New line of windproof lighters 
which lists for $1.69 each, feature 
instant action, hingeless cover, 
triple-cut wheel and lifetime wick. 
Three-color card, which takes only 


Gem 


WIN DPROOF % 


LLGHTER 





GUARANTEED FOREVES 
8 in. of counter space, displays six 
lighters (two on back). Retailer 
cost for card is $6.08. H. C. Cook 
Co. 


For more data circle No. 14 on postcard, p. 139 


Adjustable Snow Plow 


New version of Universal] snow 
plow, called Model SP-72-12, fits 
most cars and small trucks. Plow 
can be assembled to roll snow to 
either right or left and automatical- 
ly adjusts to road contours. Ideal for 
gas stations, farms, parking lots, 
etc. Clamps quickly onto car bumper 
and places all stress on the plow 
frame rather than the bumper itself. 
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Folks will soon be 
























) starting to Winterize 
tna their homes. They will 
ae need Storm Door Sets, 
alee Closers, Locks and 
capacity Latches. 
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5 Peoria a ~=Don’t let them 
ee find you out of stock 

| 











(CK 


KEIL carries a line of 
dependable Storm Door 
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No. 505 
oA Solid Brass Trim and Bolt, Five Disc Tumbler. sets and closers, priced 
Cylinder Locks or Unlocks from Outside. Easy , 
to apply to Storm Doors or combination Storm at a Profit to YO U l 


and Screen Doors. 
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plays six r. 
Retailer No. SC 2 
C. Cook ” eo” 6 KEIL 
Seamless Steel, 1/4,” dia. Dull Brass Finish. Heavy ? 
— Duty Special Tempered, Adjustable Spring. Revers- of LOCK CO. 
ible for Right or Left Hand Doors. ? “an 
n . 
1w Contact your jobber, or Pf Charlestown, 16.0 
3a] snow - , NA. 
-12, fits y Please send us full informa- 
cs. Plow #? tion regarding styles available and 
snow to #@ prices 
ymatical- i 
[deal for OS _ 
ng lots, 7 
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he plow of 
er itself. 2 City. State__ 
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WHAT'S NEW 











Clamps, which fit bumpers up to 8 
in. wide, are lined to protect the 
bumper’s finish. Available as op- 
tional attachments are swivel riding 
wheels, model SPW-72-12, which 
act as guides when the plow is push- 
ing, holding a set clearance to pro- 
tect the plow blade and_ road 
surface. Tig-Ore, Ine. 

For more data circle No. 15 on postcard, p. 139 


Flexible Plastic Pipe 

This new lightweight flexible 
plastic pipe, Series 200, is non-toxic 
and will not rot, rust, or corrode. 
tequires no special tools to install. 
Typical applications include cold 
water systems, farm pipe, sewerage 
and waste and water service lines. 
Quaker Rubber Corp. 


For more data circle No. 16 on postcard, p. 139 


Aluminum Torpedo Level 


Aluminum torpedo level reputed 
to be unusually accurate and shock 
resistant has one plumb, one level 
and one 45-degree vial. Known as 
Columbian 339, its top plate is made 
of red shock-proof plastic. Bottom 
of the aluminum body is precision- 


= ue mae e 
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grooved to permit line 
level. Level is 9 in. long, 
high and -. in. wide at its widest 
point. Adapted for 
craftsmen’s pockets and to be handy 
light weight. in- 
dividually packaged in clear plastic 
sleeves and packed 6 to a shipping 
carton. Columbian Vise & Mfg. Co. 


For more data circle No. 17 on postcard, p. 139 


use as a 


144, in. 
carrying in 


and Levels are 


Flexible Plastic Dishpan 


New flexible plastic Lustro-Ware 
dishpan has rectangular shape that 
fits any kitchen sink. Available 
in white, red, and yellow colors, it 
holds 104% qts of liquid and mea- 
sures 12% x 1414 in. Dishpan 


iL = 


ll 


protects dishes and will not ma 
porcelain or enamel _ surfaces. 
Neither will it chip, dent or rust. 
Lists for $2.49. Also available is 
new Lustro-Ware utility basin 
made of same material as dishpan. 
Basin has 5 qt capacity and lists 
for 98¢. Columbus Plastic Prod- 


ucts, Ine. 
For more data circle No. 18 on posteard, p. 139 


. 





Lawn Sprinkler Pump 


Flexroller pump has been adapted 
to lawn sprinkling applications with 
the addition of a motor, filter and 
control Providing 
water from shallow wells, private 
ponds, lakes or creeks, the pictured 
init has *4 in. ports to accommo- 
date lightweight plastic garden hose 
and will build pressures up to 60 Ib 
When mounted on a base plate with 
'y h.p. motor, the pump will supply 
enough water for two average lawn 
sprinklers at 30 to 40 lb pressure, 
drawing water in through filter. If 
the sprinkler hose should kink and 
cut off the flow, a pressure control 


pressure valve. 





valve goes into operation to guard 
against excessive pressure build-up, 
Hypro Engineering, Inc. 


For more data circle No. 19 on posteard, p. 139 


Two Sliding Door Guides 
Two new sliding door guides are 
applicable to single and multiple 
door installations ad- 
justed to fit any conventional door 
thickness requirements. 


and can be 
Elongated 
mounting holes permit adjustments 
even after doors are installed and 
Applicable to 
door installation, as channel guid 
and in with 


operating. grocved 


conjunction guide 


strips, these guides combine follow 





ing features: self-lubricating, ny- 
lon, adjustability, and no metal to 
metal contact. Grant Pulley and 
Hardware Corp. 


For more data circle No. 20 on postcard, p. 139 


Electric Socks 

New electric socks are designed 
for hunters, fishermen, 
skiers, outdoorsmen and sports en- 
thusiasts. Socks are made of wool 
and nylon reinforced at the toe and 
heel. Handy snaps wire 
terminals for easy and safe hook- 
up. Insulated wires run from bat- 
tery-case to top of each sock. Tw 
standard 6-volt batteries operate 
for 4 hours. Come in zip 
pered vinyl battery case with tan 
(Continued on page 142) 
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act as 


socks 
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Please use this P. O. 
Box Address for Quick 


Check Cards Only 
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CHECK CARD 


AN EXTRA 


HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 


more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 








POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 





Postcard volid 8 weeks only. After that use own letterhead fully describing item wonted 9/30/54 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 
16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
31 32 33 34 35 36 37 36 39 40 41 42 43 44 45 
46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 
61 62 63 64 65 66 67 68 69? 70 71 72 73 74 75 
76 77 78 79 80 81 82 83 84 85 86 87 88 89 90 
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i ae ad hee eee ea aad ede WE whe eee dee ee eae weed 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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B rostcara valid 8 weeks only. After that use own letterhead fully describing item wanted. 9/30/54 


Please send me further information on the WHAT'S NEW items, code numbers 
& for which | have circled below. 


















































=? 2 3 6 7 8 9 WW 4W 2 43 «14 

16 17 #18 20 21 22 23 «#224 «#25 «462606270 «628)6«629~«(30 
» 31 32 «33 35 36 37 38 #%39 «+40 #41 «442 «432«44~«45 
46 47 48 50 51 52 53 54 55 56 57 58 59 60 
~6l 62 63 66 67 «468)«6690—Co70——ia70—i—iassiaOHtC«STSS; 
376 77 «78 80 81 82 83 84 85 86 87 88 89 90 
Frou wan a ies beh nateaianca neataitae aia nels cele ee 
p FIRM ital niece chia aaliem alloc bidet dvmenindececatwlacaihce diacaninn toiels ens dlaialabiasearhiaiad aadsaabaied 
i I 2a aiss6s/8 Gharcoid esata bo ae Raa S GI Kein ae odin Ss Sa ka aie 
NN ioc tes cee eect el Ee Ces 








FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 















































POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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A big help for busy deal- 


15 efs. Use this card for free 
information on new prod- 
ucts described in this issue. 









































Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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MADE TO LAST—STEEL | 


CLEAR THROUGH 
PLASTIC HANDLES 


Decorators, home owners, painters, 
all acclaim Hyde’s famous line of 
Black & Silver putty knives and 
scrapers. Each tool is made of the 
finest steel, individually hardened, 
tempered and ground. Bright mirror 
finish retards rusting and blades are 
easier to clean. 





‘NO FUSS—NO MUSS 


No individual tool boxes to open. 
Tools are displayed in separate bins 
ready for sales. Complete display 
folds into a small unit and is packed 
in @ corrugated container. 


FAMOUS 7-B BLACK AND 
SILVER SALES MERCHANDISER 
Here is our established counter 

sales merchandiser which stocks and 
displays the following popular Black 
ond Silver putty knives and scrapers. 


Quan. Dealer Retail 

Doz. No. Item Cost Each 

| 2E-14%" Putty Knives $6.12 $ .8 

| 2s- Wy" Putty Knives 5.76 

“Ye 2€.3” Scrapers 4.32 1.20 

Y 28-3” Scrapers _ 3-96 1.10 
EALER NET COST "$20.16 16 


Do 
DEALER NET PROFIT $13.44 


CK and SILVER 
TY KNIVES 
SCRAPERS 





DISPLAY FREE WITH COMPLETE TOOL ASSORTMENT 









NOW YOU CAN MAKE MORE SALES 
AND PROFITS FROM PUTTY KNIVES & SCRAPERS 


Speed up profitable putty knife and scraper sales with this new 
all wood — green, white and black counter sales unit, which iden- 
tifies and prices each tool on display. Buy the assortment and get 
the new No. 22 display at no charge. 


Dealer Retail omy Retelt 

Item Cost Each Item Cost Eae 
{ doz, 2E-1',” $6.12 $ .85 “Ye doz. 28-3” $i. a8 $1. 
I doz, 28-1 oe 5.76 -80 “4 doz. 2E-4” 50 
Y% doz. 26-3" 2.16 1.29 Y% doz. 2€-5” $69 208 


doz, 2ACH 15/16” 6.48 


DEALER COST $28.89 
DEALER PROFIT $19.26 





HYDE HELPS YOU SELL MORE PUTTY 
KNIVES WITH THIS NEW NO. 22 UNIT 


ORDER TOOL 
ASSORTMENT 


NOW! 
AND GET YOUR 
FREE DISPLAY 
WRITE HYDE 
IF YOUR JOBBER 
DOES NOT HAVE 
THE NEW NO. 22 


SEND FOR CATALOG SHEET NOW! 


_ t RUSH ME CATALOG CJ SEND HYDE PRODUCTS 
* SHEET ON NEW NO, 22 NEWSPAPER 
B NAME cece 
© COMPANY scone 
: A 


HYDE MANUFACTURING CO. 
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SOUTHBRIDGE, MASS. _ U.S.A. 
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National 


FOR WINDOWS and DOORS 


You'll find a big, ready-made “do-It-your- 
self” market for all of National's products. 
They're attractively packaged, come com- 
pletely machined and punched, and all 
fastenings are included for simple, speedy 
installation. 


And right now—before cold weather comes 
—is an opportune time to stock up on 
National Weatherstripping Products. Display 
them and your normal store traffic will 
move this line fast. 


Why not order a supply from your jobber 
today. You'll soon discover it’s good busi- 
ness to feature Weatherstripping by Na- 
tional. 


It’s good business to sell 
the complete National line: 


we WEATHERSTRIPPING «¢ Thresholds « 
Spring Bronze « Metal and Felt Sweeps 
¢ Door and Window Sets 

® SPECIAL ROLLED MOLDINGS 

*x BINDING AND EDGING 


Write today for complete details 
and price schedule 








NATIONAL METAL 
PRODUCTS COMPANY 








1001 Ridge Avenue _ Pittsburgh 33, Pa. 


P.O. Box 9965 


























(Continued from page 138) 


leather appearance. Also available 
is a 4-battery case for operating 
socks 8 hours, or socks and electric 
mittens for 4 hours each. Benja- 
min Electric Mfg. Co. 


For more data circle No. 21 on postcard, p. 139 


Ski Coaster 


This new Ski-Sit is a coaster de- 
vice which combines the features 
of the ski and jumper. It is easy, 


safe to use for non-skiers from 
8 to 80. Sturdily constructed, this 
53 in. ski device has durable red 
plastic sliding surface seat with 
thumb and finger grips fabricated 
of straight grained kiln dried wood 
with clear lacquer finish and non- 
corrosive steel. Seat is 18 in. high. 
Lists for $15.75. Ski-Sit Co. 


For more data circle No. 22 on postcard, p. 139 


Heavy Duty Power Saw 


New 7 in. Powerguide portable 
power saw is now U. L. Approved 
for heavy duty and industrial use. 
Along with approval are changes 
from regular to a ball bearing mo- 
tor operation, as well as spring 
operated positive safety guard. 
Saw has 1 hp, AC-DC motor and 
bevel cut of 115/16 in. at 45 de- 
grees. Depth of cut is 27/16 in. 
Both adjustments are easily acces- 
sible and have positive locking ad- 
justments. Weight is 111% Ib., lists 
for $66.50. Ram Tool Corp. 


For more data circle No. 23 on postcard, p. 139 


Canister Vacuum Cleaner 


New canister vacuum cleaner has 
swivel base allowing the user to do 
round-the-room cleaning without 








moving cleaner. Base also pro- 
vides easy cord storage through 
use of cord reel. Lightweight ano- 
dized aluminum extension tubes 
are adjustable to fit user’s height. 
Self-locking hose snaps securely 
into position in the opening at the 
top of the cleaner providing a con- 
nection which prevents air seepage 
and assures powerful suction. Ap- 
pliance Div., Westinghouse Elec- 
tric Corp. 


For more data circle No. 24 on postcard, p. 139 


Jet Water Systems 


New series of jet water systems, 
known as the Rapidayton Space- 
Saver series, includes a_ shallow 
well jet water system (illustrat- 
ed) with 14 h.p. motor and con- 
vertible jet water systems with % 
and % h.p. motors. Shallow well 
unit measures 23 in. high, 18 in. 
from end to end, and 14 in. deep; 
weighs 60 lb. Retail prices begin 
at $89.50. Convertible unit mea- 
sures 23x18x14 in. and weighs 60 
lb. Can be converted from shallow 
to deep wells without purchase of 
additional pump parts. Retail 
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Attention Wholesalers! 


Phone, wire or write today 
for details of attractive 
proposition 
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oA Big Difference in Floats: 





Che Spin Seat * 


PAT. PEND 


Spinning action guaran- 
tees sure closing —a posi- 
tive seat always— because 
it revolves on flushing 
and seats in a different 
position every time. IT'S 
EXCLUSIVE WITH 
REICHERT. Fits all 
standard tanks. Made of 
live rubber for long, sat- 
isfactory service. 







Che Rite Seat* 


A new, positive-closing, 
live rubber tank bail that 
fits all standard tanks. 



















Attractively 
Packaged 


In individual boxes, and 
in dozen-lot counter dis- 
play cartons. Come six 
dozen to a master ship- 
ping carton. 
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THE REICHERT FLOAT & MFG. CO. 
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* Fewer moving parts... 


RELY ON THE LEADER! 


PIPE TOOLS..POWER PIPE MACHINES./POWER DRIVES) 
See Us at National Hardware Show, Booth 363 | 





NEW 


Improved 


WHAT’S NEW 








} 
y @ ) L a D oO @ For more information on these products and services 


use free post card on page 139. 


Simpact 






1’4 to 2’’ Self-Contained 
Ratchet Threader 


PIPE HOLDER 


Improved cam-type quick-action pipe 
holder has broader jaws for more posi- 
tive grip on pipe. 

Free action cam assures instant setting to 
any size—1”’ to 2”’. 

Easy to center... you get perfect aligned 
threads. x 

minimum wear 
... light in weight. Amazingly compact 
... will thread a pipe projecting through 
a wall as short as 64%”. : 
Accuracy proven through the years. . . 
dies wood along tapered steps. A fine 
quality tool—yet low in cost! Write for 
new catalog. Order through your supply 
house. The Toledo Pipe Threading Ma- 
chine Co., Toledo, Ohio. 
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prices start at $99.50. 
Pump & Mfg. Co. 


For more data circle No. 25 on postcard, p. 139 


Toilet Float Adjuster 
Float-Rite toilet float adjuster 
permits instant adjustment of toilet 
float ball to proper level, to stop 
toilet hissing, overflushing, and 
overflowing. Eliminates rod-bend- 


Dayton 


conpeneneneeeeeeeanney 





ing and float damage. Easily in- 
stalled in any toilet in a few min- 
utes with a pair of pliers. All 
corrosion - resistant brass _ parts. 
Packed in two-color display en- 
velope retailing at 59¢ complete. 
Ardmore Products Co. 


For more data circle No. 26 on postcard, p. 139 


Self-Propelled Trimmer 


Redesigned self-propelled Homko 
trimmer, model XP-160, requires 
no pushing to operate. Clutch is 
engaged or disengaged with finger- 
tip control. Lightweight trimmer 
features Briggs & Stratton gas en- 
gine with recoil starter; precision 





gear drive is completely enclosed, 
Wheels are set within machine's 
cutting swath, to permit close 
trimming. Side discharge chute 
creates even distribution of grass 
clippings. Leaf mulcher attach- 
ment is available. Western Tool 
and Stamping Co. 


For more data circle No. 27 on postcard, p. 139 


Redesigned Folding Rules 


Arrow line of wood folding rules 
has been completely redesigned. It 
is now furnished with double-edge 
graduations, brass- plated metal 
parts, new bold modern figures, and 
the Arrow brand in red. Rules are 
available in 3 ft. and 6 ft. lengths, 
in white or yellow finish, and with 





regular or inside marking. Packed 
one doz. per box. Six ft. rules list 
for 75¢ each and 3 ft. rules for 40¢ 
each. Eagle Rule Mfg. Corp. 


For more data circle No. 28 on postcard, p. 139 


Sprinkler System 


Underground sprinkler system 
covers a 50 x 24 ft lawn. All heads, 
couplers, and fittings are either 
solid brass or galvanized iron. Un- 
derground pipe is flexible polyethy- 
lene plastic. Kit lists for $29.95 and 
contains: 60-ft plastic pipe; 4 slip 
on couplers; 2 sprinkler heads; |! 
manifold valve connection; 2'2 * 
3 in. galvanized pipe risers; 2'2 in. 
galvanized pipe elbows; 1 socket 
wrench; together with complete in- 
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Sales come easy when you point to 


PLASTEX 


N\easure /\\arked 
PIPE 


To make more sales—faster sales—point out the permanent 
PLASTEX brand ... the customer’s assurance that it’s genuine. 
Point out too, the 10 foot MEASURE MARK that makes installation 
calculations quick and easy. These exclusive PLASTEX features are real 
sales clinchers because customers prefer brand name merchandise, just as 
you prefer to sell it. 
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PLASTEX MEASURE MARKED PIPE moves fast — makes BIG PROFITS for you as 
more home owners, farmers, builders and plumbers find it lower cost, easier to 
install and longer lasting. Piping of jet wells, underground water supply lines, lawn 
sprinkling systems, irrigation and drainage are a few of the many uses where 
PLASTEX cuts time, labor and costs. 








Make every PLASTEX MEASURE MARKED PIPE sale 
FASTER — MORE PROFITABLE with the PLASTEX DIS- 
PENSEREEL. It provides compact storage, display and 
dispensing . . . one man can quickly cut any amount of 
pipe from the giant 600’ remnant-saving coil. 












START SELLING PLASTEX NOW — contact your 
hardware jobber, or write to — 





THE PLASTEX COMPANY, 402 Mt. Vernen Ave., Columbus, Ohio 


Plaslex 


BMAPIN THE FUTURE GINCE 1939 





















FREE LITERATURE newspaper ad mats and dis- 
play material plus NATIONAL ADVERTISING to the 
farm, well drilling and plumbing markets make your 
customers look for, ask for and buy PLASTEX. 


PLASTEX has the RIGHT PIPE! 
* PlasTex Standard Wall ° Pressur lex ° Twin lex ° Yello Tex 
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DEALERS WANTED 


GF 





RED HEAD 


LAWN TRIMMER 


Electric lawn trimmers are gaining popu- 
larity every day — it won't be long until 
hand grass trimming is a thing of the 
. You can get a BIG share of this 
usiness selling the new RED HEAD 
trimmer! Manufactured by one of the 
midwest's leading metalworking firms, a 
firm with a reputation for producing only 
the best, the RED HEAD trimmer Jooks 
quality and /s quality. Look at these 
features: 


»/ Aluminum construction with beautiful, 
eye-catching anodized finish 


a/ Safe soft iron blade that resists chipping 
4/ Top quality 8000 rpm electric motor 
4/ Weighs only 3% pounds 

a/ Retails ot only $19.95! 








Here’s a combination that’s a sure 
sales winner — 


* the right product at 
* the right price 








Write for full details today ! 





The CINCINNATI 
VENTILATING Co. 


THIRD & MADISON, COVINGTON, KY. 


























@ For more information on these products and services 
use free post card on page 139. 
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= 
o- 
structions. Also available is one- 
head kit at $15.95. Rain Jet Corp. 
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Fluorescent Lamp Starter 


New starter is designed to give 
longer average life to regular 40- 
watt fluorescent lamps. Contains 
a glow switch, different from pre- 
vious types, which prevents the 
voltage surges which are sufficient 
to cause instant starting of lead- 
circuit lamps thus shortening lamp 
life. Designated the FS-400 Watch 
Dog, starter lists for 80¢. Con- 
struction Materials Div., General 
Electric Co. 


For more data circle No. 30 on postcard, p. 139 


Aluminum Folding Table 


New model of the Fold-A-Way 
aluminum table is made with an 
extra 3 in. of width. Called the 
Hostess-Size Fold-A-Way, the table 
has a 27x60 in. top. Retails for 
$21.95; West of Mississippi, 
$22.95. Also available is the Super- 
Size, with 30x72 in. top, retailing 
for $29.95; West of Mississippi, 
$31.50. All-Luminum Products. 


For more data circle No. 31 on postcard, p. 139 





Saw Set with 3-Blades 
New nest of saws with three 
blades, called the Disston No. 101, 
includes plastic handle and 3 inter- 
changeable 12 in. blades which can 
be locked in eight cutting positions. 
There is a 10-point blade for cutting 








wood, metal, plastic and bone; a 24- 
point for cutting thinner metals, 
plastic and bone; and an 8-point for 
wood, masonite, fibre board and 
plywood. Sets list for $2.95. Henry 


Disston & Sons, Inc. 
For more data circle No. 32 on postcard, p. 139 


Magnetic Door Latch 
Magnetic power latch for heavier 
doors has a 10 lb. holding force. 
Device measures 244x¥%% in. and 
weighs 1°4 oz. Latch is packaged 








ready for instant mounting. Self- 
aligning feature makes installation 
simple and speedy. Latch lasts in- 
definitely because there are no 
working parts to wear out or get 
out of order. Works equally well 
on wood or metal doors. List price 
49¢. Heppner Sales Co. 


For more data circle No. 33 on postcard, p. 139 
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WHAT’S NEW 


Tonal 





Key Chain Display 
Metal crest display for automo- 


bile key chains is colored red, blue 
and yellow. On the display are 36 of 


“OO. 
J Cartertrest 


( 





6 different designed antique auto- 
mobile key chains in either gold or 


silver finish. Carter Industries, Inc. 
For more data circle No. 34 on postcard, p. 139 


Golf Balls and Case 

For Christmas gift giving, this 
lizagator utility case contains 1 
doz. MacGregor Parmaker golf 





balls. Available for the cost of 
the golf balls alone, the case is 
brown and has an easy-working 
zipper. Comes in two sizes: one 
holds 12 Parmaker golf balls and the 
other, six Parmakers. Draper- 
Maynard Co. 


For more data circle No. 35 on postcard, p. 139 


Portable Snatch Block 


New, portable, multiple-purpose 
steel] snatch block is designed for 
use with % in. diameter wire rope. 
Block weighs 22 Ib., has an overall 
length of 18 in. and is 8 in. wide. 
Has a 6 in. diameter sheave made 
of drop forged steel and graphite 
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$10.50 4 DOUBLE-DUTY 
$ 9.95 FLASHING BEACON 


Serves os a taillight 


or tower beacon 
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"DAYLIGHT. 
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This will be Christmas number one for the 
sensational new Bic BEAM BEACON LAMP 
. and it’s likely that it'll be your number 
one seller among gifts for men. It’s got 
everything needed to make: it a really 
TOP seller! It’s different! (And oh how 
people will be looking for something dif- 
ferent this Christmas.) It’s useful! (No two ways about it—it can prove 
to be a life saver.) And man, it’s QuALITy! (It’s built to last—built to’ 
serve your customers well.) There’s just no finer, more practical gift for 
sportsmen, motorists, and home owners. Order your supply now. 


Ba toh arcane ell fc AD MATS 
vx COUNTER DISPLAY 


Get These FREE Sales Makersy "vr ow sreeamer 


Ye ith order of si BEACON LAMPS 
widen ia cealar arcigealrac sx PRODUCT LITERATURE 


Hold Down Bracket 
No. 125 can be mounted to 
an flat surface . . . automobile 

f boat, etc. It holds the BIG 
BEAM EACON LAMP in place by means of 
sturdy tension springs. $1.50. 


trunk, prow 0 


U-C LITE manuracturinG co. 





FASTEST SELLER 


In n Gs History! 


a 





SA Ty GO, EN epee 









— 
oe 


Pot. No 2685131 


CUTS SOLIDLY FROZEN FOODS IN SECONDS! 




























The new Case Freez-Cut lets house- 
wives select the exact amount of 
frozen meat, vegetable or fruit needed 
for a meal without thawing. It -re- 
duces frozen food bills because it 
eliminates waste. 


In seconds, the Freez-Cut cuts through 
any solidly frozen food — including 


bones. “Gullets” in the 10” blade 

collect food particles. It cuts cleanly 

through the paper package without 
» shredding. 


NEVER REQUIRES RE-SHARPENING 


Because of its unique design, the 
Freez-Cut never requires re-sharpen- 
ing. Its stainless steel blade, hard rub- 
ber handle and Case workmanship 
assure your customers of years of 
satisfying service. 


148 















DEALERS REPORT RECORD SALES 


From New York City ... Dallas... 
Chicago . . . San Francisco, dealers report 
that consumer response to the new, Case 
FREEZ-Cut has been tremendous! 

Since its introduction just a few weeks ago, 
the FREEZ-Cut has become the fastest 
seller in Case history! And no wonder! The 
FREEZ-Cut is the only knife on the market 
today specially designed to cut solidly 
frozen food in seconds. 

Get your share of this unlimited sales 
opportunity by ordering a supply of the 
FREEZ-Cut now. Priced to retail for only 
$3.95, you enjoy the usual 100% Case 
mark-up! 


Write Dept. No. 110, W. R. Case & Sons 
Cutlery Co., Bradford, , Pennyslvania for 
FREEZ-Cut details today! 


THE LARGEST ADVERTISING 

CAMPAIGN IN CASE HISTORY 
IS SKYROCKETING FREEZ-CUT 
SALES ACROSS THE NATION! 


Tous Bet | 


House & Garden 




















FOR YOUNG HOMEMAKERS 





W. R. CASE & SONS CUTLERY CO. 
BRADFORD, 
Manufacturer of the Most Complete Line of Quality Cutlery in America 


PENNA. 








| 
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bronze bearings. Block will handle 
5 ton loads. Other features are an 
extra heavy drop forged steel hook, 


safety locking head and _ links. 
Madesco Tackle Block Co. 
For more data circle No. 36 on postcard, p. 139 


Goose Neck Connector 
New addition to line of garden 


hose accessories is a goose neck 
connector which prevents hose 
kinking. Also prevents skinned 


knuckles while attaching or detach- 
ing hose from faucet. Swivel joint 
between coupling and stem of the 





goose neck permits hose to swing 
freely left and right, so that hose 
cannot bend. Connector is made of 
heavy solid brass. Leakproof and 
non-corrosive, it will list for $1.00. 
Melnor Metal Products Co. 


For more data circle No. 37 on postcard, p. 139 


Canned Charcoal Briquets 

Hunters Heater is a qt.-sized 
steel can with hardwood charcoal! 
briquets sealed inside. Briquets are 
impregnated with Sure-Fire in- 
stant charcoal fire starter. To use 
heater, paper label is removed and 
holes opened around base and top 
circumferences of can with ordi- 
nary beverage can opener. One 
match ignites briquets producing 


1954 
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The One and Only Sprinkler Hose 


TO PROVIDE UNIFORM PRESSURE THE ENTIRE LENGTH 

















Comes with sturdy metal reel that 
permits easy carrying and hanging 
















er en great features 


© Couplings at both ends—for 
adding extra lengths and easy flushing 
Flat bottom surface—will not roll even on bends 


Here’s the exclusive low-back feature that guarantees e 100% Virgin Vinyl—for longer life and greater 
uniform sprinkling the entire length of the hose. Water flexibility 
flows from the faucet into perforated sprinkling chambers e Extended coupling sleeves—for added protection 
(A) and into unperforated channel tube (B) and longer wear 
Water flows through tube (B) the entire length of the e Sturdy metal reel—for easy handling and storage 
hose... hits end cap and flows back into the sprinkling © Wigh pressure for eprinkting 
chasers e Low pressure for soaking 

s F Pere e Greater coverage—assured by even pressure 
That’s how you get uniform pressure and even sprinkling throughout, allowing greater number of perfora- 
all the way in U. S. ROYALITE SPRINKLER Hose. tions. 


Available in 25- and,50-ft. lengths. | 


The One and Only Garden Hose Line 


with a complete selection of plastic and rubber hose including opaque 
plastic and transparent “see thru” plastic. The,“U. S.” line has a garden 
hose for every requirement. . 
The homeowner who has once used a “U. S.” hose knows its depend- 
ability—and he won’t settle for any other brand. Remember, 
the chances are he’s already a user of U. S. Royal Tires, or 
U. S. Keds®, or one or more of the many “U. S.” products. 
He knows “U.S.” means quality. 
All “U. S.’’ Hose sold only through selected distributors. 
Stock up now. 










































UNITED STATES RUBBER COMPANY * Mechanical Goods Division, Rockefeller Center, New York 20, N. Y. 
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wile EXTRA it. 
BIGGER profits! 


Winter's “HOTTEST” item 














> MELTS SNOW 
> THAWS ICE 


30 TIMES GREATER 





= THAWING 
CAPACITY 
THAN SALT 


ice and snow melting 
chemical pellets with new 
“Speconite” rust inhibitor. 


PACKED IN 
RE-USABLE METAL CONTAINERS 
5 and 10 Ib. pails 
25 Ib. white utility bucket 
100 Ib. utility drum 


SPECO, Inc. 


7308 ASSOCIATE AVENUE 
CLEVELAND 9,OHIO_ 


Other Speco products 
HUM-I-DRI moisture absorbent 
RAIN REM fabric waterproofing 


DAM-TITE water repellent 
for masonry 


RUSTREM anti 


rust paint 



























three to four hours of odorless, 
smokeless heat. Briquets burn 
evenly with no pop-sparks which 
may cause a fire. Heater is shipped 
24 cans to the carton with a display 
poster in each carton. List for 50¢ 
each. Kingsford Chemical Co. 


For more data circle No. 38 on postcard, p. 139 


Plane for Light Work 


New block plane for light work, 
called the Corsair C-O, does not 
require frequent adjustment. Stee! 
cutter is hardened and tempered, 
and ground to a razor-sharp edge. 





Plane measures 4% in. in length. 
Cutter is 1144 in. and the overall 
weight is 10 oz. Lists for 79¢. 
Great Neck Saw Mfrs., Inc. 


For more data circle No. 39 on postcard, p. 139 


Aluminum Locksets 
Anodized aluminum locksets have 
been added to 400 line of residen- 
tial locksets. Rosettes of the alu- 
minum line have been redesigned 
to give a more beautiful contour to 
the lockset knobs. New locksets 
will be sold at the same price as 
polished brass, satin brass, and 


bronze. Kwikset Locks, Inc. 
For more data circle No. 40 on postcard, p. 139 
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Moulding Cutter 


Moulding cutter designed to fit 
any home workshop bench saw with 
an arbor of % in., 5% in., or %4 in. 
will produce quarter round, base 
moulding, cabinet, cabinet door lips, 








se", &", *” AnponsS 
Ste INSTRUCTIONS tit FOR FULL Lint OF xnive 


tongue and groove joints and sim- 
ilar work quickly and smoothly. 
Cutting head has an extra large 
diameter to provide a high velocity. 
United Industries, Inc. 


For more data circle No. 41 on postcard, p. 139 


initialed Door Knockers 
Initialed door knockers are made 
of solid cast bronze, are hand pol- 
ished and tarnish proofed. Indi- 
vidually packaged they come com- 





plete with screws and are easily 
installed. Standard 2 doz assortment 
includes all popular initials. Slow 
movers, such as IQUXZ, have been 
eliminated to reduce _ inventory. 
Wholesale price is $3.25. Decorator 
Letters Co. 


For more data circle No. 42 on postcard, p. 139 


(Resume reading on page 13) 
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GOLD STRAND Sava 


reinforced selvages 
give you big 
selling advantages 


Gold Strand Insect Wire Screening is offered with 
either ten round-wire selvage or twelve wire selvage 
rs consisting of five flat wires and seven round wires. 
These reinforced selvages give-you a strong sell- 
ing point for Gold Strand Screening. Your customers 
are quick to see the advantage of reinforced selvages 
which assure screening that lays flat, has good body 
for tacking and won’t pull out of the molding. 
With Gold Strand you can also offer your cus- 
tomers screening in Galvanoid, Bright Bronze and 
Aluminum— screening that meets every price re- 
quirement. Order from your jobber, today. 
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Other CF&l-Wickwire Hardware Products 


Clinton Hardware Cloth+Perfection Door Springs Quick Hitch Gate Springs: Clinton 
Hex Mesh Netting Clinton General Purpose Welded Wire Fabric +Wissco Flexible Wire 
Clothes Line +» Wissco TV Guy Wire + Merchant Wire + Stone Wire + Mechanic's Wire 


CF.I-WICKWIRE 


HARDWARE PRODUCTS (Fl 
é 


THE COLORADO FUEL AND IRON CORPORATION 
WICKWIRE SPENCER STEEL DIVISION —Atlanta + Boston + Buffalo + Chicago 
Detroit + New Orleans + New York + Philadelphia 
THE COLORADO FUEL AND IRON CORPORATION — Albuquerque + Amarillo 
Billings + Boise + Butte + Casper » Denver + El Paso + Ft. Worth + Houston 
Lincoln (Neb.) + Los Angeles + Oakland +» Oklahoma City + Phoenix + Portland 
Pueblo + Salt Lake City + San Francisco + Seattle + Spokane + Wichita 
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All Round Wires) 
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Twelve Wire Selvage 
(Five Flat Wires ond 
Seven Round Wires) 


me Sa 


For tension screen manufac 
turers, Gold Strand Screening 


s offered with special wide \ 
comme | flat wire selvage containing | 
Citelalmelel oll Mae] laleM Zig tolls, \ ‘ 
one ribbon-type flat wire Ve 
, wide. Also with special wide ; ) 
\ double flat wire selvage, con / i - 
| \ Fellaliale Mie @melol'] oli Mae) late Maia +) / 
Bes and two ribbon-type flat wires / 
lelo}ia wide J 


TO HELP YOU.SELL 








New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 





streamers and other point-of-sale 
advertising materials are included 
with each display. Mystik Adhesive 
Products. 

For more data circle No. 43 on postcard, p. 139 


Drawer Slide Display 
Demonstration display for new 

K-V 1300 drawer slide is available 

to dealers at no charge with pur- 















“ARCO-SAW" 


The ONLY geared Saw 
Attachment to cut 


Has Depth- 
Bevel- 
Rip Gages. 








ienmmmetinentl 





Seema 











chase of drawer slide. Display will 
carry loads of 50 lbs. Knape & Vogt 
Mfg. Co. 
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Rod and Tackle Catalog 

Thirty-six page catalog lists 
Bristol rod and Rain-Beau line of 
fishing tackle. Printed in two colors 
with a four color section, the cata- 
log illustrates and describes each of 
3ristol’s 1955 models of solid glass, 
tubular Nyglax and steel telescopic 
rods. Also illustrated and cataloged 
are Rain-Beau’s 1955 fishing lines 
of Dacron and nylon. Publication 
also lists dealer aids and displays 
and a capacity chart for all salt 
water reels. Sealand Inc. 


For more data circle No. 45 on postcard, p. 139 


TWO OF THE 


FASTEST SELLERS ON THE 


“DO-IT-YOURSELF” 


MARKET TODAY! 


OVER 1/4 MILLION SOLD! WHY DON'T YOU 
JUMP ABOARD NOW FOR GREATER PROFITS? 


—— © "Do-It-Yourself" is a Billion Dollar business— 
and still growing, as recently publicized in Time, 


Life, Colliers, etc. 


@ Up to 80% of the "Do-It-Yourselfers” buy a 
V4" electric drill with various attachments as their 
first basic power tools. The circular saw and jig 


saw are by far the most useful and widely 
bought attachments. 

@ "Arco-Saw" & “Arco Jig-Saw" Meet 
this Demand because they offer exclusive, 
expensive features not found in any other 
attachments. 

@ “ARCO” Pre-Sells Your Customers 
with the most intensive National Advertising 
of any attachment manufacturer. The 1954 
campaign is the biggest ever. 

@ Your Profit is Protected by Fair Traded 


DEALERS: Cash in on these terrific 
profit-makers now! Order from your job- 
ber or write direct for our latest catalog 

sheets. +34 & 


Home Repair Too! Display 


Free to dealers with a smal! stock 
assortment is this self-service floor 
stand display of basic painting and 
home repair tools. Takes up 24 x 18 
in. of floor space and stands 48 in, 
high. Display has natural finished 
wood bins mounted on tubular stee] 
frames. Every tool is priced and de- 
scribed on the display. Tool assort- 
ment includes sanding blocks, screen 
painters, paint guards, patchers, 
safety scrapers, 5 styles of putty 
knives and wall scrapers, wood 
scrapers, self-chalking reels, and 
razor knives. Warner Mfg. Co 
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“ARCO JIG-SAW" 
The ONLY Jig Saw At- 
tachment with built-in 
Air Blower. Has 
same capacity 

as other saws 


selling for 
$50. 
















ARROW METAL PRODUCTS CO. 


DEPT.TR 


140 WEST BROADWAY 


NEW YORK 13, NEW YORK 
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(2 green and 1 red) 140 ft. per 


TO HELP YOU SELL ball. Columbian Rope Co. 
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@ For more information 
on these products and 
services use free post 
card on page 139. 


Woodwork Cleaner 


New display for Sani-Wax cleaner 
for furniture, woodwork, kitchens, 
etc., has battery-motor animated 
arm that demonstrates easy appli- 
cation of cleaner. Lucite base tray 


saniWax 


Green and Red Twine 


Now available for tying heavy 
Christmas packages is a strong red 
and green twine, same as regular 
24 |b. yarn jute twine. Twine 


FURNITURE 
WOODWORK 


3 4 KITCHENS 





holds 9 pt bottles of Sani-Wax. Unit 
requires less than 4%-sq ft of 
counter space. Display is available 
with purchase of 5-case order or 
more. Sani-Wax Co. 
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tomes in display box. Twelve balls 
per box: 6 2-ply (1 red and 1 
green), 210 ft. per ball; and 6 3- ply 




















Does Everything! 


@ Locks sash securely 


An Exclusive! 


Unique design of strike makes it neces- 
sary to completely unlock |VES Weather- 
Tite before window can be opened. No 
projecting parts to gouge and damage 
upper sash! 


i 7 Fee Se Ge a 
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Weather-Tite 


‘ow-| SASH LOCK (> 


@ Stops wind — drafts 
@ Draws meeting rails tightly together 


Made in Cast Brass — 
Bronze — Permanent 
Molded Aluminum 


ORDER from Your WHOLESALER 
i es eg ee 2 ee 


Holiday Sealing Tapes 
New holiday package sealing 

tapes have “Merry Christmas” and 

“‘Season’s Greetings,” color designs. 








aaa . 
Greetings @ 





Tape is offered in either a 
or pressure-sensitive tape material 
printed in red and green ink. Also 
“Thank You” tape. 
Paramount Paper Products Co. 


gummed 


available is 


For more data circle No. 49 on postcard, p. 139 


Christmas Wrapping Paper 

Three-in-one package of Christ- 
mas wrapping paper consists of 
three rolls each 30 ft. long by 20 
in. wide in a window box with a 
cutter wather ngs. Each roll is a different 





Has Everything! 


Beauty of design 

Low smooth silhouette 

Complements today’s architectural styling 
Ease of positive operation 













IMPORTED SWEDISH HARDWARE 





Ball Tir tt 
Half Surface Butt p Butt 









Barrel Bolt 


Light Strap 
Safety Hasp BRB: “ 


rm 


4 lron 
Safety Hasp Ornamental Cabinet Hinge 


QUALITY MADE—PRICED TO SELL 
GENSCO STENMAN SWEDISH BUILDERS’ HARDWARE 


Famous Swedish builders’ hardware made to American 
standards and priced to help you sell. Produced by one of 
the world’s oldest and largest makers of quality Swedish 
hardware. In stock for immediate shipment. Write for 
illustrated catalog. 


Swedish 
Wood Chisels 


11 sizes of the world’s fin- 
est Swedish wood chisels 
with durable Tenite Ii han- 





Flat Corner 







Hinge Hasp 









Light T 





Wood Screws & 
Machine Screws 


Gensco Crown Brand 
slotted head wood 
screws in Bright or 
Blued steel, Brass and 
Nickel plate in round, 
flat and oval heads. 


WO 


dies. Blades are protected C 
with strip-off plastic. Free a alge = _ 
display with only 16 chisels. plete sizes, round or 
\ Write for literature. flat head with square 
or hex nuts. 


© 





Swedish Mora 
Hunting Knives 


Inlaid Swedish steel 
blades, curly birch han- 
dies, plated brass bol- 
sters and cross guards. 
Top grain leather 
sheaths with plated 
metal trim. 


Bushman Swedish 
Bow Saws 









Complete line of famous Gensco Bushman 
Swedish Bow Saws, 24”, 30’, 36”, 42” 
and 48” lengths . . . Both rigid and adjust- 
able frames, tension levers featured on 
oval tubing frames. Both regular and ex- 





tended handle models. 










SEE YOUR JOBBER WRITE FOR PRICES 


CH ye Oe On I Os Ok 


A DIVISION OF 
GENERAL STEEL WAREHOUSE CO., 
1802 NORTH KOSTNER AVENUE, CHICAGO 39, 


INC. 
ILLINOIS 
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| OTTER RIM 











design. Yardage is equivalent to 
18 average sized two-sheet pack- 
ages. Approximate retail price is 
$1.98. Harvey Paper Products Co. 
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Gift Hammer Display 

Tool Mart self-service display 
holds a dozen tools in white ang 
silver wrapping with a gift mes- 
sage. Made of triple-welded steel 
with wrought iron finish, display 
features a step-like arrangement 








which enables tools and four sepa- 
rate surfaces of selling copy to be 
displayed on a half-foot of counter 
space. Tool Mart is available at 
no extra cost with an order of 1 
doz. nail hammers in three assort- 
ments. Fayette R. Plumb, Inc. 
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Housewares Display 

Here is a four-color Christmas 
counter display for electric house- 
wares gift sections. Merry Santa 
Claus holding gift card with Uni- 
versal suggestion stands 30 in. 
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WHE FUEL, FOR 


c 

t 
AMERICAN GAS MACHING jie 
Ny 


"™ of Qecen Steve Works aad 


—Safe, con- 

, throw away 
lers—replace in 

. K-FUEL pays 
ds with repeat 
s! 


? 
om a 


K-FueL KampLite 


First and Only Pressure Fuel Lantern! 


K-FUEL KampLite—ONLY lantern of its kind! No pumping, prim- 
ing or pouring! It lights instantly! Self-pressurizing, self-cleaning! 
Two models — single mantle and double mantle! 

No Pumping! No Pre-heating! No Liquid to Handle! 


K-FUEL KampK ook — One or 
two burner models—Each 
burner operates independ- 
ently — Safe positive shut- 
off —ALL-IN-ONE, nothing to 
take apart to pack. 


K-FUEL Kwik-Torch—2 mod- 
els for either home or pro- 
fessional use. Interchange- 
able tips—self-cleaning ori- 
fice. 


K-FUEL KabinKook— 
stainless steel of heat 
and chip resistant white 
enamel — 2 burners — 
as easy to use as 
kitchen stove, 


AMERICAN GAS MACHINE CO. 


Division of Quaon Stove Works 


ALBERT LEA, MINNESOTA 


HARDWARE AGE, SEPTEMBER 30, 1954 





155 








TO HELP YOU SELL 








Wie a 





liigh. Display is 25 in. sq. and is 
free with purchase of one of three 
special Universal electric house- 
wares package offers. Landers, 
Frary & Clark. 
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New Paint Brush Line 


New starbright line of brushes 
has handles manufactured of Mela- 
mine plastic. Tiny motes of silver 
dust are sprinkled over the base 
color to give it the effect for which 





the line is named. Handle has been 
designed to grip comfortably and 
lend perfect balance to the entire 
brush. Also available is self-selling 
metal brush display rack. A. G. 
Jacobus’ Sons, Inc. 
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Color Chart 

Color chart displays colors of the 
MultiTint line of paints and enamels 
available in 12 different finishes. 
Measuring 18 x 17 in. when open, 
the chart suggests six methods of 
planning room decoration and de- 


156 


scribes the color harmony center 
and free Sloan decorating service 
offered by firm’s dealers. Seidlitz 
Paint and Varnish Co. 
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Tool Kit Merchandiser 
Five-color power tool kit mer- 

chandiser to promote the sale of 

wall chest is now available. Wall 


4 


chest is an all-purpose 14 in. drill 





tool kit laid out on a perforated 
board with the necessary hardware 
to make a place for the variety of 
items in the kit. Pioneer Gen-L- 
Motor Corp. 
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Electric Saw Package 
Colorful gift package for electric 
Moto-Coping saw contains saw, plus 
a set of patterns for making 10 
different projects. Also included is 
a full size plan:showing how to 
make a table for holding the saw. 
Each of the projects are illustrated 
on the cover along with a picture 
of the saw. Saw cuts wood up to 
34 in., plastics, floor tiles, etc. Has 





only two moving parts and never 
needs oiling. Lists for $6.85, 
Dremel Mfg. Co. 


For more data circle No. 56 on postcard, p. 139 


Screw Driver Packaging 
New Christmas gift wrapper for 
Palm-Grip screw driver and _ tool 
line consists of a colorful wrap- 
around of a holiday motif. Pack- 





age contains a Palm-Grip driver 
for standard screws, a Palm-Grip 
Phillips driver, a Palm-Grip ratchet 
handle, and a wall bracket that 
holds all three units. Set retails 
for $4.75, and is a standard $5 
value. Kipton Industries. 


For more data circle No. 57 on postcard, p. 139 


Water System Catalog 

New water system catalog in- 
cludes integral horsepower _ jet 
pumps, centrifugal pumps and sub- 
mersible pumps. Copy available 
without cost. Pump Div., A. Y. Me- 
Donald Mfg. Co. 


For more data circle No. 58 on postcard, p. 139 


Measuring Tape Package 

Measure Chest package is de- 
signed for Christmas and Do-It- 
Yourself week. Consists of a 50-ft. 





tape and 12-ft. pocket-tape pack- 


(Continued on page 160) 
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KING SIZE 





PROFIT... 


longest margins 


ever! 


Only the New Ray-O-Vac KING 
size 4-LP gives both distribu- 
tors and dealers the largest mar- 
gins in the history of the flash- 
light battery business. . . 41% 
to the dealer! Retail list $.25. 
Yes, the new Ray-O-Vac KING 
sizE lights the way to faster 
sales, greater profits. Stock and 
display this new KING SIZE bat- 
tery... you'll like the KING SIZE 
profits it produces for you. 


KING SIZE 


»\ 
ra 





gets the biggest 


promotion ever! 


The advertising campaign 
behind Ray-O-Vac’s new 4-LP 
flashlight battery wears the 
crown for powerful and com- 
plete coverage of your cus- 
tomers. On the right is just one 
of the “royal family” of Ray- 
0-Vac full-color ads scheduled 
for general and farm magazines 
during 1954—the biggest four- 
color magazine campaign in the 
industry. 

This extensive sales-making 
campaign will put the Ray-O- 
Vac 4-LP before the eyes... 
and into the flashlights... of 
your customers in both the city 
and on the farm. 


—_— 


WY 








King Size Power 
King Size Life! - 





you can buy the 


KING SIZE 


BAT TERY 











KING SIZE 


(WITH POLYETHELENE) 





King Size in every way .. . that’s the 
new Ray-O-Vac 4-LP flashlight bat- 
tery —the culmination of our experi- 
ence in building more than 2 billion 
LEAK PROOF brand flashlight bat- 
teries. A special polyethelene type 
protection, it has extra long life and 
dependability. Here’s the battery 
you can count on to give “‘light when 
you need it.’’ Of course it has 


Feel the Steel... Ray-O-Vac LEAK PROOF brand 
Steel’s the Difference! construction and is fully guaranteed 


against corroding your flashlight. 
© rose oy mar woeac company, worse" Don’t be satisfied with anything less! 


ANADA 


















AND NOW GET 
NEW PROFITS 


from the 


BIGGEST 
NEW IDEA 
in Flashlights! 








Fall 
. ’ big 
You and this new Ray-O-Vac HANDYMAN een 
are bound to be profit-partners from ce 
the very beginning! Smooth, stream- __ 
lined .. . Push-Pull Ring Switch. . . bi 
the handiest, dandiest flashlight switch 7 larg 
ever designed . . . PUSH it’s on, PULL the 
it’s off. Aptly named, the HANDYMAN is 
: Fox 
is exactly that for the man around the buye 
house. The HANDYMAN is a completely wit 
new flashlight. Be sure to get your share 
of the new profits it offers. Fi 


\ era 


HANDYMAN des 


cay Fy wh | 


ariBL 








The HANDYMAN is carded in powerful displays 
like this—with one, two, or four flashlights. 
Put one up at the cash register, another 

at your regular flashlight display space, and 

a third one in your window. 


RAW VA 7S Acer se Vommetel 7.0 bk fa. Uoli-te), Ma lommm. AE-tetel. fa.) 
- -= RAY-O-VAC CANADA, LTD., WINNIPEG, MANITOBA 
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Fall's in the air . . . open Seasons on 
big game are just around the corner 

. and, right now is the time to stock, 
display and sell Savage Hi-Power 
Rifles. 


This Fall, during your peak selling 
season, Savage national Real 
large space color advertisements in all 
the leading sportsmen’s publications 
—will be pre-selling Savage-Stevens- 
Fox rifles and shotguns . . . sending 
buyers to your store. Place your order 
with your distributor now. 


SAVAGE ARMS CORPORATION ° 
Firearms Division Chicopee Falls, Mass F 4 340 
| SAVAGE MODEL 


‘First in the Field’ Bolt Action Repeating Rifle. Cals.: 
-222 Rem., .22 Hornet 


_- A fine modern rifle in design, appear- 

ava ge f ance, performance, and dependability 

' , High in quality, yet the lowest priced hi- 

rn power rifle on the market. {n addition to 
pa RA a 1g reo \ im standard grade (shown) Model 340 is 
available in a DeLuxe Model (340-S 

with special sights, sling screw eyes for 

a Carrying strap, and checkered stock 


and for earm. 
75 
$48 retail 


SAVAGE MODEL 99 


Hi-power, Hammerless, Lever Action 6-shot Repeater. 
Cals.: .300 Savage and .250-3000 Savage 


The famous Savage Model 99 is the 
world’s most wanted hi-power rifle be- 
cause of its lightning fast, hammerless 
lever action and uanillang dependabil- 
ity. It is a proven big game getter. $109 0° retell 
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Attractive red Fiberglas 
tops on both WERNER 
step ladders and step 
stools. This exclusive mod- 
ern feature keeps WERNER 
ladders steps ahead in 
sales and profits for you! 


A COMPLETE LINE of single 
ladders, extensions and 
step-ladders in both light, 
popular-priced home styles 
and extra-strong industrial 
types. Also a full line of 
latform ladders and scaf- 
olding. Write today for 
catalog and full information! 






Now's 
time to 
triple your 
profits 
with 





Built Like An Airplane of tough, tempered air- 
craft quality aluminum — that’s why Werner 
Alumiladders are so rigid, rugged and reliable! 
Only half the weight of wood—easily handled 
by one man. Yet so strong they'll stand up in 
toughest service, never crack, never rust. Here’s 
quality you'll recommend with pride .. . beauty 
and service the homeowner will use with pride 


for long yeas. 


Every Sale Gives You Three Times The Profit! 
And now’s the easy time to make ladder sales. 
That’s a profit combination you can’t afford to 
miss! And remember, an Alumiladder is an ideal 
holiday gift for the Do-It-Yourself customer! 






This Mighty-Lite step 
stool is popular with 
women and men both. 
Weighs only 6 Ibs, 
holds up to 400! 








More profits thru related displays! 


Here's the easy way to ring up more profits. Simply put 
one or two Werner Alumiladders in your storm window 
section, others in your house paint section—plus a few 
Werner Mighty-Lite stepstools in your housewares sec- 
tion. Just watch these Werner all-aluminum products 
sell themselves at triple the profit for youl 











R. D. WERNER CO., INC., DEPT. L7 
Sales Office: 295 Fifth Ave., New York 16, N.Y. 





ALUMILADDERS, CHROMIRIA 
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TO HELP YOU SELL 


aged in a 744 in. x 5 in. transparent 
plastic utility box. Retails for $5.69, 
Dealer cost is $3.80. Each chest is 
wrapped in a transparent sleeve, 
Two five-color cards available: one 
for Do-It-Yourself week, the other 
for Christmas week. Evans and Co. 
For more data circle No. 59 on postcard, p. 139 





Wrapping Paper Designs 
Four new Christmas designs in 
continuous cutter box rolls are now 
available. Rolis are 20 in. wide by 
75 ft. long, packed three of each of 





four designs to a 12-roll case. Sug- 
gested retail price is $1.25 per roll. 
Kalamazoo Vegetable Parchment 
Co. 


For more data circle No. 60 on postcard, p. 139 


Replacement Wheel Deal 


One-package deal containing the 
five most popular sizes of replace- 
ment wheels for portable equip- 
ment is available for less than 
$20.00. Called the No. 522 Wheel 
Deal, package contains 8 wheels, 
2 each of the three smaller sizes 
and 1 each of the two larger sizes. 
Each wheel is individually car- 
toned and three of the wheels in 
this selection are supplied with hub 
caps. Also available is a larger 
deal which contains 23 wheels. 
Steel counter display which re- 
quires 1 sq ft of counter space is 
included in 522 deal. Five of the 
wheels are mounted. All wheels 
have semi-pneumatic tires and ball 
bearings. Diameters range from 
6 to 12 in. and capacities from 60 
to 250 lb. Gleason Corp. 


For more data circle No. 61 on postcard, p. 139 


Tool Offering 

New 10-item Christmas offering 
includes a two-piece hedge shear 
and pruner set (illustrated), a 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








‘de 


4 


three-piece stainless steel hand tool 
set, two types of nail hammers, 
junior size three-piece garden tool 
set, junior-size snow shovel, belt 
axe with sheath, four-piece floral 
tool set, bait casting rod, and spin- 
ning rod. Colorful display kit 


available. True Temper Corp. 
For more data circle No. 62 on postcard, p. 139 


Coffeemaker Gift Carton 


Farberware Super-Speed coffee- 
maker now comes in a new gift 
carton with a gift motif of rib- 
bons and bows, printed in blue on a 








wood grain background. Auto- 
matic coffeemaker is available in 
three sizes: four, eight and 10 cup, 
all chrome over solid brass. S. W. 


Farber, Inc. 
For more data circle No. 63 on postcard, p. 139 


Tack, Brad & Nail Display 


Hitch your business to 


STAR BRITE 





THE SHINING 





CABINET HARDWARE 


LINE THAT GIVES YOU EVERYTHING 


* STARRED for quality. 


SOLD THROUGH 
WHOLESALERS 
ONLY 


#285 

CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4" x 1%" 
STAR-BRITE" 
~ Nickel 
and brass 
Complete 
with 
screws 


design and precision fit. 


#215 

ORNAMENTAL HINGE 
For flush doors 
Overall size 

2%" x 2/4" 
“STAR-BRITE" 

Chi ome, nickel 
and brass 


Complete 
with screws 





#211 STORM SASH HANGER 
Hook Plate: I'/4"' x 15%" Eye Plate: I'4" x 2% 
“STAR-BRITE" Cadmium Plate 
1 doz. pr. to box; 36 doz. to carton 
Complete with screws 








2125 
SASH LOCK 
Wrought Steel 
Overall size: 
1%" x 2/,"" 

“STAR-BRITE" 
Chrome, nickel 
ond brass 
Complete 
with screws 


SEMI-CONCEALED HINGE 
Raised knuckle 

%"' offset 
““STAR-BRITE" 
Chrome, nickel 

and brass 

Complete 

with screws 








Self-service, all-metal gravity 
feed displayer holds a complete tack, 
brad and nail department. Displayer 
is given free with purchase deal 18C 
which consists of 18 doz assorted 
carpet tacks, cut upholsterers tacks, 
wire nails, wire brads, wirecloth 
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_ WITH SPECIAL DEAL 


ATTRACTIVE 
STAND-UP 
DISPLAY 
COMPLETE 
WITH STAR 
AMERICANA 
HARDWARE 


Featuring Star's 
#318—%"" Offset Hammered Hinge 
#319—Flush Hammered Hinge 
Z3III—I'/6 Knob 
+394—Hammered Pull 
#317—"HL" %" Offset Hammered Hinge 
320—""HL" Flush Hammered Hinge 


STAR MET 


370 Butler Stre 


et, 


#200 
CUPBOARD TURN 
Wrought Steel 
Overall size 
“STAR-BRITE"’ 


Chrome, nickel 
and brass 


Complete 
with screws 








#297 

CONCAVE KNOB 
“STAR-BRITE" 
Chrome 

3 sizes: I'/2"'-1%/"'-2'/,"" 
| Dozen to Box 


with screws 
36 Doz. to Carton 


Brooklyn 
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This NEW PLUS Feature | 
gives you PLUS SALES | 
with R. MURPHY "'Stay-Sharp" | 


( . 
"APO any 


LINOLEUM KNIVES 
Now . for the first time, you can offer your customers 
their choice of FOUR DIFFERENT COLORED HANDLES 
. red, blue, green, tan . . . (still available in burnt finish, 
too). Count these BIG SALES ADVANTAGES: 
EASY IDENTIFICATION which SAVES TIME— 
AVOIDS CONFUSION & ARGUMENTS—LO- 
CATES the RIGHT KNIFE quickly, AT A | 
| 
| 





GLANCE! (Wonderful for group work—or for 
individual to identify his special ‘‘points’’!) 








Color-coding gives you this PLUS feature, in addition to staples and double pointed tacks. 





these many other R. Murphy points of superiority: Finest Featuring 15 diff : “— oe 

TEMPERITE steel blades, uniformly hardened by an ex } ee aig a Tee, dis- 

clusive process, hand-honed for sharpness. Proper grip player holds 744 doz “stay open 

handles. No plav! No wobble! boxes and has extra storage space 

There's a “Stay-Sharp” Knife for Every Purpose in the back. It is 101% in. wide and 

Write for complete catalog — FREE! 934 in. deep. Snell-Jones, Inc. 
Tested QUANTITY DISCOUNTS For more data circle No. 64 on postcard, p. 139 
: Order today from your dealer or write: 
Quality a 
ee Kitchen Sets 
Over 100 ° Designed for Christmas selling, 


Years ee. PAVURPHY VUV ES these Daisy kitchen sets come in 


matching colors in red, yellow, and 





AYER MASSACHUSETTS 


“KIMBALL #44 


PRICE MARKING 
TAPE ROLL DISPENSER” 


The fastest method of price 
marking — and the lowest in 
cost. Just sheer off the PRICED 
LABEL desired and apply to 
merchandise . . no printing. .» 
no moistening. Clear, bold fig- 
ures of all popular prices. 


No. 500 Dispenser, which 
can be moved to mer- 
chandise, holds 12 rolls 
of different PRICE- 
MARKED labels, varied 

































green. Sets are packaged in ma- 
roon and white boxes with illus- 
trations on back showing uses of 
each item. Schacht Rubber Mfg. Co. Am 


For more data circle No. 65 on postcard, p. 139 








Wire Merchandiser 








to your needs. pi ‘ or 
Stop errors, speed check- This wire merchandiser rack 
out of self eins sales. ; holds up to 2250 ft of popular sized Displ 
We pay shipping charge. — ——- wire including 1250 ft of U. L. ap- and : 
COMPLETE UNIT ORDER NOW. numerals. proved fast-selling wire types. Dis- No s| 
play is 16 in. deep, 17 in. wide and This 
NO. 500 DISPENSER By the makers of Midget | 097 in. high. Has self-service mea- prep 
WITH 24 DIFFERENT Price Marking Labeling ee ee ee 
ROLLS OF PRICE. since Ws Systems, suring marker. Wire Assortment sets, 
| WN — In SV D) 
MARKING TAPES Circular or demonstration upon request. | No. 3 contains: 250 ft No. SV 18/2 


j  oaees rata service cord at 6¢ per ft; 250 ft 
A. KIMBALL COMPANY | No. 16/2 SJ service cord at 8¢ per 

3322. SR tol 307 West Broadway, New York 13, N, Y. | ft: 250 No. 18/2 SPT-1 (POT) 
BRANCHES IN PRINCIPAL CITIES | brown plastic lamp cord at 4¢ per inte 
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\ It’s Famous Brookpark 


America’s Finest 
Melmac’ Dinnerware 


... Guaranteed not to break 


Display it where customers can see it, handle it 
and sell themselves on its beauty and break-resistance. 





No shrinkage in stock to cut into your profits. 

This small space unit displays, stocks and sells 
prepackaged starter sets and service 
sets, plus open stock. 







Nationally advertised 


Ask your jobber about Brookpark’s 
dealer plan or write: Dept. HAI054 


International molded plastics, inc., Cleveland 9, Ohio 
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~ NOW! NEW! 


B An easy 510° ‘Come-On’ that may mean 
over $100 to you in ‘Tie-in’ Sales 


Miracle® 
Anchor Nail \; Bi 
Miracle SS ies 
Anchor ey; 

| Adhesive tm 
| Kit (4 0, 








TES 
Wits Cl 


~ 5 
Snsform YOur “ape “Onn, 


Colores OTSb « 
— Play Rose M0 @ 










By It's a cinch to sell the “do-it-your- 
s self” Miracle Method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces. 

Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “‘back-breaking” and risky job 
of drilling holes in the foundations 
of their houses. All they do is glue 
me Miracle Anchors to the walls with 
sa Miracle Anchor Adhesive — simple 
as “pie”, and at an amazingly low 
Fs, installation cost of approximately 
+ 6c per square ft. 

What’s more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
purchase. These include finishing 
board, paint, nails, and other com- 
panionate items. 


Order Now! 
The sooner you begin selling the 
easy $10 “come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big dollar 
tie-in sales. And you do your cus- 








) S ral if fall if! 
oka tomers a real favor, too! 
|NET PRICE TO PRICE TO 
CAT. NO.| DESCRIPTION DEALER PER | PACKING | CONSUMER PER 
| DISPLAY UNIT DISP. UNIT 





1000 AN} Display unit holding 96 $6.00 6 Display $10.00 
| Miracle Anchor Nails and 1 Units Per 
| qt. Miracle Anchor Carton 


Adhesive. 


MIRACLE ADHESIVES CORPORATION 
Dept. HA-9, 214 E. 53rd St., N.Y. 22 © By Miracle Adhesives Corporation 
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one CALL - 


/ MECHANICS TOOL CHESTS 
/ UTILITY CHESTS ; 
/ FISHING TACKLE BOXES 

/ CASH & SECURITY BOXES 

/ PERSONAL FILE CHESTS x 
/ UTILITY CABINETS 

/ SPECIAL CHESTS & BOXES 


It?s a fact!., . UNION is headquarters 
for the most complete line of all-steel 
chests available today . . . in sizes and 
styles priced to meet all customer re- 
quirements. So why not call UNION 
once and for all! 


See us at the 


NATIONAL HARDWARE SHOW 
Booths No. 13 and 15 


— = UNION STEEL CHEST CORP. 


a pninisiea gle sa 
~bfe WE 
L CHESTS | nO Coen, nk ee On ae 4 






















/ CRYSTAL 
WY CLEAR 


PLASTIC DISPLAY 


SEL-FAST DISPLAY 
TD-48 


Here's the most attractive, 
practical and sales produc- 
ing Display Assortment ever 
offered! Sparkling new and 
unique permanent self-ser- 
vice Display holds minimum 
stock of 48 fast-moving 
Hold-E-Zee numbers. Takes 
only 5” x 14” counter space. 
Each driver clearly marked 
on Display for number and 
price. Packed filled as 
shown—goes right to work! 
ALREADY AN OUT- 
STANDING SUCCESS! 
Order from your Jobber. 


HOLD-E-ZEE 


SCREWDRIVERS 






















UPSON BROS., Inc. 
ROCHESTER 14, N. Y. 














TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 139. 





ft; 250 ft No. 18/2 SPT-1 (POT) 
ivory plastic lamp cord at 4¢ per ft; 
and 250 ft No. 18/2 SP-1 (POSJ) 
brown rubber lamp cord at 4¢ per 
ft. Display and assortment lists 
for $65.00. Diamond Wire & 
Cable Co. 


For more data circle No. 66 on postcard, p. 139 


Pocket Knife Display 

This red display card with 12 
pocket knives can be used on walls 
and counters. Card comes with re- 
movable Christmas motif attach- 
ment for holiday season sales. Card 





C-1 includes: % doz numbers 14 
and 21; 1/6 doz numbers 22, 48, 
and 41. Dealer price is $14.00. Sug- 
gested retail price $2.00 each. Card 
C-2 includes: 1/3 doz numbers 76; 
1/6 doz numbers 72, 63, 64 and 24. 
Dealer price is $18.00. Suggested 
retail price $2.50 each. Camillus 
Cutlery Co. 


For more data circle No. 67 on postcard, p. 139 


(Resume reading on page 14) 
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Every time you sell a man a fishing rod, a set of golf 
clubs, a shotgun or rifle—you know you've got to let 
him handle it, test it for weight, balance or flexibility. 
If he can’t try it he won’t buy it. . . to that male 


Let ’em 
there’s ‘‘No Sale."’ ° 
TRY CM eee 6 : en? . 












watch ’em ee 
BUY ’em! eke a: 


That’s exactly the way a woman buys shears and scissors. 
She wants to touch them, try them before she’ll buy 
them. Shears and scissors are impulse items. They’ll sell 
themselves IF your customer is exposed to them. The 
women who can pick up a fine pair of CLAUSS scissors, 
test their true balance, their crisp cutting action—buy 
seven times out of ten! 


eee ee8#se?#e?#ee?#eee#eee#e#e#e#ee#ee#e##e#ee8ee8ee8ee#8e8e8 @ 


You'll sell many more scissors and shears with far less sales effort— 

IF you'll put a sturdy CLAUSS self-serve display on your counter. This FINE CUTLERY SINCE 1877 
attractive board places quality merchandise at your customers’ finger 
tips, becomes your best salesman. It will pay you to place your order 
now! 


CLAUSS CUTLERY COMPANY 


FREMONT. OHIO. u.s.A. MOT HAMMER-FORGED 













The new porcename! heavy- Lf . » 
duty slicer featuring grav- 
ity-feed, and pedestal legs 


F re) R with suction cups. 


xmas SALES 
GREATEST xmas PROFITS 


SHOW and SELL GENERAL'S 


* MERRY G’RINDER 


re 
Exclusive Salad- Mare a 
i »5 Combinati ; 
Meat-Grinder aie 
og Yl = slightly higher 


A /} ‘ = in the West 
Le, NEW SRA tros) SS oe I 
| sLicING MACHINES | Sa 
| vig GREATEST VALUE! iis AA 
cg ll with all 
Sure to MLnnG the he for attachments. ’ 
holiday ft parade! ™, $18.50 
= See them at the ee 


List 
HARDWARE SHOW 
A Booth 521. 
- NAVY PIER, Chicago 
NG MACHINE COMPANY, INC. 
WALDEN, NEW YORK 










FASTEST 














General Model 419........... $2995 List 
Model 420 (in brilliant chrome) .$399%5 List 

























Combination salad 
moker - chopper. It 
‘grinds, cuts, chops, 
minces, slices, 
shreds, grates, 
crumbs. 
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Read it in HARDWARE VCE 
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New El Centro, Calif. Store Features 
Self Service, Super Market Operations 


El Centro, Calif.—Valley 
Hardware which recently 
opened at 757 Main St., will 
feature a self-service, super 
market operation. Owned by 
Valleyites, the new hard- 
ware is managed by Frank 
Cooper. He previously has 
spent eight years in the 
hardware and lumber busi- 
ness in Indio, Calif. 

The new building contains 
8400 sq ft, with a 60 ft 
frontage. 


Charlotte, N. C.—Alliance 
Hardware held its grand 
opening recently. The firm, 
located at 1201 South Blvd., 
has 1875 sq ft of space. Door 
prizes were offered. 


St. Mary’s, Pa.— Miller 
Brothers Hardware Store, 
which recently moved to a 
new location near St. Mary’s 
Theater, held a grand open- 

(Continued on page 184) 





Lane Joins Wholesaler 
As Promotion Manager 


Edward E. Lane _ has 
joined Franklin Hardware 
and Supply Co., dealer-owned 
wholesalers of Philadelphia, 
as sales promotion manager. 

Mr. Lane has an extensive 
hardware background, hav- 
ing managed Newcomer 
Hardware Store from 1935 
to 1954. He will initiate 
Franklin Hardware’s first 
consumer promotion in color. 


H. P. Wilkins Named 
Jarvis Representative 


Howard P. Wilkins has 
been appointed regional sales 
representative, covering New 
Hampshire and Vermont, by 
the R. E. Jarvis Company, 
Brookline, Mass., distribu- 
tors of power tools and farm 





and garden tool equipment. 


For the past eight years, 
until its recent liquidation, 





HOWARD P. WILKINS 


Mr. Wilkins was sales mana- 
ger of the wholesale division 
of Brecks, Inc. Prior to this 
he served the firm as sales 
representative in New Hamp- 
shire and Vermont for twelve 
years. 

Mr. Wilkins is a member 
of the Housewares Club of 
New England and will make 
his headquartrs in Brattle- 
boro, Vt. 


M. May New McClung 
General Sales Manager 


Marvin O. May has been 
promoted to general sales 
manager of C. M. McClung 
& Co., wholesalers of Knox- 
ville, Tenn. He has been with 
the company since 1920. 

During his _ association 
with the firm Mr. May has 
served as checker, house 
salesman, city salesman and 
traveling salesman. In 1951 
he was made head of the 
Plumbing and Heating Dept., 
the position he held prior to 
his new appointment. 


Housewares Exhibit 
Scheduled Jan. 13-20 


The Fifth National Inde- 
pendent Housewares Exhibit 
will be held January 13-20, 
at the Morrison Hotel, Chi- 
cago. The exhibit will oc- 
eupy six floors of the hotel. 

The third floor will con- 
sist of 112 open type booths, 
while the fourth through the 
eighth floors will consist of 
exhibit rooms. 


Winners of Townley Metal & Hardware Salesmen’s Contest 





Winners of an August Quota Contest among salesmen of 


the Townley Metal and Hardware C 


Kansas City, 


Wholesalers of 


©., are pictured above with officials of the 


company. Salesmen making 100 pct of their August Sales 
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Quota were awarded an all expense trip to Kansas City 
for each winner and his wife, where they were guests at 
a cocktail-supper party in the garden of Mr. and Mrs. James 
Townley and then attended a performance of “Oklahoma.” 
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Hamilton New McKinney 
Regional Sales Manager 


McKinney Mfg. Co., Pitts- 
burgh, has established a new 
Central Sales Region and has 
named Russell J. Hamilton 
as regional sales manager. 

Mr. Hamilton will super- 
vise sales of the McKinney 
line of builders’ hardware in 
Ohio, Western Pennsylvania, 
West Virginia, Kentucky, 
Indiana, northwestern Mary- 
land, and lower Michigan. 

A member of the McKin- 
ney sales staff since 1926, the 
new regional manager is a 
member of numerous hard- 
ware associations, including 





RUSSELL J. HAMILTON 


the National Builders’ Hard- 
ware Association, the Steel 
City Hardware Club, the 
Buckeye Hardware Club, the 
Kentucky-Indiana Hardware 
Club, and the Wolverine 
Hardware Club. 

To assist Mr. 
four salesmen have been 
named to call on hardware 
distributors in their respec- 
tive areas: 

H. Thomas Patton, Jr., 
with headquarters in Pitts- 
burgh, will cover sections of 
western Pennsylvania, West 
Virginia, southeast Ohio, 
eastern Kentucky, and north- 
west Maryland; Glenn K. 
Rosenfelder, also with head- 
quarters in Pittsburgh, has 


Hamilton, 


been assigned sections of 
western Pennsylvania and 
northeastern Ohio; R. K. 


Maier, with headquarters in 
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Cincinnati, will cover south- 
western Ohio, western Ken- 
tucky, and Indiana and Rob- 
ert M. McWade will head- 
quarter in Detroit, and will 
cover the sales territory of 
Michigan and northwestern 
Ohio. 


A. C. McGehee Joins 
Cotter & Company 


Alton C. McGehee has 
joined Cotter & Company, 


mutually owned wholesale 
distributors, Chicago, as a 
department manager for 


toys, sporting goods and pic- 
nic supplies. 

Mr. McGehee was former- 
ly with Continental Products, 
Inc., Chicago, as buyer of 
toys and sporting goods. Cot- 
ter & Company plans to ex- 
pand its Sporting Goods De- 
partment to include addi- 
tional lines that can be sold 
in the hardware store. 

With the addition of Mr. 
McGehee to its staff, Ed- 
ward E. Lanctot will be 
relieved of his duties as toy 
buyer to permit him to de- 
vote more time to the com- 
pany’s consumer sales pro- 


motion program and other 
duties. 
Cotter & Company now 








Wholesalers, Retailers Advised To Fight 


Discount Houses on National Brand Lines 


serves over 300 independent 
retail hardware dealers in 
the mid-west area. 
Mr. McGehee will 
quarter in Chicago. 


head- 


Baird's Hardware Marks 
64th Anniversary 

3aird Hardware Co., whole- 
salers of Gainesville, Fla., is 
celebrating its 64th anniver- 
sary in conjunction with 
Gainesville’s centennial. 

Baird’s has increased its 
capitalization from $50,000 
to $600,000 since its found- 
ing. The firm works a ter- 
ritory comprised of 20 north- 
central counties of Florida 
on general line and the whole 
state on outboard motors 
and boats. 


South Bend Toy Mfg. Co. 


John A. Roberts has been 
named to the sales organiza- 
tion of the South Bend Toy 
Mfg. Co., South Bend, Ind., 

His experience in- 
cludes retail selling with 
Sears-Roebuck in Chicago. 


also 


house 
overcome 


Discount competi- 
tion can be only 
by vigorously fighting it on 
nationally advertised lines, 
Midwest representatives of 
leading wholesalers and 
major retail outlets were 
advised in a talk given at 


the recent meeting of the 
Kansas City Housewares 
Club. 


The speaker, Sam Sawyer, 
vice-president of Richards & 
Conover Hardware Co., Kan- 
sas City, told the 145 mem- 
bers and guests of the Club 
that “if leading wholesalers 
and retailers fail now to 
fight their discount house 
competitors, there is danger 
that this competition will be- 
come an even greater men- 
ace in the future.” He added 


that there was need for an 
organized resistance to this 
threat. 

Mr. Sawyer went on to 
say that there was also a 
need for better training of 


sales people. He said his firn 
aware of this 
and launching an ag 
gressive program of sales 
instryction to jobbers’ sales 
(Continued on page 178) 


was problem 


was 





Guest speaker and some of the executives, representing leading wholesalers and retail 
outlets, who attended the recent meeting of the Kansas City Housewares Club. Left 
to right, are: Mr. Sawyer, guest speaker; Dick Mize, sales manager, Blish, Mize & 


Silliman Hardware Co., Atchison, Kan.; J. 


Norman Gosney, assistant merchandise 


manager, Katz Drug Co., Kansas City, and Milford Whitman, vice president and general 
manager, Wyeth Co., St. Joseph, Mo. 











News of the Trade——_— 


Paal Cosgrave Forms Consalting Firm; 
Will Advise on Hardware Distribution 


SELL 


THE LINE THAT 


SELLS 
ITSELF 


Here is the popularity winner 
of the power mower industry— 
handsome, sturdy ROTO-CLIPPER. 


Once again Falls presents a 
complete line of pace-setting 
power mowers from the lowest 
priced promotional models 

to the top prestige models 
engineered for safety, 
efficiency and long life. 

And best of all... here's eye 
appeal that sells on sight. 


Available in both standard and 
self-propelled rotary and reel 
types, with your choice of 
engines ...all popular sizes. 


Let us supply you with dependable, 
faster selling ROTO-CLIPPERS. 
Write, wire or phone for proof 

of our claims. 


ROTO-CLIPPER 


FALLS PRODUCTS INC. e GENOA, ILLINOIS 
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Formation of a manage- 
ment consultant firm, spe- 
cializing in the hardware 
and housewares distribution 
fields, has been announced 
by Paul L. Cosgrave. 

Mr. Cosgrave resigned 
this summer as director of 
sales and member of the 
board of directors of Jan- 
ney, Semple & Hill Co., Min- 
neapolis wholesalers. 

The new firm, Cosgrave & 
Associates, will specialize in 


PAUL COSGRAVE 


the development of more ef- 
fective distribution methods 
in the hardware and house- 
wares field, with special em- 
phasis on the establishing, 
for wholesalers, of dealer 
merchandising programs. 
Mr. Cosgrave has an ex- 
tensive background of expe- 


| rience in retailing in both 


independent and chain op- 
joined Jan- 


1950 as dealer service man- 
ager. He was named direc- 
tor of sales, and had the 
responsibility for the devel- 
opment of the Janney Dealer 
Service Program. 

He began his business ca- 
reer as a clerk in an in- 
store. 
At later dates he was asso- 
ciated, in various capacities, 
with Sears Roebuck, Mer- 
cantile Stores and Dean 
Phipps stores. 

The new firm of Cosgrave 
& Associates will have its 
headauarters at 14 Rawley 
Pl., Millburn, N. J. 

In announcing his plans 
for the new firm, Mr. Cos- 
grave said that established 
retailers and wholesalers 
face a serious problem in 
meeting the new forms of 


HARDWARE 


competition that have grown 
up in the past decade. This 
competition can be met, he 
feels by the utilization of 
merchandising and distribu. 
tion techniques that serve 
the dual purpose of putting 
retailers in a better competi- 
tive position and give the 
wholesaler lower operating 
costs per dollar of sales. 
Cosgrave & Associates 
plan to specialize in aiding 
wholesalers integrate such 
techniques into their present 
facilities and personnel. 


Dayton Pump Names 
Regional Sales Manager 


Vernon R. Chesteen has 
been promoted to the newly 
created post of Southern re- 
gional sales manager of 
Dayton Pump and Mfg. Co. 
Dayton, O. 

Mr. Chesteen, who was 
formerly district sales man- 
ager, will devote his time to 


VERNON R. CHESTEEN 


supervision and will be in 
charge of all territory from 
South Carolina to Texas, 
with the exception of Ar- 
kansas and part of Tennes- 
see. 


David Linzer & Sons 
Names Sales Executives 


David Linzer & Sons, Ine. 
paint brush manufacturers 
of New York, has promoted 
Harry Mandel to Eastern 
regional assistant sales man- 
ager, Sam Katzman, South- 
ern regional assistant sale 
manager and Joseph Barnett, 
Western regional assistant 
sales manager. 
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: counseror 


Gfales 6 


FLOOR MERCHANDISER 
STIMULATES IMPULSE 
SALES 


A complete bath scale 
department in just 13” 
x 15” of floor space! A 
real volume-builder that 
stimulates impulse sales 
because it sells on four 
sides. Smart, practical — 
it displays 4 scales... 
stocks 8 more. A com- 
bination of sturdy color- 
fully-finished masonite 
and black tubular alumi- 
num, it is shipped knock- 
ed down . . . assembly 
takes but a few seconds. 
Order now for the big 
gift season ahead and 
watch scale sales soar. 


Retail $8.95 


The —, e 
COUNSELOR 


Cem SCALE 


© 


BIGGEST NATIONAL ADVERTISING 
CAMPAIGN PRE-SELLS YOUR 
CUSTOMERS... REACHES 90,000,000 PEOPLE 


COUNSELOR 


COUNSELOR 


My 
Good Housekeeping 


%oy * 
45 aoveaws0 1 
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| From a 

_ RUGGED, || 
REASONABLY PRICED 
ALARM CLOCK 











FINE 

ELECTRIC 

BANJO or KITCHEN 
CLOCKS 








ELECTRIC CLOCK HOBBY KIT 
1954's NEW TOY ITEM 


—_- s 


~ Build Your Own 


Gilbert gift clocks 
sell profitably and stay sold 
—— AEE AL DELETE LE LLL ALAIN. EDIE ALIPO A 


Ask your wholesaler . . . or write to 


THE WM. L. GILBERT CLOCK CORPORATION 


WINSTED, CONN. 











Junior 
Soldering Gun 


No other soldering too! combines the 
practical features, professional quality 
and attractive price of this new soldering gun. 


Compact, shorter, lightweight design. 





* Over 100 watts 


* Heats in 5 seconds 


* Trigger switch control 


* Dual spotlights 





Wr, re 


A NATURAL 
FOR CHRISTMAS 


TOOL 


Everything a handy- 


man needs 
of repair joOS 
Contains: Model 82 
gun: Kester solder, 


plus 


; sh 
ting: tip wrench, 
booklets: and met 
A $17.00 value. 


al 


FOR vetaus oF ®! 


for dozens 


250A, 250 wall 


soldering, smoothing 


ree, $4495 









Only 


$795 


cist 
Model 8100 









hobby work. 


3 Lips for 
and cut- 


ONLY 


List 
Model 8250AK 





G CHRISTMAS PRow 


ELECTRIC CORP. 
802 PACKER ST., 
Easton, Pa. 











Noy, 


| with 


| ciated with S. L. Allen 
| 1940, having worked in vari- 


| ———_—_——_—_—___News of 


S. L. Allen Co. Names 
Two Representatives 


S. L. Allen & Co., Philadel- 
phia, manufacturers of trac- 
tors and tools for farm and 
garden, and sleds, has named 
two new territory represen- 
tatives. 

Joe Cooke will 
Midwest. 


cover the 
He has been asso- 





JOE COOKE 
since 


ous departments of the com- 


| pany before becoming a fac- 





ELI MAGEE 


tory representative in 1950. 

Eli Magee, of Dallas, Tex., 
will cover the Southwest. 
Mr. Magee was associated 
the Schoellkopf Co., 
from 1944 to 1954, first as a 
salesman, and then as assis- 
tant manager of the Hard- 
ware and Agricultural Di- 
vision. 


Porter-Cable Names 


| Field Sales Manager 


Richard H. Schellschmidt 
has been appointed national 
field sales manager of Por- 
ter-Cable Machine Co., Syr- 


| acuse, N. Y. 


He will supervise the com- 
pany’s six zone managers 
and eighty district sales rep- 


HARDWARE 


the Trade 





resentatives and field engi- 
neers. 
Mr. Schellschmidt came 
from the Chicago office of 
the BBD&O advertising 
agency where he handled the 
Standard Oil of Indiana ae. 
count. Prior to that, he was 
sales manager of the Majo: 
Appliance Div. of Grayba: 
Electric in the Midwest. 


Esbenshade To Head 
Pequea Fishing Tackle 
The Pequea Works, Inc.. 


Philadelphia, has been re- 
organized with Donald Es. 
benshade as president and 
treasurer. 

The company will be 
known in the future as 


Pequea Fishing Tackle Co., 
Ine. 

The new company will 
continue to make snelled 
hooks, lures, terminal tackle 
and Monofilament line. It 
will operate both the present 
plants at Strasburg and 
Loganton, Pa., with the main 
office at Strasburg. 

Mr. Esbenshade will put 
special emphasis on promot 


shipment of orders. The 
5 


same _ representatives w 
continue to represent the 
company. 


Paul Lux Named To 
Executive Post 


Lux Clock Mfg. Co., Wa- 
terbury, Conn., has ap- 
pointed Paul Lux as assis- 
tant to the president. 

Mr. Lux joined the com- 
pany as a sales representa- 
tive in 1946. Most recently 
he was sales manager of the 
industrial division. 


Cosco Representative 


An article entitled, “Sales- 
men Train for Better House- 
wares Selling,” appeared in 


HARDWARE AGE, Aug. 5 is- 
sue, p. 64. In the text and 


in a photograph caption, ref- 
erence is made to participa- 
tion in the housewares 
clinics of a “Casco” repre- 
sentative. This should have 
read “Cosco.” Cosco is the 
trade name of products 
manufactured by Hamilton 
Mfg. Co., Columbus, Ind., 
and E. Jackson in the photo- 
graph is a Cosco representa- 
tive. 
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ie. ewest Power Cander 
eon the Market 


Timed for your Christmas gift promotions 















\\S 


Weller Sander and Polisher 
Model 7o0o 


ONLY of 4a Ys _—_ 


> BA 
® rahe ka 
ELTS tele 


Here's your | 
merchandising support 






Here’s what you can offer 


_New, Weller Sander is os 
tor-driven sander. Power- 
4,400 strokes 


SUPERIOR EFFICIENCY 


efficient as any rotating mo 


tor gives | 






ful, reciprocal type mo Sits 
. Om 
per minute. nm _ Sonder is oo SATISFACTION — 
N—Lower than any san 700 ; @ toy, custom —The Welle, 
EXCLUSIVE Low DESIG ' . tte} low ~ 'S guaront ers stay sold! 
2 15/16" high. Fits into indicate cuthutionmne for 90 days field tenn 
sts 


on the market. Only 7 S 
ception 0-it- yourself 


es and gives more 


ble hand-grip- 
plac comfortable Pei 
EASIER OPERATING— Exclusive 
quieter operation. Finger-tip contr 
push button. 8 foot cord. Nev 


Positive-grip Paper holders. 


LARGER SANDING 
ing surface is larger 
Weller Model 700 pric 


IGHT-LINE ACTION 


insulation gives 
‘ol of “on and off” 
er needs oiling. 


play carton for 
Includes 6 sheets 
Polishing cloth. 
SPECIAL SIGN—A ¢ 
Promotes the low ree 
dealer order. 
Sander Corton 
NATIONAL 4 
L ADVE 

Page advertisem RTISING 
viar Science 


“selling dis 
+ Shelf or window 


day- 

h Gy-glo sign thot 
Panies each 3 pack 
's Up in the Weller 


Price acco 
It Quickly se 


AREA—25 square inch sand- 


than that of any tool in the 
e class. 
—Two-color, holf 


e : 
nts ir Popular Mechar cs, Po 
’ p 


__No bucking oF twisting. 
Mechanix lust 


Works all 








STRA 
: finishes. 
Sands with the grain for smoother fint Christos oi er Sender 
the way into corners. ; Christmas. Pre-sell Weller Sander “v™ 
| | : s or 
. ’ Te seeneithenste eee PERO imax ae | 
“gg teas RETR rat ee dt adh + able n Mpc cae ae 
; be conse eee Ly, i ea stocks —e oo ene: ory of Cristina 
\ 5 win Ba Nee a ei be or mo eneeaen order w ou deta 
. Us Collect for further res “a aie 
: ONLY $14 , “" 
9 
5 FOR A TOP.Quatity sanpeE * 
R! > ae 
ape 
- ste i J . ie “ye xh 
OLs 


rs 
ELECTRIC CORP. OR Th 
802 Packer Street, Easton, Pa f FINEST CR pF 


SOLDERING GUNS + SOLDERING KITS - POWER SANDERS 


oe 
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hepedt REM S” 'nn ane * 


We never had it so good - 
as kids today... with 3 
| these D&M sports sets! 








When this dealer was a boy 
shopping the hardware stores for 
Draper-Maynard Sports 
Equipment, how his eyes would 
have popped at the sight of sets 
like these. What a break for 
today’s kids—high quality, 
professional calibre D&M 
equipment packed in 
combination! And what a 
break for dealers—higher units 
of sale, wider range of prices, 
handsomer profits! 

D&M Sports Sets will be 
at the top of many Christmas lists 
—you can count on that. 
So, you can count on bigger 
pre-Christmas profits if you’re 
stocked and ready! Ask your 
wholesaler or write direct for 
D&M catalogs and prompt service! 





















Sports Equipment 
Cincinnati 32, Ohio . 
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-News of the Trade- 


General Filters Names 
Five Representatives 


Five new eastern sales 
representatives have been 
named by General Filters, 
Inc., to represent the com- 
pany’s complete line of do- 
mestic fuel oil filters and 
new combination filter-valve. 

Representative for Con- 
necticut following the reor- 
ganization of several sales 
territories is Fred Bottiger, 
with offices in the Taft Ho- 
tel, New Haven, Conn. 

John M. Sibarium is now 
in charge of sales in the 
area formed by metropolitan 
New York, Long Island, and 
the Northern part of New 
Jersey. His offices are at 
146-03 21st Avenue, White- 
stone 57, New York. 

Two representatives, Ed- 
ward Black and James Ed- 
gar, share a major sales ter- 
ritory created by combining 
southern New Jersey, Dela- 
ware, Maryland and Eastern 
Pennsylvania. Combined of- 
fices are at 5628 Belmar Ter- 
race, Philadelphia 43, Pa. 

M. W. Kasper of Jobber 
Services, Orlando, Fla., is 
the representative for the 
entire state, covering both 


| the domestic fuel oil filter 
| and Unifilter lines. 





Two Salesmen Join 
Lawn-Boy Force 


Bob Harmon and Doc Al- 
exander are both recent addi- 
tions to the Lawn-Boy sales 
force of RPM Mfg. Co., La- 
mar, Mo. Mr. Harmon pre- 
viously traveled New Eng- 
land, New York, Pennsyl- 


& 





BOB HARMON 


| vania, Ohio, West Virginia 
' and Kentucky calling on 


hardware wholesalers and 


| industrial mill supply houses. 


He will cover the east coast 
territories for RPM. 


Mr. Alexander was preyi- 
ously field supervisor for 
Central Surveys, a public 





DOC ALEXANDER 


opinion polling organization. 


He will travel the Northeast 
territory. 


Mardigian Corp. Buys 
Buckeye Aluminum Co. 


The Mardigian Corp., De- 
troit, has acquired the Buck- 
eye Aluminum Co. and its 
subsidiary the Duralux Co. 
both of Wooster, O. 

Mardigian manufactures 
tools, dies, industrial stamp- 
ings and housewares prod- 
ucts. 

Present Mardigian howse- 
wares products and distribu- 
tion will not be affected by 
the acquisition of the Buck- 
eye Aluminum Co., which 
will operate as a division of 
the firm. 


Westinghouse To Make 
Room Air Conditioners 


Westinghouse Electric 
Corp., Springfield, Mass., has 
announced it will spend 
mere than three million dol- 
lars for facilities to produce 
window-type room air condi- 
tioners at its Appliance Div. 
plant. 

The appropriation follows 
closely the allotment of an 
even larger sum to cover re 
tooling at the local plant. 





Eastern Offices Moved 


Metallizing Engineering 
Co., has moved its eastem 
offices, factory and ware 
house from 38-14 30th St, 
Long Island City, N. Y., ® 
1101 Prospect Ave., West 
bury, Long Island. 

There is no change in ad 
dress of the firm’s Chicago 
and Los Angeles warehouses. 
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SANTA 


gets the credit... 


Tens of thousands of owners rave 
about this sensational, new too! 


with the LIFETIME GUARAN.- 
TEE! It Digs, Hoes, Trenches, Re- 
moves Stones, Cuts Roots, Aerates 
Soil, Aids Root Feeding 


. Uuse- 
ful Spring, Summer and Fall in 9 
out of 10 trips to the garden 


get the 


PROFIT! 


RUGGED — it’s forged steel 
LIGHTWEIGHT — only 22 oz. 
DURABLE — Lifetime Guaranteed 


attractive desigr 
sells on sight! 


STOCK UP NOW... 
order from your 
jobber or wholesaler. 





MANN EDGE TOOL COMPANY 


SMARTLY PACKAGED 
and ready to go; the 


Nationally Advertised in 


The New York Times 
Flower Grower Nov. and 


Lewistown 
Pennsylvania 


Started in 1843 and still making America’s finest edge tools 
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akes Burpee Seeds 


mi ; 
— Burpee Vegetable 
' : are available in attr 
Colorfy] Metal ean 
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» Ys and 1 Jb. Sizes 
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ON REQuesr) 
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Write for rices and details 


Ww. ATLEE BURP 
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— —— News of the Trade —— ———____—_———— —— S T 


Union Hardware Elects P. & F. Corbin Group at American Hardware Corp. Meeting / a 


P. M. Zenner a Director 


Philip M. Zenner has been 
elected a director of the 
Union Hardware Co. He was 
president of McBee Co, 
Athens, O., manufacturer of 
office equipment, before its 
merger with Royal Type- 
writer Co., Hartford, Conn. 
He is now president and 
chief executive officer of the 
consolidated Royal McBee 
Corp. 









AN’S | 
OW GI" 


an introduce 
tic garden h 
in now incr 
ing hose to f 
¥$6.95 tora 
Continental Screw Adds 
Three To Sales Staff 

Continental Screw  Co., 
New Bedford, Mass., has 
made three appointments to 
the sales staff: 

Raymond J. Dever for New 
Jersey and parts of the 
metropolitan New York area; 
Leonard A. Ashworth for 
the remainder of the metro- 
politan New York area, 


in's “Jewel 

ventory prob! 
ner at a price 
lighted fror 


eht-time disp 

























and Henry J. Purrington for P. & F. Corbin Div., American Hardware Corp., New Britain, Conn., sales staff 
Maine, New Hampshire, Ver- members at the general sales conference held by American Hardware August 23-26, ns ts quality £ 
mont, Western Massachu- in New Britain. Participants are: E. J. Parker, president of American Hardware Corp.; recthe ~ 
setts and the eastern section L. Curtis Booth, vice president in charge of P. & F. Corbin Sales; L. McLean, vice dl (nates 
of New York State. president and general mgr., Corbin Lock Co. of Canada Ltd., Belleville, Ontario; 
a Clive Ryan, general sales mgr., Canadian plant; C. W. Bostrom director of advertising; - cmos 
Gil Buske Appointed Geddes Parsons, general sales mgr.; Ebbe C. gurney age waae mgr.; H. B. Kent, 
H H contract sales mgr.; Wm. O'Day, stock sales mgr.; J. D. Bussell, Jr., export megr.; 
aoe Chief Engineer W. F. Middlemas, sales controller; N. A. Welch, chief of product design & development; 50 a a 
Gil Buske, who super- B. S. Bernhard, project engineer; A. E. Van Wagner and R. Brugman, Horton-Noyes Chevy: & 
vised the development of Advertising Agency, Providence, R. I.; A. C. Ziegler, Chicago office mgr.; C. W. anti d 
Reo Motors, Inc., Lansing, Wojack, New York office mgr.; and sales representatives—O. E. Benson, Henry Kahn, Aquama 
Mich., two new 2%-horse- Henry Helmus, H. R. Cropser, T. VonGerichten, F. A. Heil, Ralph Wimmer, P. M. 
power lawn mower engines, Richards, J. C. Blied, C. R. Kazmer, J. Cannon Carter, Jr., J. H. Kramer, J. K. Cochran, 
has been promoted to chief R. L. Warren, R. M. Dulin, M. A. Johnson, F. L. Ezell, R. H. Tate, C. J. Terry, T. A. NOTE: Merche 
engineer of the firm’s Lawn McGuiness, Bernard Marsh, A. J. Medhurst, A. O. Perry, L. J. Wandelear, C. R. Phillips, —- ~~ -~-— 
Mower Div. He_ succeeds P. E. Sacke, M. H. Stoughton, R. G. Leonard, H. B. Dale, M. H. Parsons, H. B. 
Paul Rosenberg. Parsons, H. G. Mitchell. 


e' 
ppe« 


John H. Graham & Co. Holds Annual Sales Meeting 









gine, a ful 
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The Annual Sales Meetings of John H. Graham & Co., Inc., Second row, left to right: Don Vanderbilt, Vin Turner, H. 5. 
were held in August at Marble Mill Farm, Great Barrington, Wilson, H. S. Graham, Archie Birmingham, Harry Gardner, 
Mass. The meetings were preceded by a four day tour of the John Bister, Ron Pahlow, Ed Walsh, and Larry Stewart. 
various New England factories represented by the Graham Third row, left to right: Jack Buckley, Bill Doherty, George 
sales organization. At the meeting, front row, left to right, Graham, Harold Miller, Jerry Jacobsen, Bob Kramer, £4 
are: Jim Baker, Harold Ward, George Nichols, Julian Vin- Senderling, Jack DeVonde, Ben Allen, George Holbrook. 


cent, Gil Shahbaz, Paul Prall, Mike Toro and Chris Lohr. Henry McGavin and Ben Martinez. 
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_S} THESE Swan HOSE ASSORTMENTS MAKE YOU 
(2EALLY COMPETITIVE / 


AN’S FAMOUS "Jewe/ Box" ASSORTMENT 
OW GIVES GREATER VALUE THAN EVER! 


sn introduced its famous “Jewel Box” assortment of 


ting 








salad THE CROWN JEWELS dad 
of Plastic Garden Hose 


* VIRGIN VINYL PLASTIC © LIGHT weiGHt 
* EASY TO HANDLE © OURABLE © BEAUTIFUL 


Guaranteed in writing for @ Years! 
sic garden hose in 1953, and it made selling history! 
in now increases the inside diameter of this fast- 
ing hose to full 2 inch, yet keeps the retail price at 
y $6.95 for a 50-foot coil! 

in's ‘Jewel Box’’ assortment solves the retailer's 
ventory problem! There's a color to suit every. cus- 
mer at a price which can’t be matched! Package can 
lighted from within to make a dazzling day or 
bht-time display! 















































es staff 
4 26, his is quality merchandise! Virgin plastic .. . solid brass 
ink attachable couplings . . . five gorgeous transparent RETAILS FOR 
ef — lors! Guaranteed in writing 8 years! 
ntario; eee g 4 
m4 ser| COLORS SIZE PACKAGING [UNIT SHIPPING | weicut 
. Kent, CARTON 
Pease Kelly Green | Full 25-ft. coil coupled| S coils per | 17 Ibs. FULL ‘2 INCH 
penent; 50 | Light Green | inch (not available in | 125 ft. carton 
lames ' INSIDE DIAMETER 
~ Ww Cherry Red | Inside display box) 
C. ; Amber Diameter t 
+ Kahn, Aquamarine 50-ft. coil 5 coils per 34 Ibs. 
.P. M. coupled in Jewel-| 250 ft. carton 
ochran, Box display , 
° T. A. NOTE: Merchandise available in package only — no broken boxes. 
*hillips, —- ——_—_______— 5 Witt) 
H. B. 










ew RANB W Assortment 
ppeals to your price-conscious customers! 


‘ 


agine, a full ;‘g-inch inside diameter 50-ft. coil of Virgin Vinyl 





GARGEN HOSE 


© vrmOUm wines wae © wemr 


sparent plastic Swan hose which retails for only $5.95! That’s 








eer 





© tay TO mameie 


at you can offer your customers in a range of five different colors 
hSwan’s RAINBOW Assortment! Beautiful display case as illus- 


ted packs a powerful, competitive sales punch! . / 


Made of same quality materials as 
the “Jewel Box" assortment. Hose 
size — full ;4-inch inside diameter. 





Guaranteed in writing 5 years! 


























‘ner, H. 5. 
, Gardner, 
Big -t0- COLORS SIZE PACKAGING Sa WEIGHT RETAILS FOR 
Hell pte Kelly Green Full 25-ft. coil coupled 5 coils per 14 Ibs. b ay 5S 
_ 0 Light Green Kg inch (not available in 125 ft. carton 
Cherry Red Inside display box) - n 
ad Amber Diameter + ’ “7 FULL %, INCH 
30, 1954 hatin 50-ft. coil coupled 5 coils per 26 Ibs. INSIDE DIAMETER 
in Rainbow 250 ft. carton 
display box | 
— —— = — - = EE — EEE — — ———e 
NOTE: Merchandise available in package only — no broken boxes 









Here’s a 50-foot coil of full ;‘,-inch inside diameter plastic 
hose with solid brass MAXIVOLUME coupling that retails 


for only $3.95! Swanette is guaranteed in writing five 


years! Choice of deep green, and brilliant red. 





= 





— 


Full ,',-inch inside diameter. Very light, easy to handle. 
Beautiful corrugated cover design. MAXIVOLUME 
couplings for 50% faster water flow. 





NUMBER COLORS 
Green 
8350 
Red 





—_ 














SIZE PACKAGING | a ron || WeionT 
Full 25-ft. coils coupled 5 coils per 15 Ibs. 
K-ineh (not available in 125 ft. carton 
Inside display box) 

Diameter t 
50-ft. coils coupled | Scoils per 29 Ibs. 
in display box | 259 ft. display 
| case | 


NOTE: Merchandise available in package only — no broken boxes. 





FOR YOUR CUSTOMERS WHO DEMAND ROCK-BOTTOM 


S | = 
Westéce *SSORTMENT FILLS THE BILL! | 
—— | 


GARDEN HO 


* etauriees 
easy ve # 








amour 


SY Swan wusere co . 









5 E 






/ FOR 
$39 
7 








f 
( 
No. 620 ROYA 
with snow whi 


handsomely d 
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HERE'S EXCELLENT LAWN SPRINKLER QUALITY 
At Unbelievable Low Prices with Terrific Eye Appeal 




















Swan LAWN SPRINKLER 


Here’s a lawn sprinkler 
that everyone can afford. 
Made of beautiful green 
plastic. Many small open- 
ings pierced all the way 
around the tube produce 
fine mist-like spray. Has 
brass female coupling 
and end clip. Colorful 
transparent band packs 
selling punch. 








20 FT. 
RETAILS AT 


+4S9 



















SWAN..RUBBER CO. © BUCYRUS, OHIO 


STYLE 


No. 2 


LENGTH PACKAGING 
20-feet 10 sprinklers to carton 
35-feet 10 sprinklers to carton 





WEIGHT 


8 Ibs. 
13 Ibs. 





NOTE: Available in cartons only. 








Beautiful Transparent Virgin Plastic 


The mirror-smooth finish of this beautiful green transparent 













Ye); 
NEW |! 





sprinkler makes customers reach for it! Hundreds of smal! opet 


ings pierced all the way around the tube throw out a fine, mist 


like spray. Has brass male and female couplings with end cap. 


which facilitates flushing out sprinkler. Several sprinklers can 


> ian eos " " — ! 
be joined. Will not rot, fade, or mildew. It's new, it’s different. 








It'll sell! 




























STYLE LENGTH PACKAGING WEIGHT 
No. 1 20-feet 10 Sprinklers Per Carton 7 Ibs. 
35-feet 10 Sprinklers Per Carton 12 Ibs. 

NOTE: Available in cartons only 














World’s Largest 


of Garden Hos 


~MORE NEW PACKAGING» 





50 FT. 
RETAILS FOR 


5 =39 
° 
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No. 620 ROYALITE Jumbo Candles. Red 
with snow white plastic bases and drip, 
handsomely decorator-styled for out- 
standing display. 


Ne) ae 
( NEW ITEMS «J 


| 4 
| | 
* in. iL 

vA 


Ve 


More New Packaging . . . More New Creative Ideas... 
More New Items . . . and More Value add up to what 
interests you most . . . MORE SALES. Display and sell 
“ROYALITES” the line that gives you and your customers . 
the MOST IN ‘54. Ask for literature illustrating the 
entire line. 


Order From Your Wholesaler — TODAY 


stic 

‘ransparent 
mal! open 
fine, mist- 
h end cap, 
nklers can 
different! 


No. 780 One of a complete line 
of ROYALITE Christmas Candles, 
all- plastic, beautifully decorator- 
styled. 











For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 





St DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 





a 





ERIE + PENNSYLVANIA 
THE B. 8. ALDER COMPANY 
New York 7, Nos 
ew Yor ¥. 
E . FA 
HARVEY D. RUSH & SONS betee x 2. JOHNSON & SONS cate ond Unit 
4638 Nichols Parkw 917 St. Charles Avenue Santa Fe Bldg. 
Kansas City, Missour Atlanta Geor -y Dallas 2, Texas 
WILBUR H. DAVIS H. C. GLOV c. L. LEwis 
639 A 2611 Garrison Bivd, 2450 17th Street 


San Francisco 10, Calif. 


GEORGE RE ROY L. ROGERS R. F. BEVERS 
: 1620 Garfield Street 
Detroit 3, Michigan F 4524 East 60th Street 


Seattle, ae 
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Schalk Chemical 
Appoints Salesman 
William E. Meredith has 


recently taken over the 
Cleveland territory for 
Schalk Chemical Co., Los 





WILLIAM E. MEREDITH 


Angeles. Mr. Meredith has 
been associated with the 
hardware and allied field for 








JOSEPH C. RYBAK 


|almost 20 years. Joseph C. 
Rybak has been assigned to 
Schalk’s Buffalo territory. 
He formerly operated his 
}own paint store in Granada 
Hills, Calif. 








“Austin Lumber Relocates 


E. E. Austin Lumber 
| Corp., Erie, Pa., has moved 
e 2003 West 12th St., Erie. 

The new location has 20,- 
000 sq ft with adjoining 
| parking space for 500 cars. 


| Master Rule Names 
|New York Salesman 


Master Rule Mfg. Co., 
Middletown, N. Y., has 
named Jack Leenaarts to 
serve the hardware, lumber, 
auto supply and retail hard- 
goods trades in upstate New 
York. 

Mr. Leenaarts has sold 
shoe manufacturing supplies 
in Holland for 13 years, de- 
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News of the Trade——_ 





JACK LEENAARTS 


veloping export volume in 
England, Finland, Belgium 
and Switzerland. 





J. P. Hopkins Joins 
U. S. Expansion Bolt 


John P. Hopkins, formerly 
in business as a manufac- 


turers’ representative, has 
recently joined the sales 
force of the U. S. Expansion 
Bolt Co., York, Pa. 

Mr. Hopkins will cover 
Illinois, Wisconsin and 19 





JOHN P. HOPKINS 


border counties of Iowa, 
those counties lying on the 
Iowa-Illinois border. 





Dealers Advised On 
Discount Competition 


(Continued from page 167) 
men. He recommended retail 
outlets consider a_ similar 
program without delay. 

Mr. Sawyer concluded by 
stating that one of the weak- 
est links in aggressive mer- 
chandising today was the 
failure of sales people to 
capitalize on available sell- 
ing opportunities for the 
promotion of nationally ad- 
vertised lines. 

Wholesalers from Topeka, 
Atchinson, Kansas, St. Jos- 
eph, Missouri, and Kansas 
City were represented by 
buyers and management ex- 
ecutives at this monthly 
meeting of the Club. 
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BERTARIER 


Q HEOCKs 


Eee 
THE “HOTTEST” PROFIT ITEM 
IN YOUR CHRISTMAS GIFT BAG! 


RTS 
] : They've captured the 
ened _ imagination of the 

elgium : ‘ ; ‘Saas - 

Sometime during the coming Christmas season, , Nation's Press— 
. alerting the whole 
the ONE MILLIONTH Justrite Yellow Flash 8 soustntetoareste 
a6 will be sold. ri > ») sports pleasure now 


Bolt > 1 bi $f . ossible with “warm 


, formerly ‘ ee : 
manufac- In the 4 years since its introduction, $3,950,- 


2 j editorial ment 
tive, ro 000.00 will have entered dealer cash registers . over 150 U.S. popers! 
sa a / ; 
4 because of Yellow Flash 8 sales — this is nearly ' : ~ 
7 r 1g0 Vaily News, 
$1,000,000.00 a year — a total dealer profit me f Reston Teavdies, 


cover of $1,500,000.00. Be r . ‘ ; Philadelphia Bulletin 


and 19 Cleveland Plain 


among them 


Dealer, New York 
Mirror, Los Angeles 


There is a definite reason for this tremendous (s ke Stiee 


or, Memphis 


volume in so short a time. 1,000,000 customers ; . Commercial Appeal 
can’t be wrong. 


The reason is GIFT APPEAL. The Yellow Flash 8 CASH IN on its Grand 
° . N d hot i with a mer- 
is The Most Powerful Flashlight Made. That, ages ries pang 

chandising display like this in 
together with its handsome appearance, your window ond in your sorel 
rugged construction, useful features and re- 


markably low price ($3.95 less batteries) make National Ads ) 
like this in 


it a wonderful gift for a sportsman — and 
‘all tt -aivi hri FIELD AND STREAM 
¢ lean especially at gift-giving Christmastime. ouTDOOR LIFE - se oe sore 
g on the SPORTS ILLUSTRATED git him BEM IARI 
. Will have your customers 
DISPLAYED IN YOUR STORE, THE YELLOW teattan ter pur Ghplayt C SOCKS 
On FLASH 8 WILL CATCH THE CHRISTMAS SHOP- + At Whe an sactrc Manket onthe tet 
ege ad @ ideal gilt solution for o utdoer 
ition PER’S EYE—AND HIS CHRISTMAS GIFT DOLLAR! YOUR STORE thie ee an 
age 167) advertising with free Electric AN original and usetul gift idea! Am 
ded retail Sock ad material will tell "em as electric brennan tne Socks wor 
similar Deal yourself in on this million dollar a year YOU HAVE THEM! yt 
elay. They'll flock in — cash in me or shoveling the driveway! Easy to puton 
luded by volume. Order a stock of Yellow Flash 8 hond — to buy ELECTRIC 08 wow suscrex socus ween, 
the weak- Handlights, for Christmas. Why not do it eee those “hard-to- _—- Tee 608 bateres oparte secks— 
uy-for" sportsmen who have a ess 


Shia * . * Modern Hyion bert 
Sive mer Mid y' ery case straps te b 

th right now! everything"! + Pig connecter for aesy contac. 
was e ~ Insulated wires run beneath clothing 
eople to * Snap-testoners attech wires 


WIRE, WRITE or SEE ~* Werming wires woven + 
bl sell- a7 a4 7 ight inte toe 
yd the THE BRIGHTEST NAME IN LIGHTS YOUR JOBBER TODAY! _ 


ading 
Supply. send check or 


nally ad- Or for name of your nearest Ger will be promptly aie 
distributor handling Electric - 
Mode o Qvo/onteed 
Topeka, Socks, write: BENJAMIN ELECTRIC MEG. CO. - (Do; p 


Mor 


St. Jos- mic mre. ce roe 
MANUFACTURING COMPANY BE N MIN 

onthly 2061 North Southport Avenue, Chicago 14 EN) vil ELECTRIC MFG. co. 

, Dept. HA, Des Plaines, Ill. 761 
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TENS OF THOUSANDS 
OF DOLLARS 


. « - are being invested in national adver- 


tising to boost your sales on ‘ 
Re Pn ass 


CARRIAGES 


TRADEMARK 


LIFE Magazine @ Children's Activities 
@ Saturday Evening Post © Modern Romances 
@ Woman's Day @ Ding Dong School 
@ Parents’ Magazine © Campbell Kids Pro- 
motion 
@ Toy Guidance Consumer Program 
@ Plus Millions of Homes Reached via Radio 
and TV 


NO OTHER DOLL CARRIAGE LINE GIVES 
YOU THE BENEFIT OF SO COMPLETE AN 
ADVERTISING PROGRAM 


BE READY TO TAKE FULL ADVANTAGE 
OF THIS NATIONWIDE PROMOTION 


| PLAYTIME PRODUCTS, INC. | 


WARSAW, INDIANA, U.S.A. 
MANUFACTURERS OF FINE CARRIAGES SINCE 1938 


s 
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- —_— News of the Trade— — 


Decatur & Hopkins Co. Buys Wholesale 
Inventory of Joseph Breck & Sons Co. 


Decatur & Hopkins Co., 
wholesalers of Boston, Mass., 
has purchased the wholesale 
inventory of hardware, 
housewares and garden sup- 
plies from Joseph Breck & 
Sons Co. of Boston. 

Decatur & Hopkins ex- 
pects to complete the trans- 
fer of the inventory and the 
absorption of the Breck lines 
into its own inventory by 
Nov. 1, according to F. E. 
Hopkins, president. 

The purchase gives De- 
catur & Hopkins a complete 
garden supply lines with a 
full assortment of acces- 
sories and allied items in the 
garden supply field, includ- 
ing the items which have 


been purchased from Brecks 
by the trade for many years. 
One exception is that items 
branded “Brecks” in seeds 
and lawn and garden prod- 
ucts will not be carried by 
Decatur & Hopkins. 

Decatur & Hopkins plans 
to offer an expanded and en- 
larged housewares line to its 
customers throughout the 
New England area as a re- 
sult of the purchase. 

This year, due to the late- 
ness of the season, Decatur 
& Hopkins will not be able 
to offer its Gift Book Cata- 
log. However, the company 
plans a series of consumer 
catalogs for 1955 to be dis- 
tributed through its dealers. 


| Garvin Heads Hardware Golf Association; 


Imboden Takes Golf Championship Again 


W. L. Garvin of Cutler 
Hardware Co., Waterloo, 
Iowa, was elected president 
of the Hardware Golf Assn. 
at the group’s 28th annual 
meeting at Colorado Springs, 
Sept. 15 to 19. Mr. Garvin 
sueceeds John J. Wallace, 
Clemson Bros., Inc. 

Dietz Lusk, Henry Disston 
& Sons, Inc., was elected a 
vice-president and William 
Shaw was reelected secre- 
tary treasurer. 

Attendance at the meeting 
totaled 242, with 166 golfers. 
The meeting closed with the 
annual banquet, with Jack 
Wallace, the retiring presi- 
dent, presiding. 

Feature of the meeting 
was a golf tournament in 
which the championship 
flight was won by E. D., Im- 
boden, Keystone Steel & Wire 
Co. R. L. Willoughby, Na- 
tional Hardware & Supply 
Co., was runner-up in the 
championship flight. Mr. 
Imboden’s winning of this 
year’s championship flight 
marked the first time in the 
association’s history that the 
same man has won two years 
in succession. Mr. Imboden 
also turned in the low net 
qualifying score of 70. 

Winner of the Richard A. 
Sundvahl flight was H. D. 
Burdick, Republic Steel 


HARDWARE 


Corp. Runner-up was W. 
Higgins, Jr., Starline, Inc. 


Other flight winners, in 
order of flight class, were: 
R. W. Mueller, Minnesota 
Mining & Mfg. Co.; C. C. 
Hager, C. Hager & Sons 
Hinge Mfg. Co.; A. J. 
Strandquist, National Lock 


Co.; S. L. Sawyer, Richards 
& Conover Hardware Co.; 
G. J. Schaefer, F. F. Kees 
Mfg. Co.; P. T. Gibbons, 
Stanley Works; S. F. Jackes, 
Jackes-Evans Mfg. Co.; W. 
B. Dunham, Russell-Burd- 
sall & Ward Bolt & Nut Co., 
and W. R. Petillion, Buffalo 
Bolt Co. 
Runners-up, in 
flight class, were: Howard 
Noble; T. Toby, Russell, 
Burdsall & Ward Bolt & Nut 
Co.; G. W. Bulmer, North- 
western Steel & Wire Co.; 
J. Robertson, Foley Mfg. 
Co.; J. B. Black, Jr., Colum- 
bia-Geneva Steel Co.; C. A. 
Schlueter, Schlueter Mfg. 
Co.; J. R. Strandmark, 
Townley Metal & Hardware 
Co.; J. W. Schofield, Armco 
Steel Corp.; K. Baumann, 
Warren Tool Co. 
Consolation winners in the 
championship flight and the 
Sundvahl flight were, respec- 
tively, F. Schultz, National 
Lock Co. and M. H. Keat- 
ing, H. D. Hudson Mfg. Co. 


order of 
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wry LISTO... 





WRIGH] 


GALVANIZED WIRE STRAND... 


Guy wire for television antennae, clothesline, tie and 
binding wire, signal wire, emergency repairs, temporary 
enclosures—4 and 6 strand for electrical fences. 50° con- 
nected coils and on spools. 





pricing 
left-handed 











THE MARKING PENCIL THAT 
WRITES ON EVERYTHING! 


Outside of skyhooks and left-handed wrenches, 
there isn't anything you can't write clearly on 
with 2 Listo Marking Pencil. Listo is perfect 
for the hardware business, because it writes 
clearly on anything from glass to angle iron. 
Listo is America’s pocket pricing system. 
Listo Marking Pencils are inexpensive, al- 
ways handy, easy to use, and they make a 
clear, strong mark on any surface. They 
save you time and money. Listo leads 
come in six colors ...black, red, blue, 
green, yellow and brown. 
, i RED YELLOW 

PS 0 eee eee een ieee 4 88 es Ween 

a big profit for your small investment, 

In boxes or handy counter cards. 


LISTO pencil corporation 


Alameda, California « In Canada: Listo Products, Ltd., Vancouver, B.C. 
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LEADS IN 6 COLORS 





screwdrivers? | 


Money maker 
for dealers... 















Dealerships 
available now! 


Aggressive merchandisers 
netded in several 
select territories. 

Write for details! 





NIVERSAL’S 


RUGGED NEW PACKAGE 
WATER SYSTEMS 











Here’s why: © 


Outperforms other 










low-cost pumps iz 
Your customers will really go bi 






for this low-price patented, “! 
self-priming unit. Provides 
maximum capacity at full 
range of pressure-switch 
settings automatically with- 
out usual control valve re- 
gardiess of varying water 
levels or tank pressure. 


















el 





Cuts inventory — increases turnover 


One pump serves either deep or shallow 
wells. UNI-MAT package system with 10 gal. 
tank comes ready to plug in. Stock and sell 
it just as you would any appliance. Also 
available with choice of h.p. ratings and 
tank sizes for special orders. Quick delivery. 










Sales Bonus 


To back up this price 
leader, Universal offers 
a newly-developed, rug- 
ged line of equipment 
for all pumping needs 
\ plus a potent merchan- 
dising program and 
‘ newly expanded pro- 
} duction facilities. It's a 
money-making combi- 
nation! Let us give you 
our complete story. 





































RUGGED PUMP FOR RUGGED JOBS 


UNIVERSAL MFG. CO. 


3333 Eastshore Highway * Richmond, Calif. 
4108 Hoffmeister Avenue * St. Louis 23, Mo. 
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BETTER STORE 
FIXTURES 








FOR LESS 
INTERCHANGEABLE — ADJUSTABLE 
PEG BOARD BACKS 
Write for catalog No. SH TODAY 


W. C. HELLER & CO. 
MONTPELIER, OHIO 














CLEAN UP 
EXTRA PROFIT WITH 


UE-K/eew 


STOP 
cess POOL 
OVERFLOW 


the Miracle 
SEPTIC. TANK 
te i 35.) Tele) E 
CLEANER! 

» 
EVERY HOME 
OWNER with a 
oi 35.) tele) Mr. 
SEPTIC TANK a 
PROSPECT ! 








ALLY ADVERTISED 
to retail at $2.98 


An Important Story 


Guaranteed CESS-KLEEN has 


proved itself to thousands of 
satisfied home owners. Make it 
available to your customers and 
cash in on big repeat business. It’s 
easy to use. Just pour liquid CESS- 
KLEEN down the drain. No Muss! 


No Fuss! There’s NO SUBSTITUTE! 






















WRITE OR WIRE ORDER TODAY! Send for literature 
CARLISLE LABORATORIES, INC. 
YARDLEY, PA. 
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~News of the Trade———— 


NEWS OF 


MANUFACTURERS’ AGENTS 


Manufacturers’ Agents 


| To Handle Willson Line 


Willson Products, Inc., 
Reading, Pa., whose sales 
have been handled by one 
firm for the past three years, 
have just completed arrange- 
ments to shift the sales over 
to manufacturers’ represen- 
tatives. They are: George 
A. Albrecht, New England, 
and Eastern Central States; 
Vernon P. Hall, Southeast- 
ern States; Joe Racine, West 
Virginia, and Western Penn- 
sylvania; H. F. Wellman, 
Midwest and Central States; 
Tony R. Gayle, Southwest- 
ern Territory; John Lewark 
Co., the Inter-mountain 
States, and Leo Petronave, 
Pacific States. 

The above agents will be 
responsible for the sale of 
shooting glasses, ski goggles, 
basketball goggles, and fish- 
erman’s sun glasses, respi- 
rators, and the Willson line 
of swim equipment to the 
sun glass and hardware job- 
bers. 

Reorganization of the 
Eastern sales territories was 
completed to aid in more im- 
mediate sales coverage. 





Premax Products Adds 
Two Representatives 


Sherman Loyd Sales Co., 
Dallas, Tex., will cover Ar- 
kansas, Louisiana, Okla- 
homa, Texas and Mississippi 
and the city of Memphis, 
Tenn., for Premax Products, 
Niagara Falls, N. Y., line of 
fishing rods, house numbers 
and other hardware and 
sporting goods specialties. 

Eddie Miller, Hialeah, 
Fla., will handle the same 
products for Premax in Ala- 
bama, Florida, Georgia, 
North Carolina, South Caro- 
lina and Virginia, with por- 
tions of Kentucky and Ten- 
nessee. 





Skuttle Mfg. Co. Names 
New Representatives 
Skuttle Mfg. Co., Milford, 
Mich., makers of a complete 
line of furnace-type humidi- 
fiers, has announced the ap- 
pointment of new represen- 


HARDWARE 


tatives in three territories: 
Wayne Gift of Ft. Wayne, 
Ind., has been named to the 
Indiana and Kentucky ter- 
ritories; T. C. French Co., 
Inc., Cleveland, O., has been 
assigned the territories of 
Ohio and Western Pennsyl- 
vania; Paul H. Beining, 
Cleveland, member of the 
French Organization, will 
cover northeastern Ohio and 
Western Pennsylvania. 
James R. Hart, Cincinnati, 
also of the French Group, 
will cover southern and 
northwestern Ohio. 





Westinghouse Names 
Tapp Co. Sales Agent 


J. F. Tapp Co., manufac- 
turers’ representatives, Kan- 
sas City, has been appointed 
to represent the Westing- 
house Electric Corp., Elec- 
tric Motor Div., in Missouri, 
Kansas, Iowa and Nebraska 
on the Westinghouse Handy- 
Craft fractional horsepower 
electric motors. 

According to Westing- 
house officials this is the 
first time in the history of 
the firm that they have ap- 
pointed sales representatives 
to sell any of their products 
to the wholesale trade and 
original equipment accounts. 





Housewares Mfg. Names 
Two Sales Agents 


Geuder, Paeschke & Frey, 
Milwaukee housewares man- 
ufacturer, has announced the 
appointment of Autry and 
Vinot, 528 Iberville Street, 
New Orleans, La., as its sales 
representatives for “ironing 
tables and Cream City gal- 
vanized and dairyware. Ter- 
ritory covered by Autry and 
Vinot is Louisiana and 
Arkansas. 

Also announced was the 
appointment of Allen B. Car- 
penter, 820 12th Street, 
South, Denver, Colo. as 
Cream City galvanized and 
dairyware representative for 
the Rocky Mountain area. 
Mr. Carpenter covers Colo- 
rado, Idaho, Wyoming, and 
Utah. 
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SELECT 


NAIL 


ASSORTMENT 





















W, Give your customer less? 
With ANCHOR No. 650 

@ NAIL ASSORTMENT he 

not only gets more BUT a wider variety of nails. 
ASK YOUR JOBBER. We will be happy to send 


you full particulars on our extensive wire line. 





WIRE CORPORATION 


AMAICA AVE 
L YORK 


8 3 


1 
re ee: ei me 





Lavatory 


“Sagless” 
Spring Pivot-Hinges 


Bali Bearing 
Single or Double Acting 


“SPRING HINGES 


@ Top of Door 
and Stile Flush 
in any position 





TYPE AD7227 


Attachments for Application 
to Marble or Glass 


There is a growing tendency among architects to 
specify that the top edge of toilet stall doors shall 
be flush with the top of the hanging stile. Hinges of 
this type were used in the New Statler Center in Los 
Angeles . . . equipped with Chicago Spring Hinges. 












“Spring Hinges of Quality" 


Chicago Sy Spring 


CHICA 








NEW YORK 
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Hinge Co. 














INSIDE-OUTSIDE 
PULL-PUSH WHITE TAPE 







: Die cast case finished in heavy chrome §& 
s or zine chromate. Automatic brake — SS 
: replaceable blade. k 


No. 406 Made in 3 lengths — (6 ft.) NS 
(8 ft.) (10 ft.) 











Sig A White Tape in Powder Blue, Copper 
Tone, Silver or Bright Plated Cases. 


No. 380 — a 6 ft. tape designed for | | ' Ss 
beauty as well as utility. \ ¥ 


No. 506W 


A 50 ft. WHITE Tape in durable 
leatherette case. Retails ot $2.98. 
Also No. 510W — 100 ft. WHITE 
Tape in bright finished steel case. 
Retails ot $4.98 


No. 718 Utility Knife 
Fine quality, rugged, five extra 
blades i in handle — a quick seller at 75¢ 





- 


WALSCO PADLOCKS 


Fine quality, sensible prices, good design 
make the Walsco Line an easy one to sell, 


ORDER 
FROM 
YOUR 
JOBBER. 










WRITE FOR 
COMPLETE 
CATALOG. 
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HARDWARE BRIEFS 


(Continued from page 166) 


ing. The store was com- 
pletely renovated before the 
Miller Brothers moved in. 


West View-Pittsburgh, Pa. 
—West View Hardware, 650 
Central Ave., is under new 
ownership and is now known 
as West View Hardware & 
Heating Co. Phillip E. 
Pfeiffer is the owner. 


Bessemer, Mich. — Law- 
rence B. Martin has _ pur- 
chased the stock and fixtures 
with the exception of ma- 
jor appliances, of the Calli- 
garo Hardware Store. Mr. 
Calligaro will continue to 
operate the Calligaro Appli- 
ance and TV store in Iron- 
wood, Mich. 

Mr. Martin had been em- 
ployed as manager of the 
Calligaro Bessemer store for 


Herbert W. Hoover 


Herbert W. Hoover, 76, 
who developed a homemade 
vacuum cleaner into a 650 
million dollar business, died 
September 16. 

The vacuum cleaner itself 
was invented by James Mur- 
ray Spangler who sold it to 
the Electric Suction Sweeper 
Co. of which Mr. Hoover was 
vice-president and_ general 
manager. 

Mr. Hoover and his father, 
W. H. Hoover, along with 
others, organized the firm in 
1898. Mr. Hoover became 
president of W. H. Hoover 
Co. in 1922, and chairman 
of the board in 1948. 


Alan A. Green 


Alan A. Green, 65, district 
manager of the Seattle office 
of Osgood & Howell, San 
Francisco manufacturers’ 
representatives, died August 
28. 

Mr. Green began his ca- 
reer in the hardware field 
with Hunt & Mottet Co., Ta- 
coma, Wash., in 1906. He 
joined Osgood & Howell in 
1924 as manager of the Se- 
attle office. 
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the past four years. He was 
also associated for a number 
of years with Selin Hard- 
ware Store, predecessor of 
the Calligaro firm. 


Norfolk, Va.—Waranch 
Hardware & Paint Co., estab- 
lished in 1904, is going out 
of the retail business. Mr. 
Waranch, owner of the firm. 
plans to enter the manufac- 
turers’ representative field. 


Cripple Creek, Colo. — 
Wade Hardware Co. has 
opened a new store on the 
western slope in Nucla, Colo. 
Tim Wade will manage the 
store which will specialize in 
heavy hardware, mining 
supplies in addition to regu- 
lar hardware and houseware 
stock. 


Hartford, Ky. — Hartford 
Hardware and Supply Co. 


has been sold to Brown and 
Tichenor Hardware Co., of 
which Martin Tichenor, Wil- 
liam E. Brown and Ray 
Stephens are proprietors. 


Shenandoah, lowa—Dwight 
Buchtel has taken over C. S. 
Buchtel Hardware and Fur- 
niture at Coin. The busi- 
ness will now be known as 
Buchtel Hardware and Fur- 
niture Store. 

Mr. Buchtel’s father, C. S. 
Buchtel, who formerly ran 
the firm, is retiring because 
of age. He is 86. 


Pa.—Fallon 
owned and 


Mercersburg, 
Hardware Co., 
operated by R. D. McKee, 
Inc., has been sold to Wil- 
liam A. Patterson who had 
been managing the _ retail 
business for the firm. 

McKee is now out of the 
retail business. It will con- 
fine all activities to its 
wholesale operations. 


Albert City, Iowa—Turek 
Hardware Store has_ re- 
opened. The interior of the 


OBITUARIES 


He was a member of the 
Seattle Pot & Kettle Club. 


Harry T. Akerman 


Harry T. Akerman, 61, 
sales representative of Eagle 
Lock Co., Terryville, Conn., 
for Ohio, Northern Pennsyl- 
vania and New York, died 
August 20. 

His son, John L. Aker- 
man, Middletown, O., is sales 
representative of W. H. 
Kiefaber Co., Dayton, O. 


Robert K. Duskey 


Robert K. Duskey, 26, as- 
sociated in the hardware 
business in Camden and 


Eaton, Ind., with his father, 
Robert Duskey, died August 
12. 

Mr. Duskey was gradu- 
ated from Marietta College 
prior to going into business 
with his father. 


Harry L. Herr 


Harry L. Herr, 60, Al- 
gona, Iowa, hardware sales- 
man, died August 16. He 
was associated with Hall- 
Strahorn Hardware Store 
for the past five years. 


Norman F. Wiss 


Norman Frederick Wiss, 
58, executive vice-president, 
treasurer and a director of 
J. Wiss & Sons, Newark, 
N. J., cutlery manufactur- 
ers, died September 16. 

Mr. Wiss joined the firm, 
founded in 1848, in 1917. 


J. C. Berthiaume, Jr. 


J. Clifford Berthiaume, Jr., 
42, Chicago district manager 
of Nicholson File Co., Provi- 
dence, R. I., died August 28. 


Mr. Berthiaume joined 
Nicholson in 1936, and was 
first assigned to Detroit 





J. CLIFFORD BERTHIAUME 


HARDWARE 


store was recently remodeled 
and a new front added. 


Peoria, Ill.—U. E. Abra- 
hams has sold his retail hard- 
ware business at 1619 N, 
Sheridan Road to Richard 
Powers. Mr. Abrahams who 
has been in the hardware 
business for more than 31 
years has decided to retire. 


Chair-Loc Co. Builds 
Plant in Lakehurst, N. J. 


Chair-Loc Co., Lakehurst, 
N. J., manufacturers of 
liquid wood expander, has 
just completed construction 
of its third plant, located in 
Lakehurst. 

The building is 40 x 60 ft 
and includes storage and 
parking facilities in addition 
to manufacturing space. 


Henne & Co. Moving 


George B. Henne & Co., 
Inc., Philadelphia, is in the 
process of moving to a new, 
one-story building at 8307 


Torresdale Ave., Philadel- 
phia. 

where he represented the 
firm for nine years. He was 


transferred to Minneapolis 
in 1945 and in 1948 was sent 
to Chicago. 

Mr. Berthiaume was 4 
member of the Northwest 
Hardware Club and_ the 
Hardware Golf Association. 


Charles H. Morley 


Charles H. Morley, 64, 
who was engaged in the 
hardware business in Sheeps- 
head Bay, Brooklyn, for 
more than 30 years, died 
August 24. 

Mr. Morley operated a 


fishing tackle wholesale Sup- 
ply House in Freeport, for 
five years until his retire- 
ment a little more than a 
year ago. 


Adrian D. Joyce 


Adrian D. Joyce, 81, foun- 
der and board chairman of 
the Glidden Co., Cleveland, 
paint, chemical and _ food 
manufacturers, died Au- 
gust 25. 

Mr. Joyce purchased Glid- 
den in 1917 when it was 4 
small varnish firm. 
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4 - News of the Trade ————— 


produced in all standard 
sizes and in all popular head 
styles and finishes. 


Southern Screw Co. 
Expands Fastener Line 


Southern Screw Co., States- 
ville, N. C., has added four 
new fasteners — machine 
screws, tapping screws, drive 
screws and hanger bolts, as Milard Mfg. Co. has moved 
part of a 2 million dollar from Long Island, N. Y., to 
expansion program. 432 Austin Place, Bronx, 

The fasteners are being N. Y. 


Milard Mfg. Co. Moves 


Thor Corp. Discontinues 
Some Appliance Lines 


discontinued its built-in elec- 
tric range, refrigerator and 
freezer lines, 
tember 1. Thor general sales 
manager, Thomas R. Chad- ber 1, the firm will be lo- 
wick, said the 
and sales promotion budgets 


allocated to these lines will 
be channeled to its laundry 
7 products. 

Thor Corp., Chicago, has 


Blitz-Fog Co. To Move 


Co. has. an- 
Novem- 


Blitz-Fog 
nounced that after 


effective Sep- 


advertising cated at 407 E. Michigan 
Street, Milwaukee 2, Wis 


Russell « Erwin Holds wares Conference 


_—- 


Executives and sales representatives of the Russell & Erwin 
Div., American Hardware Corp., New Britain, Conn., at the 
Division's sales conference held August 23-26. Front, left 
to right are: R. C. Croghan, A. J. Sataline, J. A. Thiery, 
I. C. Larzelere, W. C. Lichtenfels, W. J. Henry, O. J. May, 
J. P. Kelso, G. M. Konold, R. A. Eichaker, A. E. Larose, 
C.R. Silsby, W. J. Ziegenhein, J. R. Kelley, C. J. Boardman, 





a 
C. W. Bostrom, E. F. Deady, R. C. Bolt, W. J. McCafferty, 
T. B. O'Neill, F. Noyes, E. H. McCulloch aa R. J. Kuhar. 
Back row left to right, are: J. J. Schollenberger, W. W. 
Fisher, D. F. Kerwick, E. C. Moore, J. Scotti, L. R. 
Holmstrom, J. J. Braiden, R. D. Lemay, W. Wunderlich, 
V. H. Verby, G. King, R. M. Whyte, G. E. Wiley. New 
products and the builder's hardware field were discussed. 


Reo Motors’ Lawn Mower Div. Holds Sales Conference 


4 — 4 


El +> 
Sales representatives of Reo Motors, Inc., Lawn Mower Div., 
Lansing, Mich., met recently in Lansing, for the division's 
annual sales conference. Field representatives and company 
officials discussed the firm's 1955 line of mowers described 
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as “incorporating more changes than ever attempted in a 
single year.’ Above, division engineers describe the new 
Reo-built 214 h.p. motor. Sam Briggs, vice president in 
charge of Reo, said the firm's sales had increased. 
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(Continued from page 14) 


pointed out to a group of retail 
leaders that good business is not 
dependent on government expen- 
diture. He cited the benefits which 
are sure to accrue to them through 
reduced Federal spending and 
lowered income and excise taxes. 
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Lower Farm Prices 
Cut Farm Income 6% 

The American farmer, who 
makes up a key buying group, is 
earning 6 pct less this year than in 
1953, reports the Agriculture Dept. 
Lower prices for farm products are 
the main reason. 


Consumers Buying More on Time Payments; 
_July Instalment Sales Soared $124 Million 


The public kept up during July 
the slow increase in credit buying 
it has maintained since spring, re- 
ports the Federal Reserve Board 
which labels the trend “an en- 
couraging sign for business.” 

Instalment credit, which makes 
up three-quarters of all consumer 
credit, rose $124 million during 
July to reach $21.246 billion, or 
$242 million more than a year 
earlier. 

Consumers bought more on the 
cuff in July than they normally do 
during that month, the Federal Re- 
serve says. Officials point out that 
a boost of around $55 million in 
July would have constituted a more 
typical gain. 

Sales to consumers, states a gov- 
ernment economist, “are a vital sec- 
tor of our economy and when sales 
volume is maintained—even though 
on credit—it’s good news to the re- 
tailers.” Administration econo- 
mists, who keep close tabs on 
business sales, generally express 
satisfaction over the boost in con- 
sumer credit buying. 

With consumer credit now run- 
ning $1 billion or more below the 
all-time high, officials are not con- 
cerned about a rise in consumer in- 
debtedness. “Business sales must 
continue high,” one expert notes, 
“if inventories are to be depleted 
in order to form a basis for re- 
ordering.” 

Total indebtedness of consumers 
at the end of July stood at $27.835 


186 


billion, or $254 million higher than 
a year earlier. This category in- 
creased $44 million during July. 
The total for consumer credit in- 
cludes both instalment and non-in- 
stalment credit, such as single pay- 
ment loans and charge accounts. 
The over-all rise was smaller than 
the boost in instalment credit. 





July Hardware Sales 
Highest This Year 


At the end of July, hardware 
sales for the year were just $6 
million lower than in the first 
7-month period of last year and 
$2 higher than in the like period 
of 1952. 

July sales, seasonally unad- 
justed, were estimated by the 
Dept. of Commerce at $233 mil- 
lion—just $3 million below sales 
of last July and $1 million higher 
than in the preceding month. 

The monthly unadjusted esti- 
mates are as follows: 


(millions of dollars) 
1954 1953 1952 
January... 165 166 166 
February ... 172 167 170 
March ...... 196 200 190 
: eee 221 219 #£=«229 
May ee el 
Jume ....... 2332 282 238 
ae 233 236 214 
7 months. . 1,448 1,454 1,446 
August ..... aoe 228 216 
September 231 224 
November 237 219 
December : 297 4 9290 
2,703 2,628 











13% Rise in Sales 
Of Department Stores 

Department store sales in the 
week ended Sept. 4 rose 13 pet 
above the like 1953 week, reports 
the Federal Reserve Board. 

All but two of the 12 Federal Re- 
serve Districts showed gains for 
the week, with New York’s 31 pct 
leading the list. 

A detailed breakdown on store 
sales follows: 


4 Weeks Jan. i 


Week Ended Ended to 
District Sept.4 Aug. 28 Sept. 4 Sept. 4 

Boston ........ +10 +8 +6 +1 
New York ..... +3! +9 +10 +1 
Philadeiphia .. +19 —15 —3 —5 
Cleveland ..... +17 —4 +! —5 
Richmond ..... +D +5 +7 —! 
a +5 +I! +3 0 
Chieago ....... +12 +! + 3 —2 
St. Louis ..... +6 —3 0 —2 
Minneapolis +16 +4 +7 +1 
Kansas City +3 + 3 +4 —I| 
Dalias ........ —! +1 0 —-3 
San Francisco . — 2 +! +2 —4 
U. S. total .... +13 +! +4 —2 


Drop in Retail Stocks 
Seen As Good Sign 

The value of all retail inven- 
tories declined $200 million during 
July to reach $21.8 billion, reports 
the Commerce Department’s Office 
of Business Economics. 

Economists regarded the inven- 
tory dip as a favorable factor in 
the national economic picture. 

The decline, economists noted, 
was wholly in durable goods, such 
as radio and television sets, re- 
frigerators and automobiles. These 
are lines in which excessive inven- 
tories had burdened the market and 
slowed new output. 

The latest figure is $300 million 
below the total for July, 1953. 


Home Owners Spent 
$832 Millions on Fix-up 


Home owners spent around $3 bil- 
lion in the first 5 months of this 
year fixing up and enlarging their 
houses, estimates the Census Bu- 
reau in a first-of-its-kind survey 
by the government agency. 

The report covers home mainte- 
nance, alteration and decoration, 
including “do-it-yourself” work. 

May apparently was the big 
month with spending of $832 mil- 
lion, reports the Bureau after in- 
terviewing householders in 86 sepa- 
rate areas across the nation. 
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HERE ...AT LAST !! 


The new way to sell MORE 


SCREWS AND SCREW DRIVERS 


SIMPLER — FASTER — MORE ATTRACTIVE 
SELF SELLING — SELF DISPLAYING 


HANDI SCREWPACK 


vat DOC 


A TOP VALUE THAT FILLS A DEFINITE CONSUMER NEED! 


HANDI SCREWPACE is a beautiful, solid, sparkling 
clear PLASTIC BOX con an assortment of full 
8 dozen (almost 100) BRIGHT ZINC PLATED 
WOOD SCREWS and good sturdy 6” UTILITY 
SCREW DRIVER. 









HANDI PRODUCTS CORP., +. o. nox isi, Natiey, N. J. 











CALKING 
ANCHORS 


TOGGLE 
BOLTS 


DHD STAR TYPE DRILLS 
HAMMER DRIVE ANCHORS 


EXPANSION SHIELD 





CARBIDE. AlPPeD DRILL 


MULTI SIZE 
SCREW ANCHORS 


DIAMOND EXPANSION BOLT CO., INC. 


Home Office and Factory—Garwood, New Jersey 
STOCK IN THE FOLLOWING CITIES 
Denver, Cole. Philadelphia, Pa. Montreal 
Detroit, Mich. p Toronto 
Los Angeles, Cal. San Francisco, Cal. Winnipeg 
New York, N. Y. Seattle, Wash. Vancouver 


KEYSTONE MACHINE 
BOLT SHIELDS 


Atlanta, Ga. 
Boston, Mass. 
Chicago, Il. 
Dallas, Texas 
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larker 
Hack Saw 


Caclusive 





STA-LOK 


Eliminates All 
Blade Twisting 


Wiggling and twisting blades have gone for- 
ever. This latest Parker feature—STA-LOK—clamps 
the blade firmly and straight in line with exactly 
the amount of tension you desire. You adjust 
STA-LOK quickly and easily with the fingertips — 
not pliers, by tightening or loosening the wing 
nut and the STA-LOK nut. 


ONLY PARKER HACK SAWS 
HAVE THESE SELLING FEATURES 


e “Sta-Lok’’ — ends blade twisting 

e “Loc-Klip’’ — firmly locks the blade in 
place at the front end 

e ‘’Stud-Fast’’ — patented, forged one- 
piece blade-holders — no pins to lose 

© Forged frame—patented solid one-piece 
ends 


C= SKY 
mae ESE 


Attractive merchandising card turns every Parker 
Hack Saw into a self seller. Points out exclusive 
Parker features. Presents easy-to-follow and com- 
plete information on the proper use of a hack saw. 


Drop in to see us in Chicago, Booth 152 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S.A, 
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ALUMINUM 
HARDWARE 


RUST-PROOF 
in BRASS, BRONZE or 
ALUMINUM FINISHES 


SASH 
FASTENER 








| AL3100 SASH LIFT weal 


AL2660 DOOR STOP 


f® 


~~ 
/ 
~ 4 
a y a, 
Bell 
4 


AL6660 
COAT AND 
o HAT HOOK 


Al 6800 
HAND RAIL 
BRACKETS 














Protect your reputation as a supplier 
of builders’ hardware with reliable 
rust-proof aluminum hardware by 
SAFE... since 1849. 


Order from your jobber. 








y PADLOCK and HARDWARE CO. 
LANCASTER, PA. 
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Promotions 


Manufacturers’ New Merchandising Plans 


Remington Issues 
Sales Aid Kit 


A Fall promotional sales aid kit 
has been prepared by the Reming- 
ton Arms Co. for the use of dealers 
prior to and during the hunting 
season. The kit contains one re- 
minder-type piece and three feature 
side pieces, all of which are designed 
for a unit display in a window, on 
a counter or on an island display. 


Hobby Catalog Lists 
Trains, Accessories 

The 1954 consumer catalog of 
Kramer Bros., Baltimore 2, Md., 
distributors to the model-hobby 
trade, features toy trains in all 
scales, train accessories, landscap- 
ing materials, model kits of all 
types, hobby and craft kits and ma- 
terials and a line of model toys. 


Kentile Conducting 
Ad Display Contest 


Kentile, Inc., has announced a 
national dealer advertising contest, 
with $3,550 in cash prizes for deal- 
ers who create and place locally the 
best series of four newspaper ad- 
vertisements featuring the flooring 
tile. 

To enter the contest a dealer 
must fill out an entry blank and 
attach four or more of his ads 
which have appéared in his local 
newspaper between Sept. 1 and Nov. 
30. 


Display Contest 
On Chimney Sweep 


A 1955 Chevrolet panel truck or 
a free trip to London and Paris top 
the list of prizes offered hardware 
retailers in a contest to be conducted 
on G. N. Coughlan’s repackaged 
Chimney Sweep. 

The Display-Means-Money con- 
test will run from Oct. 15 to Dec. 1 
and a special prize of $500 in cash 
or a 7-day trip for two to Bermuda 
is offered to the jobber salesman 
who services the winning retailer. 

To enter the contest, hardware 
dealers must set up a Chimney 


Sweep display showing originality, 
take a picture of it and then send 
a print to the G. N. Coughlan Co,, 
West Orange, N. J. 

Display aids are free to dealers 
requesting them. These include 
banners, streamers, pennants and 
an action piece to be used in build- 
ing a display. 


Heavy Promotion On 
Easy-Off Cleaner 

A large advertising program for 
the Fall on Easy-Off Oven Cleaner 
includes the use of national maga- 
zines and top-rated network tele- 
vision and radio shows. 

Easy-Off, which was acquired by 
Boyle-Midway, Inc., last January, 
is being promoted every week 
through the balance of 1954 on tele- 
vision. The shows are “The Secret 
Storm,” seen over 83 stations and 
the “Love of Life’ over 99 stations, 
and starting Oct. 5, “The Romance 
of Helen Trent,” over 187 radio sta- 
tions. 

Sight leading consumer maga- 
zines are also included in the ad 
schedule. 





Things Really Pop In 
Hotpoint Promotion 


A popcorn promotion is being 
used by the Hotpoint Co. to dem- 
onstrate to customers the speed 
of its electric range surface units. 

The appliance company has 
made a trade deal with a popcorn 
manufacturer to supply its deal- 
ers with a new handy demonstra- 
tion device. A complete package 

-popcorn, oil and salt—all in an 
aluminum foil disposable popper, 
is used. 

The dealer sets the disposable 
popper on a Calrod surface unit. 
As the corn pops, the container 
blows up like a balloon, giving 
action, noise and excitement. 

In the 90 seconds while the 
popcorn is popping, the dealer is 
expected to make a fast sales 
pitch and then to help the cus- 
tomer eat the popcorn while he 
continues his sales talk. 
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2314A North 8th Street 


KINGSTON 


ROLLER SKATES 
First 


THE POPULAR 
MARKET ! 





Write for 


Complete Information and Illustrated Literature 


KINGSTON PRODUCTS CORPORATION 


Hardware Division A-9 


Kokomo, Indiana, U.S.A. 





Ai 


For The Mention Season 
and For Christmas Sales 
Feature The Hoppe Pack 


This handy kit rates high in utility and gift appeal. 
Sell it to shooters NOW — during the hunting 
season — for the proper cleaning and protection 
of their guns and feature it right on up to Christmas 
to gift seekers who want “something that a gun 
owner will appreciate and welcome.” Your jobber 
can supply you. Get in touch with him today. 


FRANK A. HOPPE, Inc. 














PHILADELPHIA 33, PA. 
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Here’s your 
wonderful 


guide to 


ly Fifi! 





ever issued! Over 200 big, beautifully 
illustrated pages — to help you make 
1954 your biggest toy year. 


[= the finest dealer’s Toy Catalog we've 


As usual, we went to the Toy Show early. As 
usual we’ve selected what we consider the 
best toys, which will be the best séllers. For 
generations, dealers all the way from Maine 
to Florida have relied on us to pick the win- 
ners for them. We’re members of the Toy 
Guidance Council and have the benefit of 
their recommendations. 


So get your copy of this wonderful Catalog 
now, and use it to build adequate stocks of 
the most wanted toys. 


You will readily understand that such a cat- 
alog is costly to produce. So we must be 
selective , . . must see that it gets in the right 
hands. For this reason, we require a $3 de- 
posit, to be deducted on your first order of 
$300 or more from the book. (If you are not 
completely satisfied with the book, your 
money will be refunded.) 







So write for your copy now — attach 
your check for $3 and we will promptly 
send you this big potential money maker. 


EDW. K. TRYON CO. 


815-819 ARCH ST., PHILADELPHIA 5, PA.  &ST 181! 












MAKE YOUR STORE 


DO IT YOURSELF 





Headquarters 





The fabulous “DO IT YOURSELF” trend 
continues to sweep the nation. ..and MALL 
dealers are getting a big share of $100,000,000 
in tool sales! You can join this profit band- 
wagon. This colorful display helps you mer- 
chandise the hobbyist’s favorite drill (MALL 
149B) plus 11 money-making attachments. 
Order now—-and watch your customers stop 


...look...and BUY! 


i P 
FACTORY-TO-YOU 
P 





ROFIT MAKER 

Cat. | Retail 

__No. | Description | Price 
149B) =| %”" drill (geared chuck) |$ 23.95 
DS-1 | drill stand 16.50 
39150 | belt sander 16.50 
30374 knife sharpener 1.50 
20155 | screwdriver 10.95 
37550 | speed control clutch 15.95 
39240 | angle head 6.95 
39750 slitting saw 10.95 
51700 | slitting saw 7.95 
50590 | orbit sander 15.95 
51660 | drill pedestal 3.50 
38300 | reciprocating saw 14.95 
P-3020 | DISPLAY FREE 
TOTAL ~~ 145.60 


10 Factory-Owned Service Warehouses, Coast to 
Coast, to Give You Fast, Dependable Service 


_ eet pe ginorentes sealnte at ter asases 1 
L PORTABLE POWER TOOLS ! 
' MALL TOOL co. GASOLINE « ELECTRIC « AIR | 
: 7702 S. Chicago Ave., Chicago 19, Illinois 


Re ; ° 
Send me more information about deal No. 
1 52260. 


2 





Company. 





Address 
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Consamer Mailers 





New Wholesalers’ Aids for Dealers’ Use 


Bigelow & Dowse 
Catalog in Roto 

The Christmas consumer cata- 
log of Bigelow & Dowse Co., Bos- 
ton wholesalers, consists of 24 
pages in red and black roto- 
gravure, illustrating and describ- 





ing gift items, tools, electrical ap- 
pliances, housewares, and sporting 
goods. 


Worthington Catalogs 
Offered in Two Ways 

The Geo. Worthington Co., 
Cleveland wholesale firm, this year 
makes available its consumer cata- 
logs in two forms, either as a 40- 
page gift and toy catalog or as a 





24-page gift section with a 16-page 
section that features toys. 
Worthington also provides deal- 
ers with a display kit which in- 
cludes two large window banners, 
pennants and 150 price cards. 


"Billy & Ruth’ Catalog 
Is 52 Pages of Toys 

The 1954 Billy & Ruth toy cata- 
log consists of 52 pages, letter- 
head size, in full color. 

Among the wholesale hardware 
distributors of this promotion are: 


Albany Hardware & Iron Co., Al- 
bany, N. Y.; Beck & Gregg Hard- 
ware Co., Atlanta; Cullum & Boren 
Co., Dallas; Farwell, Ozmun, Kirk 
& Co., St. Paul; Morley 
Saginaw, Mich.; Morley-Murphy 
Co., Green Bay, Wisc.; Ohio Val- 
ley Hardware & Roofing Co., 
Evansville, Ind.; Orgill Brothers 
& Co., Memphis; Supplee-Biddle- 
Steltz Co., Philadelphia; Thomson- 


Rone 
sros., 





Tracy- 


Diggs Co., Sacramento; 
Wells Co., Columbus, O.; Van 
Deren Hardware Co., Lexington, 
Ky.; J. A. Williams Co., Pitts- 
burgh; Woodbury Hdwe. Co., Port- 
land, Ore., and Wyeth Company, 
St. Joseph, Mo. 


Liberty Distributors 
Issue Gift Catalogs 

“Gift Surprises” is a 24-page 
consumer catalog, printed in color, 
being distributed by members of 
the Liberty Distributors Group. 

Wholesalers distributing this 
promotion catalog are Albany 
Hdwe. & Iron Co., Albany and 
Utica, N. Y.; Amarillo Hardware 
Co., Amarillo and Lubbock, Texas; 
Harper & McIntire Co., Ottumwa 
and Cedar Rapids, Ia.; Huey & 
Philp Co., Dallas, Fort Worth and 
Houston; Morley Bros., Saginaw, 
Detroit, East Lansing and Grand 
Rapids, Mich.; Ohio Valley Hard- 
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ware & Roofing Co., Evansville, 
Ind.; Orgill Brothers & Co., Mem- 
phis, Tenn., Jackson, Miss., and 
Little Rock, Ark.; Supplee-Biddle- 
Steltz Co., Philadelphia; Van 








HUNTERS, SPORTSMEN 


BUY ON SIGHT 


... YOU CASH IN QUICK! 









Here’s the answer to cold weather 
comfort for hunters, ice fishermen 





Christmas 
Cift Surprises 












Deren Hardware Co., Lexington, 
Ky.; Wm. Van Hoogenhuyze Hdwe. 








Co., San Antonio; J. A. Williams 
Co., Pittsburgh; Woodbury Hard- 
ware Co., Portland, Ore., and 
Wyeth Company, St. Joseph, Mo., 
and Kansas City, Mo. 


Buhl Produces Fall 
Promotion Sale Bill 


A 4-page Fall sales circular, 
printed in three colors, has been 
prepared by Buhl Sons Co., De- 
troit wholesale hardware com- 
pany. 

This company has prepared its 














. winter sportsmen of all kinds. 
Provides 3-4 hours odorless, smoke- 
less heat . . . safe for use in forest 
and duck blinds. Contains KINGS- 
FORD hardwood charcoal briquets 
impregnated with Sure-Fire, in- 
stant charcoal lighter fluid. One 
match starts heat. Shipped in car 
ane tons of 24 cans each. Free counter 
ag “on card included with each carton. 
Newspaper mats available. 


TO RETAIL AT 50¢ 





















Dealers 
ond 
Distr's 


WANTED 


















KINGSFORD CHEMICAL COMPANY + IRON MOUNTAIN, MICH. 


WORLD'S LEADING MANUFACTURERS © Hunter's Heoter © Sure-Fire, instant charcoal fire starter 
Heort-O-Hickory Smoke Chips for flavor ® Hardwood Chorcoal Briquets 











as advertised in.. 
and guaranteed by 


GOOD HOUSEKEEPING 











* 


= Housekeeping 


\ 
AS apveatist0 quese 


- Will not bind, 
stick or warp 





2. beautiful, natural 
finish 


3. water and rust-proof, 
requires no paint 












| FAWSCO Manufacturing Division HA-9-30-54 | 
4. complete with working Cuyahoga Falls, Chio | 
signal flag ! Send me prices on all-aluminum mail boxes. Packed 6 
S. corregeted bottom | to shipping carton; shipping weight — 20 Ibs. ] 
lock catch Name 
| Address | 
City 
MAIL THIS COUPON TODAY Please print name and address plainly 
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WITT CANS are guaranteed to 
outlast 3 to 5 ordinary Cans, 
WITT dares to make that guar- 
antee, because WITT CANS are 
designed to last longer... con- 
structed to give years of rugged 
service, That’s why WITT CANS 
survive severe treatment that soon 
wrecks ordinary Cans, Compare 
WITT CAN features with those of 
other Cans on these points: 















@ Straight sides 

@ Deep rolling corrugations 
@ Heavy gauge steel 

@ Structural steel bands 

@ Hot dip galvanizing 

@ Pinch-proof handles 

@ Sturdy lid 


Sell the CAN that’s guaranteed for 
greater customer satisfaction and 
surer profits. 


WITT CANS 
HAVE THE “RIGHT” ANGLE 


“Originators of the Corrugated Can” 


| , ats 


THE WITT CORNICE COMPANY 
2110 Winchell St. Cincinnati 14, Ohio 
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own dealer toy catalog and is dis- 
tributing the Oakes Consumer toy 
catalog, “Santa’s Own.” A toy pro- 
motion kit being distributed to 
dealers includes banners and an 
activated Santa. 

Buhl has made two toy displays 
for dealers since July 1, one in 
the Detroit office and the other at 
the Grand Rapids branch, where 
goods included Christ- 
mas-wrapped gifts. 


seasonal 


Over 200 Toy Items 
In Belknap Booklet 


More than 200 toys and games 
are shown and described in the 48- 


page “Santa’s Toy Shop Book” 
being distributed to dealers by 
Belknap Hardware & Mfg. Co., 


Louisville, Ky. 


- 


it 
34 


% — 7 oe 
fig SH len 
2? 


© jadas 
TOF Stop 
BOOK 


* -*% 
Ey e* 


i 
. 





48 Roto Toy Pages In 
"Santa's Wonderland’ 
“Santa’s Wonderland of Toys” 
is a 48-page rotogravure catalog 
of toys, printed and published by 















Distributors Advertising Promo- 
tions, Inc., 4300 N. 5th St., Phila- 
delphia 5. 

Among the hardware whole- 
salers who will distribute this 
catalog to dealers for consumer 
use are: Amarillo Hardware Co.. 
Amarillo; Badger Hdwe. & Paint 
Stores, Inc., Milwaukee; Huey & 
Philp Hdwe. Co., Dallas; Orgil} 
Brothers & Co., Memphis; Sup- 


plee-Biddle-Steltz Co., Philadel- 
phia, and J. A. Williams Co. 
Pittsburgh. 


Janney Offers Two 
Christmas Mailers 

Coupons worth $11.57 when ap- 
plied to the purchase of specified 


toys are featured on the 


front 





cover of the “Toy Carnival” con- 
sumer booklet, prepared for dealer 
use by Janney, Semple, Hill & Co., 
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 E-Z-DIG |: 


THE NEW, FAST MOVING GARDEN TOOL 


e whole- 
bute this 


consumer DIGS HOLES THE EASY WAY NATIONALLY ADVERTISED 
ware Co, For Planting — Feeding Soil ane | 
. & Paint Watering Roots —Aerating 
Huey & Lawns — Many Uses. BETTER HOMES 
| 











S; Orgill Just step on it, pull it up AND GARDENS 
nis; Sup- .. and there’s the neatest 
‘ hole you ever saw in the FLOWER 

Philadel- soil. A hit at every major | e 

ams Co. garden show during the GROWER | mit gge 
last year. Digs up to 7” 
deep. Made of durable 18 POPULAR 
gauge welded steel tub- GARDENING | CH A i N 
ing attractively finished. 
Advertised Selling Price 


et 


2%" diameter 


when ap- 
specified $395 


he front 


Feature the balanced assortment 


apoyo ish 


1%" diameter $2.95 of popular types in the handy 


A brisk-moving profit producer "=e 
backed by national advertising. s 
Normal dealer discounts. 


See Your Wholesaler 
or write for names of 
distributors in your area. 


See E-Z-DIG— ae. Show, Sita Beads S-225 


PROGRESS PRODUCTS, INC. | 


3160 W. 32nd St. . Cleveland 9, Ohio. 


space-saving display rack, where 


yaveteiaee® 


your customers can see and choose. 
Profitable in their own right, the 
quality of Smith & Egge chains 








makes satisfied customers, means 
extra business from the other 
merchandise in your store. 

If they are not in your stock, 
check and mail the coupon for 


complete information. 


Increase 
your 
Sales... 


MANY TYPES TO CHOOSE FROM 


Among the more popular Smith & Egge chains 
for the Hardware Trade are the following: 








1” SASH CHAIN BRASS SHIP'S UNIVERSAL CHAIN 
a on- 
; c " REGISTER CHAN TELEGRAPH CHAIN DOUBLE JACK 
ocbipeggeigie FURNACE CHAIN 
ll & Co., SAFETY CHAIN TRANSOM CHAINS 
WAVY LINK SAFEry SINGLEJACKCHAIN La icing pacer 
CHAIN CABLE CHAIN CHAIN 






















In addition, we also make a wide variety of such accessories 
as sash chain fixtures, cable chain fixtures; split links, 8 or S 
books. All types and sizes are illustrated aud described in 
our catalog. Mail the coupon for your copy, today. 


THE TURNER & SEYMOUR MFG. CO. 
SMITH & EGGE DIVISION 


QUALITY PRODUCTS FOR OVER A CENTURY 








ALSO AVAILABLE... 

an eye-catching point- - 

of-purchase display 

card ... holds nine & 
2-PACS . . . done up 

in brilliant red and TORRINGTON 
pastel green colors. S EYE-APPEALING 
-_ @ BUY-APPEALING 


@ PREPRICED 2 FOR 15c 


Increase your unit sales of the ‘CAN'T 
MISS" mouse trap with this new, self- 
service 2-PAC. This convenient, ‘trans- 
parent new package will prove to be 
a “sure fire” traffic stopper. 

ee eee 


McGILL § @ Street Ee Town “shedasaun, MM cede 


METAL PRODUCTS CO. (ie <n 


MARENGO e ILLINOIS 































THE TURNER & SEYMOUR MFG. CO. 
SMITH & EGGE DIVISION, Torrington, Conn. 


Please send me information on the dealer display rack 


with chain assortment... 










Please send your chain catalog....... 
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DISPLAY... “ROYAL*” 
Corrugated wo 


Fasteners...” 
For profitable year ‘round sales 





Colorful, self-selling counter display 
in red, blue, and white displays 10 boxes: 
each box contains 100 Fasteners or 50 Fast- 


eners. 





An indispensable 
item for. . 


e CRAFTSMEN 
e WOODWORKERS 
e HOME OWNERS 





“Royal"* Fasteners play 
an important part in re- 


pairing every conceivable 
type of wood joint... . 



































Divergent, beveled saw tooth Fasteners drive 
easily across or with the grain. Made of 
best grade cold rolled steel—in 42 all-in- 
clusive sizes: depths from 3/16" to |" with 
any number of corrugations—special sizes 
made-to order. Available in plain finish and 
galvanized. 


ALSO PACKED 
IN BULK 


In 50 and 100 ib. kegs 
end in cartons of 500 
and 1,000 pieces. 


Order from your job- 
ber or write direct 
for prices and quan- 
tity discount. 





*Reg. U. 8. Pat. Of. 


Independent Metal Strap Co., Inc. 


y 
234 Third st, SSS 7/5 


Brooklyn 15, 


N.Y v 
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Minneapolis hardware wholesalers. 

A consumer broadside, “Holiday 
Values,” with a toy insert, has 
also been prepared for use during 


| the holiday season. As one of the 





seasonal Bell Ringer promotions, 
this circular is backed with a com- 
plete store display kit and a news- 
paper mat kit. 


Hibbard to Distribute 
1/2 Million Catalogs 


Hibbard, Spencer, Bartlett & Co., 
Evanston, IIl., wholesalers, esti- 
mate that their dealer accounts will 





distribute about 1,500,000 copies of 
their Christmas gift book called 
“Gifts for Everyone.” This book 
contains 24 rotogravure enamel 
stock pages and colored covers. 

Items from all departments of a 
hardware store are featured, in- 
cluding housewares and small elec- 
trical appliances.. The promotion 
is backed by a 3-color window and 
store display kit which contains 
376 printed pieces. 


Stratton & Terstegge 
Issues Toy Catalog 


Stratton & Terstegge Co., Louis- 
ville hardware wholesalers have dis- 
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tributed to dealers copies of the 
March of Toys Consumer Book, 
which dealers in turn will distribute 
to consumers about Nov. 1. 

The catalog, which shows and de- 
scribes approximately 250 toys 
which were selected by the toy buy- 
ers of 18 toy distributors, was pre- 
pared and published by March of 
Toys, Inc., 175 5th Ave., New York. 

The 32-page catalog is printed in 
four colors. 


American Hardware 
Issues 2 Catalogs 

Hardware dealers in five states 
are expected to distribute 700,000 
copies of a 32-page Toy and Gift 
Catalog, prepared by the American 





Hardware Supply Co., Pittsburgh 
wholesalers. Eight pages are de- 


voted to gifts and the other 24 pages 
contain all the items included in the 
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rin | ( HAND CLEANER MAKES 
mas |\ FRIENDS 2°PROFITS! 


ew York. 


rinted in — rr S 


APPLY AND 
WIPE DRY 

OR B tanni-cteaner 
RINSE WITH [emma 


re states WATER AAW L 
700,000 


ind Gift 

merican Mr. Hardware Dealer, here is a fast 
selling, extra profit product you 
can't afford to overlook. Popular 
D-L Handi-Cleaner . . . fortified with 


Lanolin ... removes dirt, grease and 


SpeedDrill. Sell him a real fistful of power! Has 
4." capacity in steel, “2” in wood. Geared chuck with key. 
cream-type cleaner can be used with HEAVY DUTY RADIAL AND END THRUST BALL BEARING 
or without water and you need only d : ON SPINDLE. Helical cut steel gears. Beautiful hi-polish 
s d < seis natural aluminum finish. Here's maximum quality built-in 
ond 5 gal. containers for years of professional punishment. 


grime without skin irritation. This ) 


ed i 
display it for it sells on sight. ‘ 


ORDER FROM YOUR JOBBER OR CONTACT US No. 100— $25 


MADE BANITE BLDG. 33-pc. SpeedDrill Kit [illustrated) 
sits lO a BANITE of oF BUFFALO 4,N.Y New 33-pc. Kit combines No. 100 Drill with every ac- 
cessory you need for sanding, buffing, grinding, polishing, 
etc. This powerful kit includes: Fitted steel carrying case, 
7 chrome alloy bits (e" to %"), bench mounting stand, 
lamb's wool polishing bonnet, abrasive discs, wire brush, 
grinding wheel, linen buffer, polishing compound, etc., etc 


No. 100K—onlty °=35°° compiete 





1 fomee-tem el @y it md 
26-pe. only SSO complete EXECUTIVE Kit 

: . sales-making display package! A new GIFT idea. Handsome 
Sha Finishes furniture, prepares waterproof ho'ster gives new 
1004. MODEL RAILROAD wood or metal smoothes protection and portability 
dry wall’ joints and plaster Kit includes: 200) '«" Speed 
R R S p | 4 E SS E Pes E R patches—buffs, rubs, and Drill with geared chuck; hol 
bd bd polishes. Lightweight, troub- ster, 7 chrome vanadium steel 
le-free, has unlimited work bits, rubber backer, polishing 
WITH SPIKES for AMERICAN FLYER TRACK OS ee ae bonnet, abrasive discs, Gag 

the market for such profes ale T4@-tilelal-to]') Mlalelaehoaela 
sional capacity $2950 
No.150 SpeedSander, $34.50 


NEW! UNIQUE! ONLY A BUCK! Thor SpeedTools are backed by ‘4 BILLION ad- 


vertising impressions in LIFE, Saturday Evening 
THERE'S NOTHING LIKE IT IN THE FIELD! Post, This Week, Parade, Living for Young 
Sets spikes—pulls up tacks—allows layout Homemakers, Popular Mechanics, Mechanix 
changes—eliminates track distortion. lIlustrated, House & Garden, House Beautiful, etc 
SPIKE REFILLS IN DISPLAY BOX. Calt your hardware wholesaler and order RIGHT NOW! 


GET THE FACTS! ASK YOUR JOBBER OR SpeedWay 
WRITE US. 





WW F-ValOha- Conde lalate mE @telaal ol- tah’, 


Shawone Boil and Shu Co Movwood, lass. ee ee ee 


1836 S$. 52nd Avenue ® Cicero 50, Ill 
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Here’s a small-space display that’s 
geared to give you more sales, bigger 
profits. 

It’s Kidde’s Soda King syphon, on a 
clean, attractive peg-board background 
—a store-tested combination that hits 
at eye level and really gets results! 
All you need is the peg board... 
Kidde will give you the hangers, 100 
leaflets and the display holder — Free! 
Start this silent salesman working for 
you — Write Kidde today! Ask for Dis- 
play Deal “PH.” 


KIDDE MANUFACTURING CO., INC. 
BLOOMFIELD, NEW JERSEY 





C I— a 

















Three Rods, Caster, Spinner and Trolier, epostaly 
designed to provide maximum in selling appeal, 
both from design and decorative standpoints. 
SOLID BLACK GLASS blades (not just painted on 
the surface), colored nylon wrapped mountings 
and colorful paint decorations. end for new 
Catalog of the Thrifty Rod Line for ‘55. 





| 
| 


| page 
| American Fall Promotion. 


Toy Guidance Council list of educa- 
tor approved toys for 1954. 

Dealers affiliated with American 
Hardware will also distribute a 32- 
catalog prepared for the 
In this 
are 24 pages of regular merchandise 
and an 8-page farm insert. A mil- 
lion copies of this catalog are ex- 
pected to be delivered by American 
Hardware dealers. 


Plan program, 
12,000,000 ama- 


A new Handy 
designed for the 


| teur craftsmen who work in their 


home carpenter shops, is expected 
to bring the majority of these 
home workshop enthusiasts into 
hardware stores and lumber yards 


| regularly as soon as the plan gets 


| 


underway, about the first of the 
year. 

The Handy Plan is a complete 
handicraft service prepared by 
Better Homes & Gardens Magazine 


| which will put the plans in the 


| 





| 


| 


| on to retailers for sale to 


hands of wholesalers this fall, 
and they in turn will pass them 
con- 
sumers in January. 

Each plan consists of a com- 
plete packet of instructions and 
diagrams for construction of a 


| piece of furniture or a toy. 


The plans which are to be sold 
through hardware and _ lumber 


stores will mean, in addition to a 


PREMAX PRODUCTS | 


DIVISION CHISHOLM-RYDER CO., INC. 


5401 Highland Ave. 
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Niagara Falls, N. Y. | 


profit on each, the creation of a 
new demand for materials and 
tools. 

The assortment available to re- 
tailers consists of 105 Handy 
Plans—or 35 basic designs—plus 
five Better Homes & Gardens 
Handyman Ideas Books and two 





One of two display units which are given 
free to dealers for display of Handy Plans. 


23% Building Gain 
In Metropolitan Area 
Construction contract awards in 
Metropolitan New York and north. 
ern New Jersey climbed to a record 
high of $1,405,976,000 for the first 
seven months of 1954, reports F. W. 
Dodge Corp. This represents a 23 
pet gain over the same period last 
year. 


| Home Craftsmen Will Buy Detail Plans 
| For Shop Projects from Hardware Stores 


hard-cover Better Homes & 
dens Handyman’s Books. 

More plans will be added to the 
assortment monthly as new ones 
are developed. 

Most of the Handy Plans will 
retail for 50 cents each, while a 
few will sell for $1. The Handy- 
man Idea Book retails for $1, 
while the Better Homes & Gardens 
Handyman Book sells for $3.95. 

Free with each basic assortment 
will be a display rack. The re- 
tailer may choose between a floor 
rack or a counter-top rack. A 
cardboard display stand will also 
be furnished for the books and 
annuals. 

The magazine announces a 
$100,000 advertising and promo- 
tion program on the Handy Plans. 


Gar- 


Dealers Disheartened 
By Tax Paperwork 


High taxes and the enormous 
paperwork involved in computing 
taxes are driving thousands of in- 
dependent retailers out of business, 
according to W. W. Wachtel, presi- 
dent of Calvert Distillers Corp. 

Retailers must take valuable time 
to compute tax payments, which 
hampers their primary retailing job 
of moving goods to the consumer, 
Mr. Wachtel stated. 

“The cost of this waste is enor- 
mous,” he told the firm’s annual 
sales meeting, “especially when it 
is recognized that no matter how 
taxes are imposed, directly or in- 
directly, they wind up on the re 
tailer’s shelf.” 

Mr. Wachtel noted that taxes di- 
rectly exert an inflationary pressure 
on inventories and make the cost of 
carrying inventories rise propor- 
tionately. 


HARDWARE AGE, SEPTEMBER 30, 1954 














THE FAVORI 

Jutside Wa 

Upright P 

Each Closin 

* LESS | 

quick « 

* ADJUS 

positiv 

ion a’ 

* ROD | 

n ope 
packin 

* VARIA 

n val 
small 

ut thi 

* BETTE! 

mport 
made, 

OWA 

35 ye 
easy 

tock | 

co. 








HARDW 








ea 

awards in 
ind north. 
O a record 
r the first 
orts F. W. 
ents a 23 
eriod last 


3 & Gar- 
ed to the 
new ones 
lans will 
, while a 
2 Handy- 
for $1, 
: Gardens 
- $3.95. 
sortment 
The re- 
n a floor 
rack. A 
will also 
yoks and 


punces a 
1 promo- 
ly Plans. 


d 


2normous 
»mputing 
ds of in- 
business, 
el, presi- 
orp. 

able time 
3, which 
iling job 
onsumer, 


is enor- 
} annual 
when it 
‘ter how 
y or in- 
the re- 


taxes di- 
pressure 
e cost of 

propor- 


30, 1954 









Upright Pipe Automatically Drains After 





Cash In On the Big Demand for 


NEW IMPROVED 


FREEZELESS 
HYDRANTS 


1OWA HYDRANTS 
FAVORITE FOR MORE THAN 35 YEARS 


tside Water Regardless of Temperature 
Closing. 


LESS HANDLE MOVEMENT—with 


quick acting toggle lock lever. 





BRASS 
NOZZLE 
$$ 


* 5 





281 FROM 


* ADJUSTABLE—Link provides easy STATED 
positive adjustment of lock-in ten BURY 
f a DEPTH 
on after long use. . amet TO 
* ROD GUIDE—Eliminates side pu! HOSE 
NOZZLE 


n operating rod—reduces wear on 
packing, packing nut and stem. — 


* VARIABLE FLOW — Improvements 
n valve arrangement will permit 
small to full flow without leaking 


ut the drain hole. 
* BETTER PARTS SERVICE—Al though 


mportant improvements have been 
made, the same parts wil! sarvice 


| 
. 
5 


OWA hydrants made for the past 

35 years or more—this makes it my 

easy for jobbers and dealers ¢ with 
tock parts for prompt service. so 
CONTACT YOUR WHOLESALER OR WRITE CLOSING 


WOODFORD HYDRANT 


DES MOINES 17, IOWA 




















COMBINATION 
Caulking Cartridges 





With hole-in-top for nozzle 


metal nozzle guns 


With plastic 
supplied for other guns 


A plastic nozzle supplied with each cartridge of 
non-hardening, non-staining CALBAR Caulk 
makes it adaptable to every type gun on 

the market. Compare . . . super-elastic CALBAR 
Caulk is a quality product! Ask your jobber. 


CALBAR PAINT & VARNISH CO. 


atelalthiclaitia-1a- Mel am k-laalaliae] mt adele ltlars 


2612-26 N. Martha Street, Phila. 25, Pa. 

















WHAT'S NEW ? 


Turn to pages 139-140 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 


you. 


IT'S QUICK—IT'S FREE 
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SKODVIN CO., Importers of ORSA 
SWEDISH CHARCOAL STEEL SAWS 


MAKE THIS GREAT INTRODUCTORY OFFER 
TO ACQUAINT YOU WITH THE WORLD'S 
FINEST HANDSAWS AND BOWSAWS 





#723 mirror-polished, a beautiful hand- List 
saw ; $ 9.95 
#1718 featherweight model 7.50 
#1717 heavy duty model (2 @ $6.95) 13.90 
#733 versatile handsaw for everyone 
(3 @ $4.25) 12.75 
$44.10 
(all saws will be delivered 26”—8 points 
unless otherwise” specified) 
less introductory discount of 40% 17.64 
26.46 
less 2% cash discount 53 
Your Delivered Price $25.93 


your Prorit $18.17 


OUR GUARANTEE: 


If you have ever had a better saw at 
any price—return them to us collect 
for prompt refund! 
















Orsa is one of the great names in Europe DR 

and the largest supplier to the Swedish OP IN T0 
market. Their saws are easy to sharpen US 4 SEE 
and set—yet stay sharper longer. Find T THE SHOW 
out for yourself...order from af ——" BOOTH 

tributor or mail the coupon below wit 

your letterhead. $228 

ese eee eee eee eee ee Be EE ee ee eS Se ee ee --<-— 


SKODVIN, CO. 


John Street, Greenwich, Conn. ; 
Please send me ___ sets of your special introductory offer. : 
1 
1 


C) dealer (C) jobber (C0 distributor 


see eeeen eee asses eee eee seen ean anal 
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( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 





WILL NOT SHRINK 
STICKS AND STAYS pyr 
“ 

a 


















Most dealers ye 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many oomee materials may shrink 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, vey or polish it to a velvet smooth 
finish. y to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 60, 100-lb. drums for 
ndustrial users. Order from your jobber. 
























The PLASTIC Repair Material 
in POWDER Form 


PLASTIKHOLDS 


EXPANSION SCREW ANCHORS 














PLASTIKHOLDS are packed 10 to 
a cellophane envelope with instruc- 
tion sheet, one dozen packages to 
counter display box. Retail for 25¢ 
per package. 
* Tough Tenite plastic—will not 
rust or stain 
* Easy to install—hold firmly 
° Fit any screw—size 6, 7, 8, or 10 
* Grip in any wall surface or thick- 
ness 
* May be used indoors or out 
See your jobber or write 


GIBSON GOOD TOOLS, INC. 


SIDNEY 1, NEW YORK 
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Who Wants Fair Trade? 
(Continued from page 14) 


ward “respectability” while con- 
tinuing to mass market at cut rate. 

Opponents of Fair Trade, how- 
ever, prefer to blame it on the “in- 
herent” weakness of the Fair Trade 
principle, and say it is collapsing 
at the first sign of pressure. Pro- 
ponents quickly answer that Fair 
Trade, even in its imperfect state, 
would work if enforced. They blame 
lax enforcement by manufacturers 
who, loaded with excess production, 


have taken the easy way out and | 


have sold to anyone—sometimes at 
any price they could get. 


Who's At Fault? 


Manufacturers often are just as | 


quick to blame the failure on those 
retailers or wholesalers who let 
their inventories go to discount 


sellers in order to liquidate. They | 
also point out that if they clamp | 


down on sales to discount houses in 
one area, the discounters open pipe- 
lines from other areas, and that dis- 
counters often work together to 
block sale of an item at a legitimate 
price. 

Whatever the cause—and it is 
probably a combination of these and 
other factors—the failure of fair 
trade is heightening the price 
squeeze on retailers. Due to be hard- 
est hit are the small dealers, as the 
large department stores and chain 
stores move in their own ways to 
fight the discount problem. 


Big Stores Act 

Perhaps a preview of what’s to 
come is offered by the current ac- 
tivities of department stores: 

(1) Cut-priced items, which have 
been “footballed” by the discount- 
ers, will be de-emphasized by de- 
partment stores. The store will 
advertise them at discount prices, 
but soft-pedal sales in the stores. 
Sales on these items will drop, and 
they may eventually be discon- 
tinued. 


(2) The stores will shy away | 


from co-op deals with manufactur- 
ers whose items are bootlegged by 
the discount house, but strong items 
with profit protection will be plug- 
ged. 

(3) Increasing use will be made 
of private brands, and of “discount 
sales” to take the steam out of the 
bootleggers. 

The smaller stores which can’t 





ARMSTRONG BROS. 


Better PIPE_TOOLS 
| wat 









Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally convenient where space is 
limited, this stock simplfies pipe threadng 
close to walls, in corners and wherever oper- 
ating room is restricted. With adjustable dies 
(cut exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS.” Adjustable Dies are 
of special Vanadium Tool Steel, have “backed- 
off” teeth, correct cutting angle, ample chip 

clearance and correct throat 

: angle. They start and eut easily, 

hold their sharpness and “spin” 

(wie fer off pipe without jamming or 
quistey tearing threads. 


‘The Tool Holder Peopie’ 


\ 
f ARMSTRONG BROS. TOOL CO. 
5214 W ARMSTRONG AVENUE + CHICAGO 30, iLL. 








REACH THE NEW MARKET 
of 15,000,000 4” DRILL USERS 


BEAVER 
‘SweSe DRILL BITS 


New Improved High Speed 
Side Cutting Drill Bit 






















Retail—ONLY ; oo 
\ $245 each © REAMS 
3 for $7.00 ° CUTS 


ALL WITH ONE BiT! 


Nationally advertised, reasonably priced. 

Converts any electric drill, drill 
press, lathe or milling machine into 
a much more versatile tool. A_ real 
help to: Carpenters, Mechanics, Radio 
& TV repairmen, Hobbiest, etc. 

Drills own starting hole (1 diam.). 
2” side cutting section used to cut, 
saw or ream. Made in U.S.A. of finest 
American high speed steel. Designed 
to cut: steel, wood, plastic, aluminum, 
etc. 3 types available: All-Purpose, 
Wood and Heavy Metal. 

Ten day money back guarantee! 

Cut yourself in on the profits in 
this vast new market . . . send your 
order or write for complete details 
and discounts TODAY! 








MANUFACTURED BY 


BEAVER DRILL & TOOL CO. 
701 EAST STH STREET 





KANSAS CITY 6 MISSOURI 
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Gift Traffic Items 


“For the Girls" 


sors in all sizes for every purpose. 





MANICURE SET 623M 
Case: Genuine leather, purse- 
style. Colors: Red, green, blue. 
Contents: 5 forged Suggested 





we _—" Size: eta 
"yy 1%". - 
ae $1.00 


Useful Men's Gifts 
He man pocket and hunting 
knives, fisherman's pliers, bar- 
ber shears and hair clippers. 


To Hardware . 
FREE = "o, Hatdware BARBER KIT 000-B boxed, con 

, taining regular hair clipper 
Our 24 page illustrated trade and forged steel bar- Suggested 


* a 
catalog of cutlery gifts. ber shear. i 





Immediate Deliveries Assured. $4.50 





Manicure and Sewing Sets, Scis- 





NITED CUTLERY AND HARDWARE PRODUCTS CO. 
108 EAST 16th St. WY. 3, NY. 

























Sells Itself with Logic 


Proven Sensational MASTER 


Here's the only waxer on the market . 
with patented and exclusive Trigger ax- - atic 
Feedi Women wax standing up, 
without the need to stoop, bend, [yi Feeding Floor Waxer 

kneel, pour, spill and scrub. 






Retails for only 


F $395 


— Holds 12 Oz. Complete 


ri. 


is in the 
Trigger 










3-year 
Guarantee 


See us in 
Booth No. S-457 


Hardware Show 
Oct. 11-15 
Navy Pier, Chicago 


Master Manufacturing Company 


1676 EAST 28TH STREET ° LORAIN, OHIO 








STERLING §) QUALITY 


* Caulking Compounds 
* Glazing Compounds 
* Paint Removers 

* Brush Cleaners 


STERLING PAINT & VARNISH CO., MALDEN, MASS. 

















You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we'll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
100 E. 42nd St., New York 17, N. Y. 
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ASHTRAYS im 


The new and beautiful look in ashtrays—uniquely designed 
in solid and misty colors from sturdy, heat-proof ceramic. The 
more-than-ample size and wide center bridge give your linens 


and furniture protection from burns . . . useful, distinctive. 
CREATORS Add appeal to every meal 
with 
— a COFFEE SHRIMP 


ete &. 
OF G0"  SUSANS BOATS 
°cA nD wh gMers susanettes RELISH. 


BUTTER SEAFOOD 
WARMERS PLATTERS 


Ask about these and other 
Aloa products of distinction 


















































LANTERNS 


R. E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 





BLAIR Model 66 
21” Power Mower 


Also available: 18” Reel Power Mow- 
ers, Blair Rotary Mowers, and a full 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
\ Springfield 7, Mass. 
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afford to create and advertise pri- 


| vate brands, and can’t afford to cut 


prices on great numbers of profit- 
able items, and can’t afford expen- 
sive law suits, may suffer most. 
As the larger stores indicate they 
are “fed up” with abortive attempts 


| to make Fair Trade work, while 
| watching profits sag, dealers who 





see in Fair Trade their main salva- 
tion are apt to be greatly disap- 
pointed in the months ahead. 


Legislation Doubtful 

Sources in Washington indicate 
that bills which would both 
strengthen and repeal the Federal 
acts which permit states to enact 
Fair Trade laws, will be introduced 
in the session of Congress which 
convenes in January. With the 
makeup of the new Congress in 
doubt, it’s hard to foresee now 
which tack the legislators might 
take. 

But the real problem lies in two 
federal agencies: The Justice De- 
partment and the Federal Trade 
Commission. It is here that the 
strongest opposition to Fair Trade 
exists. Even if new laws are passed 
to strengthen Fair Trade, there are 
indications that these two groups 
will act to tear them down. Worst 
of all, various government officials 
are muddying the stream, refusing 


| to make it clear even what a dealer 


may, or may not do, to help him- 
self. 

Hardware dealers and other busi- 
nessmen counting on fair trade were 
shown a glimmer of hope recently 
by Albert A. Carretta, who retired 
as a member of the Federal Trade 
Commission on Sept. 24. He ad- 
vanced the theory that failure of a 
manufacturer to uniformly enforce 
fair trade contracts is a violation 
of the Federal Trade Commission 
Act, which bans discrimination be- 
tween customers, because some deal- 
ers are required to maintain Fair 
Trade prices while others are not. 


Suggests Group Action 


His advice is for a group of re- 
tailers, all of whom could show dam- 
ages by failure of a manufacturer 
to uniformly enforce fair trade con- 
tracts, to complain to the Commis- 
sion, asking that a cease and desist 
order be issued against the manu- 
facturer. This would require the 
contracts to be enforced uniformly 
or not at all, he says. 


Carretta’s argument, however, 
has not been ruled on by the full 
Commission. Chairman Edward F, 
Howrey has flatly refused to com- 
ment on the question, when asked 
for an opinion by this publication. 

A Commission source told Harp- 
WARE AGE that the rest of the Com- 
mission is reluctant to rule on the 
matter, although it has been for- 
mally raised by the National Jewel- 
ers’ Association and is under study 
by the FTC General Counsel. The 
Commission that it is a 
“fringe” matter and it fears that 
a favorable ruling would bring 
hordes of dealers to Washington 
with complaints. 


says 


His Views Popular 


Mr. Carretta disagrees. He points 
out that there have been more than 
3,000 requests for copies of the 
speech in which he made his pro- 
posal, which shows it is more than 
a “fringe” theory. He also contends 
that after a few cease and desist 
orders, manufacturers would fall in 
line and the problem would solve 
itself. 

If this approach fails, Carretta 
has another out. A group of dealers 
should join to knock out the dis- 
counters by obtaining court injunc- 
tions prohibiting them from cut- 
pricing fair-traded goods, he says. 

Here, however, is where the 
Justice Department steps in. It is 
outspokenly opposed to Fair Trade 
as a possible loophole in the anti- 
trust laws, will probably lead the 
fight for repeal of the Miller-Tyd- 
ings and McGuire Acts. 


Anti-Trust Warning 


Judge Stanley N. Barnes, chief of 
the Department’s anti-trust divi- 
sion, hold HARDWARE AGE that if 
the names of a number of compet- 
ing merchants appeared jointly on 
a suit, his office would begin in- 
vestigating them at once on the 
theory that any time a group of 
competitors get together, a collu- 
sion to fix prices is inevitable. And, 
he maintains, Fair Trade is by its 
nature a price-fixing device. He 
adds that if Fair Trade ever became 
uniformly enforced, it would rep- 
resent horizontal, and not vertical, 
price maintenance, and would run 
headlong into the wrath of his office. 

Mr. Carretta’s answer to this is 
for retailers to seek approval of the 
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Makes the clearest 
marks on metal 
you ever saw! 









Sifaisde! . 
CHINA MARKERS 


Price-mark brilliantly, legibly, any 
metal, china, glass or plastic article. 
Markings stay clear and bold, yet are 
easily removed. Ask for 168-T Blué; 
169-T Red; 173-T Thick Black or 10 
other vivid colors. At your dealer, or 
write for sample naming this magazine. 








BLAISDELL PENCIL CO., 


BETHAYRES, PA. 


Self - 


Lists for less than $300* 





NEW! 






field. You'll go places with 


monufactured by 


Dept. HC _ 72 Cherry St. 





Now—a quality self-propelled rotary power mower that the average 

man can afford to own! Biggest money-maker in the power mower 
raveler—write for full details. 

NATIONAL METAL PRODUCTS COMPANY, 


Kansas City 8, Miesourt 




















NOW! NEW LOW PRICE on 
FLEXO-SPACE Self-Service Island 


ANNOUNCING 
our new low prices 
on FLEXO-SPACE 
Self - Service Is- 
lands. Here is your 
opportunity to fol- 
low the trend of 
thousands of ag- 
gressive merchants 
like yourself and 
modernize your 
store with Sell- 
Service fixtures. 
Do it with FLEXO- 
SPACE at a saving | 
of 50% over com- 
petitive Islands. 
FLEXO-SPACE gives you Self-Service, Mass Display and 
300% more Selling Space than one flat-type counter. Yes, 
in only 12%: Sq. Ft. of floor area you get 50 Sq. Ft. of 
selling space. Raise or lower the middle shelves every 2” 
within 15 adjustments. FLEXO-SPACE is a complete 
Island! Your customers shop on 4 sides from 5 large 
Self-Service shelves. The time-saving and money-making 
|| advantages of FLEXO-SPACE have been “Tested and 
| Proved” by thousands of retail merchants. New amaz- 
ingly low prices on FLEXO-SPACE at almost 50% less 
than you expect to pay. Without obligation write for FREE 
catalog on FLEXO-SPACE and other Self-Service fixtures. 
Do it now — Today! 


Mirs. write for special extra low prices. 
ADD SALES COMPANY 


825 York Street 























































Manitowoc, Wisconsin 















*including sulky, an 
optional ottochment 
Excise tox odditiono! 


INC. 
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=-WELL Rep-Boy 


REG. U. S. PAT. OFF 


* Convenient * Efficient * Lighted TOOL dl 




















Lighted Magnetic Screwdriver holds screv t to har 
to-reach spots. Lucite Tip shines light ar cinta corners, into small sp 
fneutdated Tweezers safe for voltages up to 10,000 
Designed for shop or home use Wonderful fo radio r TV work—electric 
automotive, telephone, aeronautic, mechanics, te echnicians 
Set consists of Red Be Light, Batteries, Mazda Ff t 
List Price Ada Lig d Magnetic Screwdriver, Ang Lu 
Ti 


FE 
p mon \ sonlien d Twe ttractive Case 





$600 Complete 


Exclusive Product of ALCORN & CO.., 150 Causeway St., 


Order From Your Wholesaler or Write Direct 

















Boston, Mass. 


201 

















with the famous 


Rubber Poppab 


SILICONE TREATED 
Can’t stick! End leak- 


age troubles ...save 
wear and tear on pump... 









Strataflo.cant.. 


save their cost in service calls 
they eliminate. Ideal for jet-type 


pumps. 


Order from 
your Jobber 






STRATAFLO PRODUCTS, 
INDIANA 


FORT WAYNE | 


Write for Bulletin 301 


INC, 





G Biied TOCK FLUID. 


‘or. year- -round ock’ 1 main- 
tenance and _ best rotection 
rust — 
top or 


against sticking 
freezing. 450 
Stream” can, 





fy OUL. jour jobber. 


merican Grease Stic 
{ uskegon, iMithigan 











, ‘\ DO Stainless 
39¢ :sa AMERICAN 
4-02. oiler, 29 


D ipless. 
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Lubricant ‘inatwo’ sizes, ake and — 








Oil in ® 


ti 





Justice Department ahead of time 
so that when their suit is filed, the 
Department will file a civil suit to 


block it and test the theory that | 


the dealers are conspiring to fix 
prices in that manner. He main- 
tains that even without prior ap- 
proval, the Department would not 
seek to invoke the serious criminal 


statues if they were forewarned 


that it was a test case. 
One argument that will crop up 
on Capitol Hill when the lawmakers 





| 
} 


begin hearings on the various Fair | 


Trade bills next year will be con- | 


tentions by the Justice Department 
and the Federal Trade Commission, 
as well as other opponents, 
Fair Trade was originally sanc- 
tioned to permit manufacturers to 
protect valuable brand names, creat- 
ed at tremendous expense, but has 
deteriorated into a means for deal- 
ers to try to maintain their mark- 
ups. 


Discounters Like F. T. 


The discount operators, them- 


selves, will not take any position | 


in the fight to strengthen and re- 


peal Fair Trade. They like things | 


the way they are. It is obvious that 
without Fair Trade, and the re- 


sulting nationally advertised brands | 


and prices, the principal appeal of 
their discounting is gone. Similar- 
ly, they don’t want to see it strictly 
enforced, because then they could 
not cut their prices. 

The future of Fair Trade is 
cloudy. A survey shows three dis- 
tinct schools of thought. One group, 
represented by several of the larger 
stores, believes that markups will 
eventually settle at a halfway point 
between the present prices and the 
cut-rate prices. 

Others say vigorous action by 
dealers now will force manufactur- 
ers to “fish or cut bait,” with the 
result that some fair traded con- 
tracts will be dropped, but those 
remaining will be strictly enforced. 

Still others believe a two-price 
system will emerge, with all stores 
fitting into the category of either 
offering higher prices with personal 
service, or cut prices with no ser- 
vice. 

Whatever the outcome, they pre- 
dict that the coming season could 
be the turning point in the Fair 
Trade controversy. 


(Resume reading on page 15) 
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ROOFING CAPS 


@ Flat 
@ Formed 


J. G. 
EDELEN 


Co. Inc. 
Baltimore 2, Md. 














EXCELSO COILS 
And Parts 


e 
Single, Double, 
Triple and 
Dual Triple 
- 





DORMONT 
Mfg. Co. 4 
1314 High St., Pittsburgh, Penna. 




















Folding Banquet Tables 





Masonite or Plywood Tops. Various lengths and 
-— Benches to match. Write for Catalog 








HARRY M. WOLFE, 666 Lake Shore Drive, Chicago 11 











gli hh 


tron ch 


GENUINE 
CHAMOIS SKIN 


FULL ee, > TANNAGE 
MAD a 


Doub V 
“EASIER TO USE 
“LASTS LONGER 
“CLEANS BETTER 


HOYT & WORTHEN TANNING CORP HAVERHILL, M 











Bewildered ? 7? 


... - them read.... 
WASHINGTON NEWS 
AND VIEWS on page 10 
of this issue. Here are ac- 
curate, authentic, easy-to- 
understand reports on the 
latest developments in 
Washington affecting 
hardware dealers. This 
helpful feature in each 
issue is another reason 
why HARDWARE AGE 
is the No. 1 choice of 
hardware dealers through- 
out the nation. 
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Beautif 
Plastic 
Schuss, 
Timed | 
Comes 
easily « 


Drop s 





HARDWA 









‘med 


.G. 
ELEN 


» Inc. 


re 2, Md. 
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NOT A TOY 


wmport® 
pi aril 






NEW TOOLS « 


CHRISTMAS SELLING! 


LOW COST CORNER CLAMP... 


Small clamp with big (2%4") capacity for 
square stock or picture framing of wood, plastic 
or light metal. Assures positive grip for 
gluing, nailing, dowelling, etc. Lowest 

price on the market at $1.25 (suggested retail). 













hi-Sit- 
Beautifully made seat on 53" ski 
Plastic Base 
Schuss, turn or stop fast 
Timed 47 m.p.h., Stowe, Vt. 
Comes knocked down, one to carton 
easily assembled with screw driver 


RETAILS $15.75 
Drop ship plan. You display, we do rest. Sent C.O.D. 









i. — 



















Shi-Sit Co. nortw avams. mass UNIQUE DOWELLING JIG... 


Only one of its kind! For the craftsman 
who wants pee dowelled = 

0 joints on picture frames, screens, furni- 
FOR SAFETY’S SAKE . . . ture, etc. Takes stock up to 1%” wide. 
Use with any % inch manual or electric 
drill or drill press. A real profit-builder 
at $2.49 (suggested retail price). 


EO — = 
Buy GOLD SEAL HICKORY HANDLES | NATIONALLY ADVERTISED IN AMERICAN HOME MAGAZINE 


Proven Seller 
MITER BOX for 45° and 90° cuts. 
Suggested Retail Price — $1.98 





































Eye end of each handle is ye Long and Hard Service 
slit for wedge, for which y& Triple Inspected 
metal and wood wedges y¥ Made Only with Second 
are included — at no extra Growth Hickory 
cost. Sold only through y& Greater Strength - Less 
your jobber salesman. Breakage 

% Smooth Wax Finish % Perfect Shape 











See your Wholesaler _ 
or — Write Direct 


Manufactured b | — 
LA PIERRE-SAWYER HANDLE co. | eal THE GUNVER MANUFACTURING COMPANY 
Jockson, Missouri | “SS” Hartford Road, Manchester, Conn., U.S.A. 
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SEl l WORLD’S FINEST STOVE and 


ALL-PURPOSE UTILITY MATS 
ARISTO-MATS pails 
| Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor ARISTO-MAT CO., 1718 E. 75th Street, Chicage 49 











SELL THEM WHILE THEY WAIT... from the FREE™ 
- NEW 96 PAGE CAMERA, LENS & PHOTO EQUIP. CATALOG 
Here's the efficient “Silent Salesman” that builds profits for you se 94 oe) Leeees caesacress 1 —-5) Soutien 
Il during the day. While you're busy, ust look quip., » Steree, everything Photographic they've ever 
thru 96 pages crammed with thousands of the NEWEST “PHOTO wanted, They'll SELL themselves! All equipment is, Guaranteed 
TOOLS,” CAMERAS (Press, Studio, Candid, Special Purpose, Equipment since 1897. 
For FREE Catalog Write Mr. Wares: BURKE & JAMES, INC., 321 S. Wabash, Chicago 4, USA 






























4 Zeit) cM al-wiutetim@When You Sell The Best! VEzEy 


if OX SELL SMITH-GATES Line-O-Heat is the heating tape you can Nations! : 
Advertising 













sell with confidence as well as profit. 
Toughest and best. Can be abused and still 
used to prevent freeze-up of water pipes, and 
pumps, roof valleys, eaves, house gutters. 
Keeps water running even at —50°. Easy to FREE 


—= ELECTRIC —~— 


\LINE-‘O:HEAT 











use. Shockproof, fireproof, waterproof. emma 
‘ SIX 4 Line-O-Heat dealers are given a full range Dealer Aids 
of dealer aids in addition te national ad- 
3 ft. $2.45 vertising: leaflets, mats, window streamers : 







and die-cut easei display pieces like this 





6 ft. $2.95 
12 ft. $3.95 ASK YOUR JOBBER OR WRITE... 


20 ft. $4.45 
40 ft. $7.45 SMITH-GATES CORP. 


60 ft. $9.45 DEPT. 166 PLAINVILLE, CONN. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Allow Seven Words for Keyed Address 
or Your Address 





Representatives Wanted, etc. 
Set solid, maximum 50 words........... $5.00 
Each additional word....... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
hep EE reas ‘oon oe 
Each additional word.. 05 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed 


HARDWARE AGE is published every other 


Thursday. Classified forms close 15 days 
prior to publication date. 
Remittance must accompany order in form 


of check or money order, not currency or 


stamps. 











Representatives Wanted 





Representatives Wanted | Representatives Wanted 





Excellent Opportunity 


America's largest and best known com- 
pany in its field, in business since 1865, 
has openings in several territories avail- 
able immediately to a manufacturer's rep- 
resentative who calls on hardware, variety, 
drug store and all types of independent 
retail trade. We are looking for sales or- 
ganizations with several men, who hove 
a following in their trade. This is a big 
ticket item of a high commission rate and 
the product has been proven in thousands 
of retail stores from coast to coast and 
from Canada to South America. This is a 
line of Key Duplicating Units for which 
there is a great demand. It is primarily 
o hardware item. The territories will be 
protected. High initial order and re-order 
commission. We ship and bill the account. 
Even if you call on jobbers only, you should 
find this attractive enough to devote time 
to the independent retail field. If in- 
terested, reply by letter at once stating 
the type of trade you now call upon and 
various qualifications, and we will arrange 
for an interview in your city soon. Please 
include phone number. Address your reply 
to Post Office Box 1322, Cleveland 3, Ohio. 











SALES REPS. 
manufacturer of 


EXCLUSIVE TERRITORY 
wanted by nationally known 
Hardware & Housewares, Garden Items, Sporting 
Goods Item, etc. Representatives wanted for in- 
dividual states west of Mississippi. Must now be 
selling to Housewares & Hardware Wholesalers, 
Variety & Drug Chains, Dept. Stores, Garden 
Supply. Premium Outlets, etc. We don’t want 
firms with fancy offices . . . we want reps. who 
will work. Protected territory. Please state lines 
carried, territory covered and types of accounts. 
All replies confidential. Address: Box B-966, care 





of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 

SALESMAN WANTED. Calling on “jobbers. 
paint and hardware stores to sell line of fost 
reasonably priced paints, putty, specialties and 
brushes _ Attractive commission basis. Manufac- 
turers since 1915. Address Box C-124, care of 
Ta i Ace, 100 East 42nd Street, New York 





SALESMEN WANTED 


Prominent paint brush manufacturer has open terri- 
tories for salesmen with following now calling on 
paint, hardware, department stores and lumber dealers, 
ete. Complete quality line in both bristle and nylon. 
Very competitive. Top commission. Strong home office 
backing. Please answer giving full details. 


Address: Box C-116, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











~ SALESMEN WANTED EVERYWHE RE: Hot 
sideline, unrestricted territories selling rated re- 
tailers, Hardware, Builder-Lumber Supplies, Army, 
Farm, General Stores. Two styles 100% Woolen 
Winter Knitted Caps for outdoor men. $1.00 
Leader wholesale $8.00 dozen; Deluxe $1.95 whole- 


sales $10.75 POSTPAID. Thousands sold coun- 
trywide; COMMISSION 50¢ DOZEN: Start im- 
mediately, Mail $1.00 for samples, refundable. 
PARKER COMPANY, 785 LYONS, IRVING- 
TON 11, N. J. 
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STERLING HARDWARE 
REPRESENTATIVES WANTED 
We have territories open and will make 
changes in some others. If you are in- 
terested, please write us. Sterling Hard- 
ware Manufacturing Co., 2345 West Nel- 

son Street, Chicago 18, Ill. 











EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most popular 
branded line of dog furnishings. Can be 
handled as a side line. Liberal commission 
Choice territories open. 
Address Box A-803, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 











BRAND NEW WATER FILTER—a must for 
every home. All territories open. Want manufac- 
turers representatives now selling chain, mail 
order houses, department and hardware store job- 
bers. Write for details: SILENT-FLO, FILTER 
MFG. CO., 314 Chelsea Street, Everett 49, Mass. 


SALESMEN WANTED — ALL TERRITORIES 


Sensational new patented rollers with thousands of 
uses—for furniture, power tools, television sets, ete. 
Terrific sales potential for the hardware, manufactur- 








ing and industrial fields. Liberal commissions. Write 
at once for details. 

WEIN'S HANDY ROLLERS 
1036 W. Van Buren Street Chicago 7, Illinois 














PAINT LINE AVAIL ABLE. Aggressive ex- 
panding manufacturer of 5 lines, 3 full lines 
suitable for retail at $1.50 to $3.00 offers coopera- 
tive management, excellent paint value, smart mer- 
chandising, and good service to the right man or 





team. Commission. Sideline acceptable. Many 
desirable territories open. Address: Box B-967, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. 
SALES REPRESENTATIVES 
Nationally known Lockset Manufacturer selling to 
Lumber. Building Material and Hardware Trade 


seeks representatives for: Michigan, Wisconsin, IIli- 
nois, Indiana, Eastern New York State, Texas and 
Oklahoma. Commission. Established and protected 
territories. Mention details including lines 
carried. 
Address Box B-994, care of nenow ae gee 
100 East 42nd Street, New York | 











SALESMEN calling, on hardware stores, lum- 
ber and building supplies, etc., 
with your present merchandise. Complete line 
electrical material, wire, cable, wiring devices, ap- 
pliances, etc. for wholesale distributor, liberal com 
<—, state territory and line carried. Address: “— 

*-117, 100 East 42 nd Street, ! New _York 17, 





CHICAGO AND VICINITY 


Evyperienced salesman with following among Re- 
tailers and Jobbers of Hardware, Tools and Mill 
Supplies. Well known line of popular mechanics 
tool on commission. Should have no more than two 
other lines. Write for interview in Chicago during 
National Hardware Show week, giving full details, 
lines handled, etc. 
Address Box B-987, care of nenounes gee 
100 East 42nd Street, New York 17, 


AGGRESSIVE REPRESENTATIVES 
WANTED. For fast selling complete line of 
MEL-O-FLO JET AERATORS in: Southeast, 
Missouri-Kansas, Mountain States, also Canada. 
Booth 332, Hardware Corp., MELARD MANU- 
FACTURING CORP., 432 Austin Place, New 
York 55, N. Y. 














to handle along | 





calling o: 


WANTED REPRESENTATIVES, 


hardware, paint, and lumber dealers to sell our 
volume line of stepladders. Low in price, thei: 


virtual indestructibility will particularly appeal to 
the professional trade, Some territories open east 


of Rockies. Give territory covered and full par- 
ticulars in first letter. Address Box B-984, care 
of Harpware Ace, 100 East 42nd Street, New 


York 17, _N. y 





MANUFACTURERS REPRESENTATIVES WANTED 


If you are now calling on retail lumber yards and 
hardware stores we have a high quality line of Cabinet 
Hardware that can give you year around substantial 
added income. No jobber accounts as this line is sold 
direct from manufacturer. Give all particulars in first 
letter, information will be held in strictest confidence 


Address Box C-112, care of HARDWARE - 
100 East 42nd Street, New York 17, N. 











EXCL USIVE “PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra 
tion sells eight out of ten on first call, Excellent 
for opening new accounts and high volume re 
peat business. Address: Box A-870, care. of 
HARDWARE AGE, 100 East 42nd Street, New York 
17, N. 


EXPERIENCED BRUSH SALESMEN 


expanding, progressive manufac- 
turer. Specializing in floor sweeps, counter 
dusters, window brushes, waxers and complete 
line of car washers. Most territories open to 
active men. Write Stating Experience. 


Address Box C-115, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 








wanted for 











rORS 








AGENTS-DEALERS-DISTRIBL 
EVERYWHERE, Protected territories now a\ail- 
able on new CHAR-LOAM, the invaluable soi! 
conditioner that activates and permanently im 
proves soils. Tested, advertised, beautifully pack- 
aged, and profitable. Write to: MULCO LABOR 
ATORIES, INC., 2352 Twentieth St., Detroit 16 
Michigan = 

PAINT BRUSII M. ANU FACTURER'S ~ REP 
RESENTATIVE wanted with following among 
retail hardware, paint, lumber, variety stores, etc 
Good opportunity and commissions for ae HEA 
salesman. Detroit, Pittsburgh, Philad phia, 
Minneapolis, Milwaukee and other major areas 
open. Write full detaiis. Address: Box ‘ 2. 
care of Harpware Ace, 100 East 42nd Street 


New York 17, 


Accounts Wanted 


i # 











TIRE FABRIC DOOR MATS 


Sold direct to Dealers. Good side line. 
Salesmen working retail trade are invited 
to write us. 

SUN PRODUCTS 
5514 Easton Avenue St. Louis 12, Mo. 











| 


MANUFACTURER REPRESENTA- 
TIVE FLORIDA & S. E. Well estab- 
lished, with limited lines; will take an 
additional line, sold to hardware Jobbers. 
Address: Box C-123, care of Hardware 
Age, 100 East 42nd Street, New York 17, 
». ¥. 
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Classified Opportunities Section 





Accounts Wanted 


Accounts Wanted 


Business Opportunities 








Philadelphia, Pennsylvania 


Warehouse 


Old established well rated company 
with aggressive sales organization 
contacting industrial mill supply and 
hardware trade Pennsylvania, Mary- 
land, Southern New Jersey, inter- 
ested in extending lines with a repu- 
table manufacturer. Investment if 
desired. 


Address Box C-114, care of HARDWARE AG 
100 East 42nd Street, New York 17, N. Y. 














at Hardware Show. 
pany, 605 W. Washington, Chicago. 





MANUFACTURERS AGENTS, Well estab- 
lished covering Iowa, Illinois, Wisconsin and In- 
diana. Wholesale Hardware and Industrial supply 
trade. Want additional lines. Will be in attendance 
Contact Durrie Sales Com- 





MISSOURI-KANSAS TERRITORY 


Manufacturers’ representative calling on 
hardware, mill and plumbing supply job- 
bers. 
HARVEY WISE 
4548 Pennsylvania, Kansas City, Mo. 











MANUFACTURER’S REPRESENTATIVE 
ORGANIZATION OFFERING complete cover- 
age in Illinois, Indiana, Wisconsin and Minnesota. 
Maintain full time missionary services. Desires 
additional line of hardware, housewares or garage 
equipment. Address: Box (€-107, care of Harp- 
warE Ace, 100 East 42nd Street, New York 17, 


REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 
Inquires invited. Write ANCO Corporatien, 7 
Wood Street, Pittsburgh 22, Pa. 

















MID-WEST AREA TO THE WHOLESALE 
TRADE. Established and well experienced, ener- 
getic, 37 year old salesman with good sales ability. 
Want one or two substantial lines. Tell me about 
your product and territory available in this area. 
Address: Mark Anthony, Box 494, Des Moines 2, 


Jowa. 








DISTRIBUTORS WANTED 


(Excl. territories) for novel high quality 
tools made in Germany. Contact sole rep- 
resentative: Charles Geiger Co., 55 W. 
42nd St., N. Y. C. 














SALES REPRESENTATIVE, now selling do- 
ityourself, hardware items to department stores, 
hardware jobbers, chains, buying groups, catalog 
obbers and mail order houses on a concentrated, 
systematic basis in Wisconsin, Iowa and Minne- 
Sota can handle another established volume line or 
new line with potential. Excellent contacts. Ad 
dress: Box C-119, care of HARDWARE Ace, 100 
East 42nd Street, New York 3 es 


a —— 


MANUFACTURER REPRESENTATIVE 
MANY YEARS EXPERIENCE selling Sheet 
Metal products to hardware, housewares, depart- 
ment stores, and lumber yards. Interested in ad- 
ditional line to present one now selling for 16 
years. Metropolitan New York City, North Jer- 
sey, Conn. and Lower New York State. Address: 


the Southeastern Wholesale Hardware trade, de- 
sires one additional line of quality. Well known 
in trade and regular attendant at both National 
and Southern Wholesale Hardware Conventions. 
Address Box B-988, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 

MR. SALES-MANAGER: 
sales force covers Wholesale Hardware, House- 
ware Jobbers, Department Stores, Grocery, Va- 
riety Chains in Texas, Louisiana, Arkansas, Mis- 
sissippi, Tennessee, Oklahoma, Kansas add an- 
other line in any of above states on exclusive basis 
We'll give promotional activity, market coverage 
Write Box 1075-A, Tyler, Texas. 


WARANCH HARDWARE & PAINT CO., es 
tablished 1904, going out of retail business wants 
to represent manufacturers of lines of merit as 
selling agents in Virginia and Carolinas. Equipped 
to give your product specialized attention also as 
warehousemen and pool car distributors. We will 
job your line if you prefer. Address: Attention 


Our experienced 


folk z Va. 

OHIO MANUFACTURERS AGENT CALL- 
ING ON Hardware Jobbers, mill supply jobber, 
industrial supply jobbers, builders hardware job- 
bers, major hardware distributors, wood and 
aluminum door manufacturers, hand tools, lawn 
mowers, galvanized ware, wire cloth, wire products, 
metal lath, general builders supplies and hardware 
lines for Ohio, Western Pa. and W. Va. Will 
attend The National Hardware Show. Address: Box 














Box C-121, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 


C-111, care of Harpware AGz, 100 East 42nd 

MANUFACTURER'S REPRESENTATIVE 
EXCLUSIVELY FOR NEW YORK CITY- 
Strong, daily concentration on one volume item 
(or limited line) for all classes of chains, jobbers, 
etc Firm must be rated, reputable. Territory 
must be on an exclusive basis. Have 15 years 


experience, college-traine:, 
fications. Address: Box 
AGE, 100 East 42nd Street, 


Help Wanted 


HARDWARE 
NATIONAL SALES MANAGER 


International manufacturing distributor 
with AAA-| Dun and Bradstreet rating, 
long active in automotive field, forming 
separate hardware division. 

We are looking for a man between ages 
of 35 and 50 qualified to help us develop 
additional items for hardware trade and 
who can hire, train and supervise a large 
national selling organization of direct 
salesmen. 


highest personal quali- 
B-937, care of HARDWARE 
New York 17, N. ¥ 











This is an outstanding opportunity for an 
aggressive, ambitious sales executive to 
build a profitable and secure future with 
high earning possibilities. Remuneration 
will be on the basis of salary with an 
override on soles or a percentage of 
profit when the division is properly estab- 
lished. 


Address Box 945, care of HARDWARE AGE 
100 East 42nd Street, New York 17, W. Y. 











MANUFACTURER OF FULL LINE OF 
paint products desires salesman with experience 
in hardware, paint or building supplies. Sideline 
or full time. Attractive commission. New Eng- 
land, Pennsylvania, Long Island. Information 
held in condence. Reply giving experience. Ad- 
dress: Dutch Masters Paint & Varnish Co., 
Wythe Ave., North 14th St., Brooklyn 11, N. Y¥ 





Business Opportunities 





HARDWARE, BULK OIL, NEBRASKA, 
HEART of town location grossing $7,000 an- 
nually. Present owner has operated business 44 
solid years and wants to retire. This is an out- 
standing opportunity and one you should investi- 
gate immediately. This chance of life time does 
not present itself too often. Free Pictures. C-4101, 


SALESMAN, 40 YEARS OLD, 8 years selling | 


Sam A, Waranch, 3250 Cottage Tool Road, Nor- | 





Established 
WHOLESALE-RETAIL-HARDWARE 


with L. P. Gas Business 


FOR SALE $78,000 


Good location in central Illinois 
city of 50,000 with agriculture-in- 
dustrial trade area over 150,000. 
Gross sales $150-200,000. Price in- 
cludes stock, fixtures and L.P. 
Gas warehouse, Owner retiring. 





Address Box B-978, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











HDWE. rOOL STOVE (NO HOUSE 
WARES ORAPPLIANCES). Present owner-man 
| ager outstanding hardware and tool stove catering 
maintenance men in city oO! 
100,000 in middle west wishes to retire Sell at 
book value Jan. 1, 1955. Approximately $70,000 
required. Accts. receivables not included Will net 
between $12,000 and $15,000 for 1954, etc. and 
a young, aggressive man could have netted $20, 
000. Wonderful opportunity for two partners-—one 
an industrial supply and tool man and the other a 
hdwe. consultant. Address: Box C-113, 


to contractors and 








contract 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N = 
SANTA BARBARA, CALIFORNIA. Hard 
ware Stove Excellent location and reputation, 
Good lease, Asking $77,000 including inventory, 
truck, etc. Terms to qualified buyer. Owners re 
tiring. A. J. Watkins, 1018 State Street, Santa 
Barbara. ots 
WANTED Hardware building in North or 
South Dakota, or Montana. Population of the dis 
trict from 1,000 to 5,000. Building size 30 by 100. 
| Priced to rent or sale Address: Box C118 care 
| of Harpware Ace, 100 East 42nd Street, New 
ly: “4 





Positions Wanted 





COLLEGE GRADUATE, 24 Years of Age 
Several years experience selling to Wholesale 
Hardware & Hardware trades, mail order houses 
& Large Department stores in Midwest area 
ncluding metropolitan Chicago. Seeks Position i 
sales management with reputable Co. Can 

| furnish best of business and character reter 
} ences. Write Address: Box B-989, care of Harp 
| ware AcE, 100 East 42nd St., New York 17, 
1 N. Y.. or when you are in Chicago during Na 
| tional Hardware Show Phone Ro-4-9049 for in 
| formation i 

| FACTORY REPRESENTATIVE AVAIL 


ABLE FOR one or two additional lines of merit 
Giving complete coverage to jobbers, chain dep’t 
stores, etc. in Missouri, Kansas territory. Car 
arrange for coverage in lowa and Nebraska. Have 
more than ten years experience in every phase of 


sales from Mfg. io retail level. Four years as 
Mfg. agent. Thoroughly famiNar with territory 
Address 


Box B-998, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. 3 a 
CATALOG & PRICE BOOK MAN, 15 years’ 
experience wholesale hardware & housewares—com- 
piling salesmen, warehouse, dealer & consumer 
catalogs. Thorough knowledge of all duplicating & 
printing processes.—Capable to set up entire sys- 
tem, organize dept., indoctrinate your office staff 
Obsolete books brought up to date, Fee basis, 
anywhere in the U. S. Address: Box B-888, care 
of Harpware AGz, 100 East 42nd Street, New 
York 17, N. Y 


PAST SALESMANAGER AND SALESMAN, 
connection in either capacity 12 years 
experience in the Housewares, Hardware, Toys, 
and Sporting goods field, from manufacturer to 
consumer. Know leading chains, jobbers, dept 
stores and dealers. Have an office and 6000 ft. 
warehouse can work as distributor. Will be at 
the hardware show, Palmer House Oct. 11, thru 
the 14th or contact 1801 Delmar St. Louis, Mo. 
Ch, 1-2045. Age 36—Married. H. M. Roberts 


MAN, MARRIED, OVER 20 YEARS’ EX- 
PERIENCE at Wholesale Hardware Houseware, 
as stock clerk, shipping clerk, stock supervisor, 
salesman, honest, reliable, energetic, now employed, 
wants a steady position with a reliable firm. Ad- 
dress: Box C-120, care of Harpware Ace, 100 





ce sires 








Continental 804 Grand Kansas City, Missouri. 
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your biggest monies 


m_ 
Remember 
December! 


HAMILTON METAL 
PRODUCTS CO., 
HAMILTON, OHIO 








RR) AMERICAN chains 





for Steady Profits all year ’round— 


Buy AMERICAN 
Display AMERICAN 


in this sales-making Stand 


co Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 










American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport 2, Connecticut 





York, Pennsylvania * 


Jit" 
100 MILLION SOLD 


IT'S PATENTED! 


Jobbers, Retailers, Beware of Infringements. Sell only 
the genuine Jiffy. NO HAMMER—NO NAILS NEEDED 
—HOLDS !5 LBS. 





COPYRIGHT 1954 


PICTURE 
HANGERS 


and Eyelets 









Booth 410 National Hardware 
Double-Purpose | show—Navy Pier, Chicago 


Swivel Hook 3 for 10c 6 for 19¢ 


JIFFY ENTERPRISES, INC. 


VICTORY BLDG., 1011 CHESTNUT ST., PHILA. 7, PA. 
Canadian Dist: Fireco Sales Ltd., Toronto 9, Ont. 
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DECTO-STICK 
_ FURNITURE 

REPAIR KIT 

FoR 

filling « Coloring 
DENTS NICKS, GOUGES 
i pecto oR TS co. 
An ingeniously compounded stick 
that fills and colors Nicks, Dents 
and Gouges in natural-finished or 
stained woodwork, furniture, 
leather or plastics. ily applied. 
Will not bleed or shrink. Takes 
any finish. 
Cellophane bag contains 4 sticks 
(dark mahogany, light mahogany, walnut and 
maple), scraper and instructions. 12 kits on 
display card. 


A “DO IT YOURSELF” REPEAT ITEM 
SOLD THROUGH JOBBERS 
DECTO PRODUCTS COMPANY, SALEM 54, MASS. 













Fast Colors 
No Shrinking 
No Heat Required 
Colors Easily Blended 
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Write for free GREENLEE 
Hand Tool Catalog No. 35-H 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 











= Sa. 


‘Agar Bit Sh 


Sell GREENLEE 22 Solid-Center 


» soles. Durable green plastic rolls 
contain sets of 6, 8, 9, or 13 bits. 


COE 
GREENLEE 
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STAY CLEAN 
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—for permanence 


Built-in strength and stability are inherent features of every one 
of the 300 products included in the complete National line 


The wide variety of the products assures o proper size 


and style to adequately serve the particular job at 


hand. Strain, friction and subsequent wear 
ore corefully guarded against by the stout 
materials used and the modern mechanisms 


employed to check service fatigue 







MANUFACTURING COMPANY 





STER NG LLINOTS 











Auger Bits in sets and moke extra large 














a STREAM of profits 
FOR CHRISTMAS, 5 ‘ DALTON | SPRAY your way 
JIG SAW from FAUCET-QUEENS! 


It's a “Natural” Gift | | a flick of the finger 
for Any Handyman. . . i 


A Real Money-Maker for | | 4m 
Dealers! Sy Hh 


Hitt} 
age Exclusive PISTOL GRIP HANDLE 
Still con't provides COOLER Handling, flexible type regular model 


' GREATER sawing accuracy 
a through its easier operation and 
anew retails for AQ retails for QOe 
| 





Profit! 
7 SAWS IN ONE! Does the work Model ‘A’ FAUCET QUEEN has Re; 
, ; : gular model FAUCET-QUEEN 
$48.00 Y ‘sual al tahoe — Serell, flexible bellows-like neck for has rigid-neck sprayer. Also 
lete with s ; reaching every part of the sink. strainer and anti-splasher. More 
Model me IT CUTS—Circles, staight lines, in- Has strainer & anti-splash fixture. than 22,000,000 sold! 
D-500 5 Different | tricate designs in Wood, Plastics, 


Blades | Metals, Composition Boards, Hard Rub- 
ber, and others. 





Other Outstanding Features: Specially built motor e@Oilite Bear- 
ings, hardened steel gears @Makes its own starting hole for inside cuts @Air 
stream blows sawdust off guide line @Will even cut a 2 x 4! 


For Heavy-Duty Uses—Recommend 
Fully-Mechanical WE + Prize-winning display with 1 doz. Easet-back display with 1 doz. 
SAWHORSE BRACKETS \= assorted colors. $3.90 per doz. assorted colors. $2.30 per doz. 


No Nails, Bolts or i \ . 
Mitering of Legs { | Order now from your jobber 














Sizes for 1x4's and 2x4's 


Put lumber in jaws and leg sockets—tighten pe 3 | 
wingnut! All steel. Use for Platforms, Scaf- LR WA = 
folding, Benches, Display Tables, etc. Disassem- eh \\ | 
ble on the job. THY 
sa alas dette J P jyee, The Faucet-Queens, Inc. 
no cke our er, have nim oraer for you. 
- i 119 W. Hubbard St., Chicago 10, Ill. 








=== DALTON MFG. CO., 20 S. Central, St. Louis 5, Mo._xf | 


don't fail to see FY ste Master 
at 


the 
NATIONAL HARDWARE SHOW 
CHICAGO, ILL. ° OCT. 11 THRU {5 
BOOTH S-160 


SEE FVste Waster 
compare it... 


and 
SUPER DELUXE FD 51-SRNT-2 you'll 


CONSOLIDATED METAL PRODUCTS COMPANY © CINCINNATI 2, OHIO BUY IT! 


NATIONALLY ADVERTISED PDAQIMES or SILENCE $3 Furniture cuives 


RUBBER CUSHIONED REGULAR FURNITURE LEVELER 


One set on a card. One set in a box. 
12 cards in a box. 12 ag | ina Aditahte Cour 
H VY" Ya" carton. Sizes — — ination veler 
Sizes “s i 1%”, 1%", %” Z4 and Glider for 

1 As, 7 5,” un = Uneven and Un- 
4, 8, 2 7 ae steady Furniture 


36" 

SIZES—1” base, 
4on card; 1%”, 
2 on card; 142”, 
2 on card. 
Drive into uni- 
versal socket or 


5/16” hole. 





W\\ 
\ 


x 
\\\\ 








Ask your jobber. If he is not supplied, write 


- MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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